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The Regal Line by Dexter includes 
this Radiant Design Tie Bolt Key-in- 
Knob Set, 5” backset, with cast 
escutcheon 742" wide, 10” high. 
Available with'pin or disc tumbler 
cylinder, deadlocking or spring latch. This new 
Dexter Lifetime Lock has solid brass 
exterior, cold-rolled steel interior parts. In standard 
or two-tone finishes. 


Knobs armored brass, steel reinforced. Lock 
reversible for any hand of door without disassembly. 
Requires only 1%" dia. hole through door. 
> >>. ae wp ps Se #1 oT ob Gap 2 be) eS @ & © B 
Dexter Industries, Inc. Grand Rapids, Mich. 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
{ In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., Mexico City 
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R.O.W. SALES COMPANY, 1399 ACADEMY AVE. «+ FERNDALE 20, MICHIGAN 
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v y 1 GERLINGER Fork Lift Truck Biggest 


“ Labor-Saver and Expediter for PEKS, 
— . 4 Inc., Minneapolis, Minnesota. 

Let Clarence A. Sather, partner and manager of PEKS, lumber 
and building supply firm, tell you the whole story 


“With only three trucks we had to hire others when we got 

busy. Now Gerlinger cuts down loading and unloading time 

so much we keep our own trucks rolling all day long. I was 

amazed, in looking over our 9 months’ statement, to see ithad sNOTHER GERLINGER “Exclusive” FEATURE 
saved us $9,000 in yard and delivery expenses with the same 

equipment, more salesmen, bigger volume. Last year we paid Operators praise the ease and safety with which 
over $3,600 in hired trucks in those same nine months.” they can maneuver Gerlinger Fork Lift Trucks. Pivotal 


New records of production and profit are the usual report when ‘"™eunted steering axle assembly equalizes load and 
Gerlinger is on the job Call your Gerlinger dealer for informa- maintains constant 3-point suspension, instantly 
tion on the fork lift track or material carrier for YOUR heavy- isting to uneven read contours. 

duty material handling 











GERLINGER CARRIER COMPANY Nome 
DEPT. T-5 + DALLAS, OREGON P 


Please send FREE Gerlinger Fork Lift 


irm 


T k catalog 


Gerltinger Moterial Car 
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What Self-Service Has Done for Us 


Self-service ups sales, cuts expenses for San Diego firm. 


Television Tops for Advertising 
lowa retailer's how-to-do-it show pre-sells shoppers. 
Now That You Have Your Equipment 


Make the most of your materials handling equipment. 


Bargain Center Grosses $2,000 Per Month 


Idaho retailer cashes in cn odds-and-ends. 


Plywood Plays Big Role in Dealer's Boat Business 
Miami firm's sales to boat builders total $150,000. 


Small Ads Help Boost Sales Volume 


Wisconsin dealer’ rule for writing cla sified ad . 


Basic Store Layout 


Consider customer buying habits in planning 


Remodeling Makes It Easy to Sell—Easy to Buy 
New store layout aave Utah dealer higher profit sales. 


Take a Look at Tomorrow's Home 
Research Village } usé Hu trate new look 


Rents Space to Keep Down Overhead 
Adjacent firms add traffic for Minnesota dealer 
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Let ROSBORO’S 


heip you to sell 
ealel a - mele iaslel-) mice) sal 


less inventory 


USE OUR PROMPT mixed car service to boost your sales volume 
without increasing your inventory. Wide assortments are available from our 
complete stock of kiln dried dimension, boards and shed uppers. Our fine old growth 
Douglas fir and West Coast hemlock lumber is beautifully milled in a modern plant, 
stored and loaded under cover. Rosboro’s Flexible Inventory Service is tailored to 
mect your needs ...promptly... with a product we are proud to 


supply ...and you will be proud to sell. 





Incidentally... 

WE DO NOT SELL OUR 
*epaacens”...they make our 
fine lumber assortments 


possible. 








Write for price list and our booklet 
“This is Rosboro" 


DOUGLAS FIR AND 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


More homes being built with government assistance. 

Half of the homes going up this year are now financed with government help. 
And there's every indication that the ratio will increase because of the politi- 
cal overtones of a liberal policy by | government on home mortgages. 

The increase has been sharp. In the first six months of 1955 about 50% of 
the homes built were backed by either VA or FHA guarantees. In the like period 
last year it was only 45%. Two years ago it was just 35%. 

Conventional loans are less attractive because of the tougher terms. The VA 
interest rate of 4%% and the FHA rate of 4%% plus %% insurance premiums are well 


below conventional loans. Down payments and length of time the mortgage will 
run are also less attractive. 








Insurance companies are worried over the future. 

Security back of government loans becomes gradually smaller year by year, 
according to Dr. Claude L. Benner, Continental American Insurance Co. He won- 
ders too over a rise in dwelling vacancy rates in the near future. 

Government scoffs at these fears. Albert M. Cole, HHFA head, told the press 
that his agency has no plans to increase down payments or to otherwise tighten 
housing credit. He noted that starts have now eased up to about 1.3 million 


annually from 1.4 million earlier this spring. Natural forces, he said, will 
control matters. 








Congress favors still more liberal housing loans for the housing industry. 

Bottled up in the House is a 1955 housing bill, that if enacted, will keep 
the pot boiling for the building industry the rest of 1955 and through 1956. 

The Senate passed and sent to the House a bill which calls for $4 billion 
more money for the FHA, a higher $3,000 limit in Title I and 135,000 public 
housing units for each of the next four years. 

The big figure for public housing could really delay a satisfactory housing 
bill. Rep. Wolcott has introduced a bill that would bypass public housing this 
year, but would retain most of the provisions of the Senate legislation. 











Anti-segregation may stir up a fight. 

Proposed legislation by Rep. Clayton Powell, Negro from New York City, would 
require builders using FHA or VA financing to sell home buyers regardless of 
creed or color. This could become one of the hottest housing issues to ever 
reach congress. 

Powell says he is going to introduce the bill at every session from here on 
and that eventually he is sure he will get it through. 











Builders blamed for crowded schools in Chicago. 
Time magazine's feature on packed schools in Chicago suburbs probably could 


be written about most large cities where homes have gone up without proper 
control. 





Sound trucks and signs are being used in many Chicago communities to warn 
potential home buyers that local schools are jammed and that state laws prevent 
further borrowing to build additional schools. Builders are irate but legally 
there's very little they can do to stop this practice. 








The solution is probably right on Chicago's southside where progressive 
Nate Manilow has built his Park Forest project as an integrated suburban com- 
munity with its own schools and other civic facilities. Here the builder 


erected and paid for the schools, fire station and other essential municipal 
services. 





Builders must face realistically this growing problem. Big builders gen- 
erally accept the situation, will solve the school impasse. Small and medium- 
sized builders probably will be forced to work closer together... agree to 
provide cash and land for more schools. 








(continued on next page) 
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American Lumberman Exclusive 


Business has been very good for 
most of the country’s lumber deal- 
ers for the first five months of 
1955. A nationwide American 
Lumberman survey just completed 
shows 85% of dealers contacted 
have been enjoying increased sales 
and 56% also report increased 
profits. 

Sales for the period January to 
June, 1955, range from 1.8% to 
55% greater than for the same pe- 
riod last year; profits before taxes 
are 2%-500% higher than a year 
ago. 

The majority of dealers expect 
the upward sales trend to continue 
throughout 1955, but opinion is 
about evenly divided as to whether 
profits will continue to show an 
increase or drop slightly from the 
levels of the first five months. 

A Missouri dealer reporting a 
sales increase of 19.36% and a 
profit increase of 271.64% com- 
ments: 

“Sales and profits should con- 
tinue to exceed 1954 experience. 
Profits will tend to decline, how- 
ever, due to rising lumber costs 
and our inability to compensate at 
retail level.” 

A Michigan dealer adds: 

“Sales should continue at pres- 
ent level (he reports 19% sales in- 
crease and 80% profit increase), 
but profits will shrink under new 
wage scales and higher market 
cost. Competition does not permit 
increasing selling prices.” 


Many Dealers Optimistic 


Many dealers are optimistic 
about their prospects for the bal- 
ance of the year. An Indiana 
dealer, reporting a 24% increase 
in sales and 600% increase in 
profits for the first five months, 
expects his business for the bal- 
ance of the year will show a 10% 
sales increase and a net profit in- 
crease of 100%. He emphasized, 
too, that this is a “very conserva- 
tive” estimate. 

A New England 
sales and profits up 22.8% and 
100% respectively, expects the 
general trend to be “upward” for 
the balance of the year. A far 


dealer with 
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Profits Going Up, soy Dealers 


85% of lumber dealers report increased sales; 


56% report increased profits. 


Outside salesmen, 


expand lines help boost volume and _ profits. 


western dealer currently reporting 
a salea increase of 16.2% and 
profit increase of 75% also expects 
the balance of the year to show 
this “same percentage of increase” 
over 1954. Another dealer showing 
a 55% increase in sales and 380% 
increase in profits for the first five 
months expects his business for 
the balance of 1955 will show “‘con- 
sistently higher sales and profits.” 

On the other hand, a Kentucky 
dealer with increases of 6.8% and 
100%, declares: 

“We believe our fall business 
will be off in volume and also in 
profits.” A southwestern dealer 
with a 29.5% sales increase and 
profit increase of 112% feels that 
“tight mortgage money and high 
lumber prices and scarcity of gyp- 
sum wallboard and cement” will 
cut volume, but “we believe 1955 
as a whole will be better than 
1954,” 


Dealers Explain Why 


Perhaps a partial explanation of 
the profit picture lies in observa- 
tions made by some of the report- 
ing lumber dealers. 

An Illinois dealer reporting a 
25-30% profit increase declared: 

“I do believe we will maintain 
this trend. We are refusing to 
take on business that offers too 
low a margin, and in spite of turn- 
ing down some proffered business, 
we are showing a sales increase.” 
Another dealer added: 

“We believe the trend for both 
sales and profits is up, but this is 
the result of hard selling and close 
scrutiny of costs and expenses.” 

An eastern dealer commented 
that their increase in sales and 
profits (17.8% and 14.2%) is part- 
ly due to the normal growth of a 
new business; however, he added, 
they expect a “steady increase for 
the balance of the year” noting 
that “building trends in this area 
seem better than last year.” 

A midwestern dealer reported, 
“We have had an extremely good 
year so far. We feel our business 
will continue to be just as good 
the remainder of the year as it has 
been in the past five months. Our 


rather astounding increase in vol- 
ume and estimated profits is due to 
our being more and more in the 
real estate business. We are com- 
ing to realize that any successful 
package home program must in- 
clude a parcel of controlled lots.” 

A Pacific northwest dealer re- 
ports a sales decrease of 8% and 
a 2% increase in profits “due to 
more profit lines and reduced ex- 
penses,” and expects his sales and 
profits to be “upward for the bal- 
ance of the year.” 


Outside Salesmen 


A dealer in a north central state 
who has had a 5% increase in sales 
but no increase in profit percent- 
age, explains it this way: 

“This year we have three out- 
side salesmen (none last year). 
One man sells roofing, insulation 
and sidewall jobs; another sells, 
installs and cleans all types of 
heating equipment; the _ third 
works mostly selling new house 
jobs and remodeling jobs. In the 
next three months these men will 
increase the amount of our volume 
and profits substantially. 

“These new men have spent 
much time learning their jobs and 
have worked hard on jobs that will 
materialize soon. The salaries and 
traveling expenses have added 
considerably to our operating ex- 
penses and consequently, the addi- 
tional profit so far has been eaten 
up by additional expenses. But we 
feel we are on the right road. We 
are very optimistic about the fu- 
ture.” 





(more news, page 12) 


August 8, 1955, AMERICAN LUMBERMAN AND 





Armenigaut Kilehong 


ROTO-TRAY DISHWASHER SALE 


tique © 


DISPOSERS VENTILATORS 


OVER 
LAST 
YEAR 


AMERICAN KITCHENS DISHWASHERS 
WITH SENSATIONAL ROTO-TRAY ACTION 
SCORE TREMENDOUS GAINS EVERYWHERE! 


Cash in on the hottest line in the dishwasher 
industry . . . American Kitchens Roto-Tray 
Dishwashers . . . with sales 154% ahead of 
last year! Sales continue to skyrocket and the 
market potential is tremendous. Proof of per- 
formance... American Kitchens Dishwashers 
are rated tops by independent consumers test- 
ing laboratories. Act now to get your share 
of dishwasher sales with full 35% profit mar- 
gin. Write ... wire... or phone your dis- 
tributor today. 


Sell More... Make More With 
Amenican Kilehons. 
“HOTTEST LINE IN THE KITCHEN INDUSTRY” 


AMERICAN KITCHENS DIVISION ( ALO) CONNERSVILLE, INDIANA 


bg OE 


ACCESSORIES RANGES 
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SKIL Grand 


NN... the year’s most 


<a Here is the year’s most exciting opportunity for every 
y tool dealer, large or small! This will mean high traffic 
for you...and rich sales of long-profit power tools. 
Nothing for you to buy or do! Just sit back and watch 

the customers come! 


NT T FOR LIGHTAING ACTION 


LS ee 


Thousands of Dollars in Prizes 


to attract swarms of customers. 


A Battery of Full Pages in Life 


broadcast the news. 


Customers Have to Come to You 


because your store is the place to get official entry blanks. 


Big Cash Bonus Prizes for You! 


Every dealer whose customer wins gets a cash prize, too. 


A Complete Kit of Entry Blanks 


fo set you up as Contest Headquarters. 


-+- and just look at this complete line of 
SKIL Builders Tools... 











Skil Saws, 5 Models Skil Drills, 3 Models Skil Drill Kits, 2 Models Skil Sanders, 2 Models 
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Prize Contest 


dramatic traffic-builder 


Fees RIS CAD a 


OVER TWO HUNDRED GREAT PRIZES 


Over $4500 in cash and as\ © 
much traffic as your store will & 
hold. —— 


A Ford Victoria! $1,000.00 in 
FOR cash! An Amana Freezer! A 
Bendix Washer-Dryer! And, 
100 — $25.00 =handise cer- 
YOUR CUSTOMERS tificates paid for by SKIL ‘. 
good for trade in your store. 


PREG Ie 7 SEP 


~ 
as 


Va Wace (810). Mm FULL pages in LIFE Maga- 


azine—reaching 26,450,000 \ 


Just Look At people with each ad. And a 
* ee battery of ad mats, mailing 
This Advertising! pieces, radio spots and display 
material to bring the public 

into your store. 


OPEN TO We’re sending you a complete \ 
kit of entry blanks, counter 

ALL DEALERS al foes Serco Sieahenle m 
Nothing to Buy! and list of other FREE avail- 


able material. Watch for it in 


No Obligation! the mail! 


Made only by SKIL Corporation 
Formerly SKILSAW, Inc. 
BUILDERS 5033 Elston Avenue, Chicago 30, Illinois 
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TO USE 


KEYSTONE 
INSECT WIRE SCREENING 


STANDARDIZE on Keystone Screening and 
you'll find it really pays off. Keystone gives 
you the sort of screening that wins friends and 
upholds your reputation for selling top values. 
And there’s no mystery about this... every 
inch of Keystone Insect Wire Screening is 
completely uniform and reliable. Finest ma- 
terials and construction assure maximum 
strength and extra service life...it’s a premium 
product without premium price. 


Keystone Insect Wire Screening is available 
in aluminum, bronze and galvanized steel, and 
in all standard and fractional widths. It meets 
U. S. Dept. of Commerce Commercial Stand- 
ard 138-49, Order Keystone from your regular 
supplier for top screening efficiency and the 
good will that spells repeat business, 





KEYSTONE 


WIRE CLOTH COMPANY 






















| June Home Starts 


11% Ahead of 1954 


Housing starts in June reached 
the highest volume for any June, 
except in 1950 and 1951, and it ex- 
ceeded June 1954 by 11%. Private 
starts totaled 126,500 units, repre- 
senting a seasonally adjusted an- 
nual rate of 1,320,000 homes. 

The first half of the year weigh- 
ed in with 679,300 new starts, 
about 19% above the 569,500 
homes begun in the same period 
last year. 

The big question seems to be the 
start potential for the remainder 
of the year. Few dealers and 
builders expect a repetition of con- 
ditions last fall when starts con- 
tinued at an active pace in nor- 
mally slow months. In September, 
for example, the peak for the en- 
tire year of 1954 was reached with 
113,400 homes. 

The May to June seasonal de- 
cline was 2% in most sections of 
the country and a further normal 
decline is expected in the months 
ahead. 


Rush Storage Units 
For Bumper Grain Crops 


Following the July crop report 
estimate that the 1955 crop is 
likely to total nearly three and 
one-half billion bushels, and that 
total crop production may be at 
near-record levels, acting secre- 
tary of agriculture, True D. Morse 
warned that grain storage may be 
very tight again this year. He 
urged farmers to take immediate 
steps to provide the additional 
storage space they will need. 

The production of oats and corn 
is expected to be the second larg- 
est on record. Barley and grain 
sorghums may also be at all-time 
record levels. 

“T cannot urge too strongly that 
farmers—especially in the corn 
belt—start planning now to buy 
or build additional storage,’’ Morse 
said. “Farmers can borrow up to 
80% of the cost of a building from 
the Commodity Credit Corporation 
through local farmer committees. 
They have four years to pay off 
these loans at 4% interest.” 


Building Trades Hike 
Scale in New York Area 


Building costs in the greater 
New York area are expected to 
rise 5-15% over the next two years 
as a result of agreements signed 
last month by New York City 
building construction trade unions 
and their employers. Calling for 
15¢ increase July 1; 10¢ next Jan- 
uary 1; 10¢ next July and 10¢ Jan- 
uary 1, 1957, the agreement is a 
45¢ an hour package increase. The 
agreement runs from July 1, 1955 
to June 30, 1957. 

(continued on page 14) 
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Brand New? 
Only Aluminum 
Combination 
Door with its own 
Self-Storage 


Compartment 


@ 
Soe " 
Extruded 
Aluminum 
3-Track 


Combination 
Window. 


aa 


Greatest 
Value! 


Lowest 
Price! 


Aluminum 
Combination 
Door 





Retails for 


Any standard size, 
Slightly higher in 


some areas. i 
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You bet!...when the “3 of a kind — 
are the WEATHER-PROOF 
combination line. These fine 
products assure you of greater 
sales vqlume than a ‘‘full-house 
of less popular lines. Sold only 
through lumber and hardware 
dealers! Nation-wide warehouse 
network and modern trailer-truck 
fleet for super-speed delivery 
Sales backed by the most powerful 
national advertising (N.B.C.-TV 
‘Life’. ..‘"Good Housekeeping”’, 
et .and the most liberal co-op 
lems) lamiamesi-mlaleltidaam a Ulm ilal cme) 
FREE merchandising aids available 


Deal Yourself In On A New 
Jackpot Of Sales. 
Stock Weather-Proof Products |! 


the weather- proof 00. 








Coals (ive Ae Sls ie 


$4585.50 sus SALES 


i A a 
$1528.50 Pron 


IN SIX MONTHS 
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WITH “COMPLETELY ‘ADJ USTABLE 
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om PRACTICAL »0-1-ro0nse 
Wrought Iron Railing 





In a test, with cal three ads in his 
local newspaper, a showroom display, 
and use of Free Versa Merchandising 
Package, a dealer in an industrial city 
of 170,000 sold over $4500.00 worth of 
Versa Railings in six months last sum- 
mer. His profit exceeded $1500.00. 


Versa Railings sell so readily because 
they offer added home beaucy and slip- 
fall protection at savings of 4% to %. 


They are easy to sell with a minimum 
of personal effort; customer even fig- 
ures his own “bill of materials.” 


Your investment is small, Only three 
basic parts for any type of installation. 


a ‘ 7 


FREE MERCHANDISING PACKAGE 


“CREATES” SALES AND LETS 
CUSTOMER SERVE HUMASELP. 


CMe > VW RAR 


MAIL COUPON 


for details and name of nearest stock- 
carrying jobber. 


- 
alee! ob 


—— Sao ore 
ae = . we ot fae | mathe the 


VERSA Products Company 
Lodi 1, Ohio . 


Rush full details on Versa Railing 
/ and name of nearest jobber to 


) Firm stipeectedigitie: an 


Address 


City 


Attn. 
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Car of the Future at Exposition 





A railroad car of the future de- 


signed specifically to transport 
lumber will be one of the features 
of the materials handling demon- 
strations and clinics at the Na- 
tional Retail Lumber Dealers As- 
sociation exposition at Cleveland, 
Oct. 11-14. 

The car has bulkheads on each 
end to keep lumber packages from 
telescoping off the ends. All lum- 
ber on the car is to be strapped 
into units and wrapped with rein- 
forced waterproof paper or poly- 
ethylene film. Each wrapped unit 
is unloaded from the flat car and 
placed into storage without any 
handling by hand. Because the 
units are protected from the ele- 
ments, they can be stored outside 
indefinitely. Several such cars are 
to be shipped from mills to the ex- 
position, where they will be un- 
loaded at specified times. 

In addition to the flat cars of 
wrapped lumber there will be a 
four day planned program of ma- 
terials handling activities de- 
signed to acquaint dealers with the 
latest procedures in the mechani- 
cal handling of building materials. 
A printed schedule of events will 
make it possible to select as much 
of the program as a dealer cares 
to take in. 

The materials handling portion 
of the exposition program is being 
planned by a committee composed 
of John Moeling, Sterling Lumber 
and Supply Co., Chicago, chair- 
man; R. R. Dooley, United States 
Gypsum Co., Chicago, secretary; 
and William J. Salmon, associate 
editor, Building Supply News, 
Chicago. 





160 Spaces Sold 


Exhibit space for the second an- 
nual building products expositior 
at Cleveland sponsored by NRLDA 
is nearly all sold. 

Fossey 160 spaces have been 
reserved by manufacturers with 
only about 45 remaining to be sold. 
NRLDA believes these will be gone 
in a week or so and that the expo- 
sition will be a complete sell-out. 





August 8, 


Tom Dougherty, president. 
Dougherty Lumber Co., Cleveland, 
is chairman of the general mate- 
rials handling exposition commit- 
tee, which will stage the handling 
show. He will be assisted on the 
committee by Howell Howard, Ed- 
ward Hines Lumber Co., Chicago; 
David Squires, Thompson Lumber 
Co., Champaign, Ill.; L. Gannon, 
Dougherty Lumber Co., Cleveland 
and E. D. Titcomb, Rock Island 
Lumber Co., Cleveland. 


Also L. H. Yeager, Gypsum As- 
sociation; C. M. Grey, Insulation 
Board Institute; E. C. Evans, Acme 
Steel Co. and E. C. Cerny, Jr., 
Johns-Manville. Educational and 
Technical Consultants, Inc., Evan- 
ston, Ill., are acting as coordinat- 
ing office and offering technical as- 
sistance in putting on the program. 


U. S. Survey Dispels 
Overbuilding Fears 


Commerce Secretary Weeks said 
a survey of the housing market 
disclosed a vacancy rate “low 
enough to dispel recent apprehen- 
sions about overbuilding at this 
time.” 

The report said available vacant 
housing for sale and for rent dur- 
ing the second quarter of this year 
amounted to 2.2% of all dwelling 
units in the United States. This 
compares with a rate of 1.6% in 
April, 1950, the last time similar 
figures were compiled. 

“According to the survey,” Mr. 
weeks commented, “the demand 
for housing continues strong and 
is absorbing the near-record num- 
ber of dwelling units being built 
this year. 

“Under these circumstances,” 
the Commerce Secretary declared, 
“the survey seems to indicate that 
a major construction problem is 
not over-building, but rather 
building enough of the right kinds 
of housing in the right places.” 

Both the National Association 
of Home Builders and the National 
Association of Real Estate Boards 
hailed the Commerce Department 
report. 
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All functions « Wrought 
brass bronze or 
minum e«  Aftractively 


LOCKWOOD 


SE 110 


% PASSAGE LATCH 
DOORS 1%” . 1% 


FINISH 


olela tele |-1o i Mam Sel (ol; 
dicates type of set 


LOCKWOOD 


S) = 20 


PRIVACY LOCK 


LOCKWOOD 


FINEST OF ALL STANDARD DUTY LOCKSETS- 
LOCKWOOD'S NEW'S’ SERIES 


yuperbd quality 
rew ne es botn 


Many exclusive feature 


dit Mela 41-1melllilel-ladaleh a 
been looking for « Stock 
them and watch them 
move ! 

+ Unconditionally 
Guaranteed. 
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in Price, Quality and Profits 
— for both Dealer and Builder! 


These Differences All Make : 
CcLOUD’S . 
es | 


TEMPERED OAK FLOORING 


A Better Deal for You, Mr. Dealer! | 


Watch your Building and Flooring Contractor 














accounts grow when you stock Lockwood! After 
your customers have worked with Cloud's 
Lockwood Oak Flooring, they'll come 
back for more for the next job. It's 
really tempered, kiln-dried and pre- 
cision-milled, Lockwood's features 
and design assure savings of up to 
35% in laying and finishing costs. 
And there's a grade for every , bai 
@ Lockwood's delivery is direct 
need, each produced in accord- 
ance with NOFMA standards. 


to the dealer, cheaper to the dealer, within 


trucking area, via Cloud's own fleet of giant vans, 


CLOUD 


OAK FLOORING 


COMPANY 
Springfield \ Missouri 


uw te) ¥ OA K Pew Ue a tag eee S's eo Se: 6 
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Try New Plastics in Test School . . . Capitol 


Sizzles in Heat Wave . . . Farm Income Declines 


Federal reserve reports indicate 
that during the past eight years the 
production of plastics has increased 
by 133%. Plastics of course are 
showing up more and more in build- 
ing construction; and an experi- 
mental project that’s being run by 
the College of Architecture and De- 
sign, University of Michigan, may 
add to these uses. This college has 
erected a full-scale model school 
building, testing out various ideas 
of low-cost school construction. One 
of these ideas is plastic water pipe, 
made of high impact material. (See 
article page 94.) 


x* *K * 


Plastic water pipes have been tried 
before; but not always with com- 
plete success. One of the earlier diffi- 
culties, believe it or not, turned on 
the fact that exposed overhead base- 
ment plastic pipes tempted house- 
wives to use them as hanging rods, 
resulting now and then in breaking 
them down with overloads. 


x« *«* 


Plywood and millwork, during the 
same eight years, have increased in 
production by more than 100%. The 
millwork gain is easily explained 
by the big housing programs; and 
this also explains some of the ex- 
pansion of plywood production, al- 
though some of the latter gain has 
resulted from replacing other ma- 
terials. 
+ + © 


Concrete and plaster production has 
more than doubled in eight years. 
The cement industry expects a big 
market increase in the immediate 
future by reason of the big highway 
program, the building of schools 
and hospitals and the like. 


+ + * 


The greatest production gain, in 
percentages, since 1947 has been in 
aircraft; which has been multiplied 
by more than four times. That’s an 
industry, however, in which you 
can’t start up in a bicycle repair 
shop, as Henry Ford is supposed to 
have done when he began making 
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automobiles. It takes some $30 
million, so we're told, to develop 
a new type of plane. Airlines want 
to increase their air freight traffic; 
but for the purpose they need a 
plane that can land and take off eco- 
nomically every 60 miles or so. No 
one up to now has really worked that 
one out. 


Air conditioning is on the up and 
up; and certainly there’s a big mar- 
ket for it, right now, in Washing- 
ton. The capitol city has had one 
of the worst early-summer hot 
waves within the memory of the 
oldest archivist; so hot the pave- 
ment is blowing up, the prize pullets 
are said to be laying hard-boiled 
eggs, and some people claim that 
false teeth are sounding off like 
peanut-wagon whistles. 


ee 


Just to make it good, the city is in 
the grip of a transit strike; with 
some 400,000 transit riders left 
more or less afoot. That doesn’t 
bother all Washingtonians, for ex- 
ample associate justice William O. 
Douglas of the Supreme Court. He’s 
likely on any Saturday afternoon, 
just for the fun of it, to take a 20- 
mile stroll along the towpath of the 
C & O canal. 
* + * 


And Senator Green, of Rhode 
Island, who will be 88 this fall, 
nearly always walks the several 
miles from his home to the capitol. 
But your less robust cliff dweller or 
government employe can think of 
funnier things than walking down 
town when the temperature’s in the 
upper 90's, or jogging home in the 
evening to a house that’s a fair imi- 
tation of the oven of a bakery. 


+ + 


A new housing law, recently put 
into effect, pretty largely stops the 
business of renting rooms in gov- 
ernment-insured housing projects 
to vacationers or other transients. 
Such rooms can’t be rented now for 
periods of less than 80 days, unless 





this was done with the FHA’s writ- 
ten consent before May 28, 1954; 
and in addition it must be located in 
a place designated by the FHA as a 
resort area. 

+ + * 
Big cities, such as New York and 
Washington, get flocks of vacation- 
ers; but they also entertain tran- 
sients who come on public or private 
business; hence such cities are not 
resort area, The American Hotel 
Association claims that the tran- 
sient business in government-in- 
sured housing projects has seriously 
injured the hotel and motel busi- 
ness. 

+ + * 
The Federal Reserve’s 1955 survey 
of consumer finances show that the 
supposed business readjustment 
during 1954 made but little if any 
change in consumers’ financial po- 
sition. Average income before taxes 
declined a little; but taxes also de- 
clined, so the amount of spendable 
income was unchanged. 

x« *« * 
The level and distribution of income 
also remained about the same in 
1954 a8 in 1953. In both years nearly 
one-third of the spending units— 
which may be families or individ- 
uals—reported incomes of $5,000 or 
more. Farm operators were the only 
group to report more decreases than 
increases, 

* + * 


The increase in the amount of indi- 
vidual incomes has been relatively 
less for the top tenth of income re- 
ceivers than for other groups. The 
great disparity is in farm incomes 
as compared with other businesses. 
Kin Hubbard may have had farmers 
in mind when he wrote, years ago, 
“It’s no disgrace t’ be poor, but it 
might as well be.” 
* * * 

The church-building boom contin- 
ues. Last year, according to govern- 
ment reports, $588 million in new 
church construction was begun; and 
the estimate for 1955 is $675 mil- 
lion. 
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‘They actually come for miles, past other stores, 
to rent our machines. The Sanders are 
bringing customers to us we'd not get any 


other way." 
WRITES DG fblihun— 


Manager, Gehlhausen Bros. Paint Store, Evansville, Indiana 


$5716.00 PROFIT IN ONE YEAR FROM CLARKE FLOOR 


MACHINE RENTAL DEPARTMENT 





Here's what Mr. Gehlhausen writes: 


"We'd like to tell you how pleased we are with the program 
of sander rentals you helped us to establish. Our rental 
department now includes four new EC-8 Clarke Sanders and 
four edgers, two polishers, and a half dozen duo-spinners 
and smoothies.* 


"Last year (with three sets of sanding equipment) we 
realized $2716.75 in rental business exclusive of sandpaper 
supplies and floor finishing materials. We do not keep 
records on floor finishing materials sold directly because 
of our sanders, but we estimate, with discretion, that our 
sales would be in excess of our rentals or about $3000.00." 


"We rent our Duos and Smoothies for §2.00 per day or $1.00 
for overnight or one-half day. When they have been rented 
enough times to pay for them, we sell them at half price. 

In this way we always have almost new machines for rental 
and profit om the sale of machines, sandpaper, and finishing 
materials and also provide another good service for our 
customers." 





"But we're also pleased to be in the rental business for 
another reason besides the amount of business we realized 
from the rental of our sanding equipment and the sale of 
abrasives and floor finishing materials. And that is the 
extra service we provide to the people in our community. 
They actually come for miles, past other stores to rent our 
machines and to buy materials we offer for sale. The sanders 
are bringing customers to us we'd not get any other way.* 





Florenz W. Gehihausen with some of his 


Clarke Floor Care Rental Machines 
ptrcewretn wr te eateries | 
GET SMART—RENT CLARKE | 
Your copy FREE! Write today for colorful 16-page | 
booklet about Renta Clarke's Profit Pian. | 
| \! 
i 











NAME P-11 Floor Maintainer C-5 Edger DU-8 Sander 





STORE 


SANDING MACHINE CO. 
846 East Clay Avenve ® Muskegon, Michigan 
PIONEERS IN THE DO-IT-YOURSELF RENTAL FIELD 
city STATE | Authorized Sales Representatives and Service Branches in All Principal Cities 





STREET 








' in Canada: Clarke Sanding Machine Co. of Canada, Ltd. 
ee ee eee Se Pape 21 Advance Road, Toronto 18, Ont. 
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Now available to you 


NEW, free Merchandiser 


» to display your USS CREOSOTE literature 














> to remind your customers that you are 
Headquarters for Pressure-Creosoted Wood 


This attractive displayer, just made available by 
United States Steel, is an eye-catching merchandiser 
that will remind your customers that you sell pres- 
sure-creosoted wood. It also holds a supply of give- 
away folders, designed to tell farmers and ranchers 
how, where and why to use pressure-creosoted wood. 


Free folders available with displayer 


e FENCE PLANNING SAVES. 


explains in detail how a farmer or rancher should plan his 
entire fence layout to get the best advantage from every 
field and pasture. It also covers the story on pressure- 
creosoting with USS Creosote. 


e FENCES THAT PAY.. 


gives clear, concise steps on how to erect a good, long- 
wearing fence. The number of posts, the depth of post 
holes, the kind of wire and the size of gates are only a few 
of the points illustrated. 

The merchandiser and folders are distributed by 
treaters who supply farm lumber pressure-creosoted with 
USS Creosote. Send in the coupon and it will be for- 
warded to your nearest treater using USS Creosote. 


Agricultural Extension Section 
United States Steel Corporation 
Room 4787, 525 William Penn Place 
Pittsburgh 30, Pa. 


Please have the nearest treater using USS Creosote send me a 
free merchandiser, and a supply of give-away folders. 


Nome . 000 9b000oeseensieanets 


Address oko be oe cb «04 Paes COGSET 1 bos pret Chkaeeereetins 


icp ee PS 
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Where small orders add up to big business 


You'll find them by the dozens right in your own area—opportunities for window 
sales in new stores, garages, laundries, small plants and other small buildings. And 
with the building boom still in high gear, there will continue to be many such 
prospects. Small though such orders may be, this is highly profitable business, for 
you'll invariably enjoy a fuller markup. 

With Fenestra*, you have two industrial-type windows that are made to order for 
such small commercial and plant buildings. Handsome in appearance, and with the 
strength that only steel can give, both windows are available in two different finishes 
—the “standard” Bonderized and prime-painted finish and the “de luxe” Hot-Dip 
Galvanized and Bonderized finish that never needs painting. 

For complete information call your Fenestra representative, who is listed in the 
Yellow Pages of principal city phone books. Or write direct to Detroit Steel Products 
Co., Department AL-8, 2246 East Grand Boulevard, Detroit 11, Michigan. *o 


For Ventilation — 
the Fenestra Commercial Projected Window —> 


This is the ideal window for a store, laundry, or other 
building where good ventilation and screening are im- 
portant. The two vents may be opened even when it’s 
raining. For the top vent becomes a protective canopy 
while the bottom vent tilts inward to shed rain out. And 
Fenestra screens slip on easily and quickly from the inside. 






































~<@— For Protection—the Fenestra Security Window 
This handsome window, with the strong, built-in steel 
grille, discourages prowlers from trying to break into 
warehouses, stock rooms, rears of stores, garages— 
wherever protection is needed. It, too, offers good venti- 
lation .. . screens that go on in seconds from the inside. 


Fenestra OQ 


GALVANIZED -BONDERIZED STEEL THE STRONGEST MATERIA 





INDUSTRIAL WINDOWS 


ARCHITECTURAL, RESIDENTIAL AND INDUSTRIAL WINDOWS © METAL BUILDING PANELS 
ELECTRIFLOOR* . ROOF DECK ° HOLLOW METAL SWING AND SLIDE DOORS 
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ow that the family “recreation center” is a must in today’s new 
home, Crossett pine paneling supplies this attractive wall treatment 
of wonderfully inviting informality, wholly in tune with the mood 
of what goes on there. 
Produced from Satin-like Arkansas Soft Pine to Crossett’s exacting 
standards and finished in popular “honey” color and dull wax that 
reveal the wood’s beautiful figure, every installation of Crossett 
paneling you supply becomes a strongly persuasive advertisement 
for your sales and service. 


CROSSETT LUMBER COMPANY 


A Division of The Crossett Company, Crossett, Arkansas 














through research 


Crossett supplies this eye-and-sales- 
appeal paneling in a choice of 
popular patterns, together with 
standard 8000 List trim and mould- 
ings. Can load with sheathing, 
dimension, WOLMANIZED* 
treated lumber and Royal Oak 


Flooring. U.S. Pet. On 
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“EVERYTHING HINGES ON HAGER/:’ 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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To Supply Your Customers with 
a Perfect Oak Floors 


‘PERFECTION’ Brand Oak Flooring 


True to its name, ‘PERFECTION’ Brand is the product of 
specialists. This pioneer company manufactures oak flooring 






25/32" 
Quorter-Sawed 

Tongued and Grooved 
End-Matched Oak Flooring 





ve 
} RE Tengued and complementary items exclusively. From the front office 


and Grooved End- 


Matched Oak Flooring through the entire organization, personnel is keyed and 


pointed to a single objective ...to turn out oak flooring that 
is unmistakably superior. 


Through selection of oak lumber, advanced drying and season- 
ing to proper moisture conteni, accurate grading to fine 





quality standards, specialized research, craftsmanship and 


Pls Sewed Vongued experience, every step is directed toward achieving true 


ond Grooved End- perfection. 
Matched Oak Flooring 


Produced under the grading requirements of the National 
Oak Flooring Manufacturers Association, the supreme beauty 
and compelling sales appeal of ‘PERFECTION’ Brand are 
available to you in standard oak flooring and “Velvet 





Edge” oak flooring strips. 


5/16” 


Plain-Sawed ‘‘Velvet- ; Y L 
Edge"’ Oak Flooring & —— , . 
Strips, $2S with \ ) | Oe ~~ Inquiry Invited. 
Square or ‘Velvet’ Edges WV fs PERFEETION’ * 

fais ah 





Back of every ‘PERFECTION’ Brand shipment stands the responsibility of this old 
established company and its large modern flooring factory, now in its 40th year. 


40% ARKANSAS 
etay/ OAK FLOORING COMPANY 


—— PINE BLUFF, ARKANSAS 
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Headline news for homemakers 
.-.and profit news for dealers! 


There’s a revolution in homemaking today —and 
sales-minded dealers are reaping the profit. For 
homemakers are speaking up, loudly and clearly, 
for the features they really want in their homes. 
And Curtis kitchens fill the bill—as thousands of 
inquiries prove. 

Curtis interviewed women all over the country 
—consulted women home economists and stylists 


—to find out what women want most in kitchens. 
The result is a complete line of wood kitchen 
cabinet units in natural birch—containing the 53 
features that help you reach a woman’s heart and 
her husband’s pocketbook. 

For the whole exciting story, note Curtis adver- 
tising in the national magazines —and get in touch 
with Curtis now. 


i866 
CURTIS WOODWORK Curis 


Heart of the Home 


WOODWORK 


Curtis Companies Service Bureayv 
Clinton, lowa 
A Department of Curtis Companies Incorporated 
Clinton, lowa © Wausau, Wisconsin ¢ Chicago, Illinois © Sioux City, lowa @ Lincoln, Nebr. 
Tepeke, Kan. ¢ Minneapolis, Minn. ¢ New London, Wis. 
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new Getty display carton 


Here’s a brand-new counter display carton that can 
help you sell more casement operators to “‘do-it- 
yourself” customers. Each carton contains 6 (3 left- 
hand, 3 right-hand) Getty No. 4706-H Replacement 
Operators for metal casement windows. Carton is 
attractively printed in 2 colors. Top folds back present- 
ing a selling message to the customer. 


Just a few minutes is all anyone needs to install these 
Getty metal casement operators. The new Getty Display 
Carton reminds your “do-it-yourself” customers to 
replace worn-out operators themselves—helps you make 
profitable extra sales. Each operator comes packaged 
with complete, easy-to-follow installation instructions. 





more casement operators 


Remember, more Getty Operators are used on casement 
windows today than all other makes combined. The 
Getty No. 4706-H Replacement Operator fits 95% of 
all metal casements made. It’s easy working, long 
wearing, available in a choice of bronze or aluminum 
lacquer finishes—the perfect low-cost operator for light 
metal casement windows. Ask your hardware whole- 
saler about this profitable new Getty No. 4706-H 
Display Package, or write us direct now. 





H. S. & Co., Inc. 





3348 NORTH 10th STREET - PHILADELPHIA 40, PA. - Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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Recommend Marlite 
...for beautiful rooms like this! 


Make the most of 
Marlite —the 
profitable paneling 
for every interior 
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Now available in Planks, Blocks, and large Panels — Marlite is designed 
for every residential interior from recreation rooms to attic rooms. 
Upstairs, downstairs — in bedrooms, living rooms, dinettes, 

kitchens, baths — Marlite is the melamine plastic-finished paneling truly 
“at home” in every room. New “Companion Colors” styled by Raymond 
Loewy Associates, distinctive wood and marble patterns 

(all in semi-lustre finish) plus beautiful deluxe Hi-Gloss colors give 

you new sales opportunities in both residential and commercial building 


and remodeling. 


MARSH WALL PRODUCTS, INC., Dept. 841, Dover, Ohio 





Merlite Plank and block Patent Applied for 


oo ® 
axl ite plastic-finished wall and ceiling paneling 


made with Genuine Masonite® Tempered Duolux® 
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order your hardware 
“ALL FROM Jf SOURCE” 


''Select-a-Pak’’ HARDWARE 


BUILDERS HARDWARE 


‘Bele ¢-1 38.) 


¢ % 
Alo | BASING: 


FURNITURE TRIM 


{" ’ Beas 


CABINET LOCKS 


SHELF HARDWARE 


SCREWS AND BOLTS 
Write us if your wholesaler 
cannot take care of 


, NATIONAL TUTCH LATCH 
your requirements 


Ask for complete catalog 


Originator of “Select-a-Pak”...Leader in Merchandising 


\ NATIONAL LOCK COMPANY 


_ Rockford, Illinois © Merchant Sales Division 


“ 


CABINET 
HAROWARE 
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Dealers and siding applicators everywhere are learning 
that Ruberoid’s Color-Grained Siding is the big 1955 
sales and profit line . . . because Ruberoid’s Color- 
Grained Siding has every important product feature. 
Check them yourself: 





© DUROC® SURFACING —Color-Grained Siding 


has it! Duroc®, the finest in resin finishes, seals the 
surface .. . “locks” the color in. Dirt washes off quickly 


1) COLOR RANGE—Color-Grained Siding has it! - easily. yoo keeps color-grained siding “new” 
The nine new, 1955, decorator designed colors (plus et Sent 
textured White) cre the brightest, most dramatic on 


the market. 


wt ~ \ 


\\ \\ 








© SILICONE TREATMENT—Color-Grained Siding 


has it! Science’s newest water repellent chemical. A 
color-grained siding extra. 


@ COLOR DEPTH—Color-Grained Siding has it! 


Irregularly striated color lines create an exciting three 
dimensional effect . . . color-grained siding sells faster 


There’s no doubt about it. Color-Grained Asbestos Siding 
because of its rich, custom-designed appearance. 


is a sales leader because Ruberoid puts more value and 
sales appeal into it. 


Call your Ruberoid representative today and see these 
advantages demonstrated . . . prove to yourself why 
Ruberoid’s Color-Grained Siding is the fastest selling, 
biggest profit siding in the industry today. 


VAY \\\Al} ' \\ 
VY \\\\\ AA AY) 





© DIMENSIONAL STABILITY—Color-Grained Sid- 
ing has it! The autoclave high-pressure steam curing The RUBEROID co 
process eliminates shrinkage . . . color-grained siding 


is applied tight and stays tight. ASPHALT AND ASBESTOS BUILDING MATERIALS 
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Greater Strength, Uniform Thickness and Color 


help you sell more 


FILON 


THE FIRST FIBERGLAS AND NYLON 


REINFORCED PLASTIC PANELS EVER PRODUCED 


STRONGER, MORE UNIFORM By 
adding nylon strands FILON is by far 
superior in strength and uniformity to 
any comparable material. 


UNIQUE PRODUCTION METHOD 
FILON is produced by a fully automatic 
electronically controlled process, in the 
world’s largest and most modern plant 
in its field. 


CONTINUOUS LENGTHS FILON 
is produced in all standard sizes as well as 
any length panels, limited only by con- 
venience of handling. 


LOWER PRICES Every FILON dealer 
is in a position to meet all competition, 
attract volume sales at greater profits. 


Unlimited Uses 
for the 
Do-It-Yourself, 
Residential 
and Industrial 
Markets 


For patios, 
porches, lanais 


BUILDING PropucTs MERCHANDISER 


MORE COLORS FILON offers 20 
beautiful colors to meet all require- 
ments. Leading architects acclaim 
FILON’S colors the best in the field. 


MORE SALES Aggressive national 
and local advertising plus effective 
“point-of-sale” materials create more 
sales for each dealer in his own area. 


Write or Wire Today 


for name of distributor near you with 
complete stock and prompt service. 


FILON PLASTICS CORP, 


The world's largest plant in its field 
2051 E. Maple Ave., El Segundo, California 
270 Park Ave., New York 17, New York 
228 North La Salle Street, Chicago 1, Illinois 


© 


For awnings, 


For carports, 
canopies, partitions 


fences, greenhouses 


For industrial 
skylights & sidelights 
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plain or waterproofed 





*““CERTAINLY...we always Keep 
a good supply on hand’’ 





Your trade knows the good results obtained with Trinity white 
cement. The raw materials are carefully selected—then 
manufactured with painstaking care. More than 200 tests for 
quality are made during each working day. 

Trinity white cement gives a brilliant white. When pigments are 
added it gives purer colors and tints. It is a true portland cement 
that meets all Federal and ASTM specifications. It is continuously 
advertised to all architects, builders and contractors. 

Keep an adequate stock on hand! 









TUM 





Meets all Federal and A.$.T.M., specifications 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago - Dallas - Chattanooga - Tampa ~- Los Angeles 
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v= won’t have any trouble mov- 
ing popular USS StormSeal. The 
name is well established. For many 
years, U. S. Steel has kept farmers 
and roofers reminded of the advan- 
tages of this high quality roofing 
sheet through national and state ad- 
vertising in leading farm papers, 
read by some six million subscribers. 
Radio commercials have done their 
share in spreading the sales story, 
too. And thousands of satisfied 
StormSeal users have increased our 
advertising tremendously by word 
of mouth. 

Back up this vigorous advertising 
by having a good supply of USS 
StormSeal on hand. Your customers 
will find it the best product for re- 
roofing or new construction. And 
StormSeal will give their livestock, 


U N iI 
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grain, and machinery year ’round 
protection against fire and bad 
weather. StormSeal is available in 
both the standard galvanized coat- 
ing, and the extra-long life Seal of 
Quality coating. 

Don’t forget to point-out to your 
customers these five unique features, 
available only in USS StormSeal: 


Pressure Lip. Slight depression in lower end of 
sheet for pressure contact between overlap- 
ping sheets at end laps. Eliminates seepage of 
wind-driven rain and snow. 

Triple Cross Crimp. Three dams to stop rain 
from being blown under end laps, or drawn in 
by capillary action. 

Twin Drain. Double safety drains—double in- 
surance. They trap any moisture that might 
get into lap areas and drain it off. 

Flat Top Seams. Make nailing easy. 

Tension Curve. Slight arch to each sheet makes 
it fit snugly to roof decking. 


In addition to StormSeal, U.S. Steel 
makes top quality 14%,” and 214” 
corrugated and 5-V Crimp Sheets 
for roofing and siding, available in 
both standard galvanized and Seal 
of Quality coatings, ram 
USS Formed Roofing and Siding prod- 
ucts are made from steel sheets, coated 
with a certified, uniform, protective 
| zine coating, produced in accordance 


| with American Society for Hg Ma: 
_ terials i ‘i 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh, Pennsylvania 


See “THE UNITED STATES STEEL HOUR’ —Televised alter- 
nate weeks—Consult your newspaper for time and station. 


USS 


7 TAT ve 


STOP SEA 


7: 2 a: 
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“‘You can sure feel 
the difference!“ 


says Henny Mozzone of Mainline 
Hardware, Bala-Cynwyd, Pa. 


Mr. Mozzone ran several cuts on four 
well-known, but unidentified, brands of 
single-strength window glass. Each was 
marked A, B, C or D. He picked brand 
D every time. “You can sure feel the 
difference—this brand is by far the 
easiest to cut!” 

Brand D was L’O-F. This is no iso- 
lated case. 28 out of the 30 dealers who 
took this “Blindfold Test” picked 
L:O'F! 

L‘O-F Window Glass is easier to cut 
into big pieces or little pieces. It’s 
easier to cut into angled or curved 
pieces. You can even cut off narrow 
strips with a light, easy stroke. 

L-O-F cuts easier because it is an- 
nealed more slowly, more patiently. 
That makes it less brittle and more 
“even” in structure—so it’s a safer buy 
tor your customers, too, 





Sean Cae 


TRY THE “‘BLINDFOLD TEST’’ YOURSELF! yellow pages of phone books in many principal 


Cut L-O-F first, last, or in between the other cities throughout the country. And send for your 


brands. Run any kind of a cut you want. You'll free booklet—For Greater Profits in Window 
see why you have fewer bad cuts, less waste Glass.” 


and more profit with L-O-F. 
Call your nearest L-O-F Distributor. These Write Libbey-Owens-Ford Glass Company, 
local businessmen are listed under “Glass” inthe 608 Madison Ave., Toledo 3, Ohio. 
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Specify ... 


Western White Spruce is the 
number one all-round lumber for 
ALL stages of construction. For 


homes built to last it's the ideal 
material, because it’s strong, yet 
light in weight, it's free from 
resin and therefore easy to saw, 
it's easy to nail with no split 


ends, and besides all this, it ‘ : : . 
‘ , rite too with packers and shippers 
takes paint beautifully. It's the favorite P PP 


For joists, flooring, studding, ratit- for all types of industrial crating. Supplies 
ers, sheathing or siding—specify available for quick delivery to all parts of 
Western White Spruce. the United States. 


% [jerscile 
WRITE FOR s eniitl 
FREE BOOKLET | ress 


oe 
> 
“i 


~ seave! PLEASE SEND ME YOUR 
- ~ FREE BOOKLET ON 
WESTERN WHITE SPRUCE 


NAME 





ADDRESS 
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SELL THE COMPLETE CERTAIN-TEED BESTWALL’ “PACKAGE” 
FOR DRY WALL CONSTRUCTION 


extra 


Here’s a complete “‘package”’ for 
dry wall construction that can help 
you get extra business. Certain-teed 
can supply everything your custom- 
ers need from Bestwall Gypsum 
Wallboard—now reinforced with 
Fiberglas*for easier handling, better 
nailing, and greater flexibility—to 
the new Bestwall Paints. 


With Certain-teed’s Bestwall Joint 
System, you can offer a choice of 


Completely New Packaging 


Completely new line of boxes and bags 
—redesigned for better display and 
easier sales. 


Cortain-teed 





two different wallboard joint treat- 
ments to meet the needs of both 
professional applicators and “‘do-it- 
yourself”” homeowners. 


The 1l-material treatment uses 
Bestwall Joint System Cement for 
both embedding the Bestwall Tape 
and topping over it in finishing 
joints. The cement is also used for 
“spotting” nail heads. 


The 2-material treatment provides 
Bestwall Bedding Compound, for 
embedding tape and covering nail 
heads, and Bestwall Topping Com- 
pound to cover over bedded tape and 
to finish joints and nail heads. 


For customers who are redecorating 
or have damaged walls, recommend 
Bestwall Spackling Compound and 
Patching Plaster for repair work. 
And sell the new Certain-teed 
Bestwall Paints for finishing off with 
the prettiest colors this side of a 
rainbow. 


It’s a complete, profit-making 
“package” you can cash in on for 
extra business. Write for the details, 
direct to Certain-teed now. 


*TM OCF Corp. 





*EG, Usd, PAT. OFF 


Quality made Certain . . . Satisfaction Guaranteed 
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CERTAIN-TEED PRODUCTS 


ARDMORE, PENNSYLVANIA 

EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y. 

ASPHALT ROOFING + SHINGLES 

GYPSUM PLASTER + LATH © WALIBOARD * SHEATHING © ROOF DECKS © FIBERGLAS BUILDING INSULATION 
ROOF INSULATION © SIDING CUSHION + PAINT PRODUCTS 


NEW BESTWALL 
PAINT PRODUCTS 











Bestwall Softone Alkyd Fiat Enamel 
and Toners combine the restful, “glare- 
free’ qualities of a flat paint with the 
durability of high-gloss enamels. 


Bestwall Semi-Gloss Enamel and 
Bestwali Interior Gloss Enamel are the 
perfect finishes for all interior walls and 
woodwork where a rich, satinlike luster or 
high gloss is desired. 


Bestwall Bestone Washable Latex Paint 
produces a tight, smooth surface that won’t 
give dirt a foothold. 


PLUS: Bestwall Primer Sealer « Bestwall 
Casein Interior Wall Paint ¢ Bestwall 
Powdered Primer « Bestwall Masonry Paint 
Bestwall Powdered Colored Texture Paint 
Bestwall Powdered Texture 


CORPORATION 


August 8, 1955, AMERICAN LUMBERMAN AND 










BUILDING 





ee ACTS AT A GLANCE” inventory control builds 

| pers! sales .. .extra profits, reports the Savan- 
nah Planning Mill Co. Kardex Visible control gives 
you the facts you need when you need them. There’s 
no more asking a customer to wait while you check 
stock on an item... search invoices for prices... 
scramble purchase orders for vender delivery. A 
mere glance at the Kardex Visible margin tells you 
current stock status on any item. Kardex Visible 
control puts complete information at your finger 
tips, assuring prompt service, more orders and 
extra profits. 


I L LOTT LLL Rtand 
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“Facts at a glance— 


or FAST SELLING... 
EXTRA PROFITS 


ane, 


Send for your free copy of “Extra Profits 
Through Inventory Control In The Building Mate- 
rials Business” to help you get effective inventory 
control, or call the Remington Rand office near you. 
Ask for CR875. 


Remington Rand, Room 1834 
315 Fourth Avenue, New York 10. 


Please see that I receive a free 
copy of “Extra Profits Through 
Inventory Control In The 
Building Materials Business,” 
CR875. 





NAME TITLE 





eee a ee 


FIRM 





ADDRESS. 





CITY nuitnistitimnin ZONE__.__STATE 
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WITH NEW 
“FAMOUS DESIGNER” 


wee’ Now you can sell more high-profit fl 





STEP 1: 
WELDWOOD 
NATIONAL 
ADVERTISING 
TO BUILD DEMAND! 








Merrett - cory pet opt 

ide by & high panels farten 

' wall with ve al met 
* then eaunghately 

verlappiog of the panels No worry 

about joiats ao nail holew to fll 





You theese from world’s finest 
woods, lo Pleakweld paneling 





plete range of light to 
i) walnut at 974, (2) 
#74, () birch at O00, 
1) Philippine mahogany at 860, 

} oak of $69, (0) Hondure me 
hogany at 069, and (7) knotey pine 





| 000. Prices are approntmate for 


louses Garden | 


Sevlraurtoaes Vivirng, U5. A, © Seoul Prvmuner with plane ven 


« wall curlece 12 « # 


Spring planting cide for now wardemers © New Kile hem 





GOOD NEWS 
FOR DO-IT-YOURSELF Fenty 
DECORATORS! 


Real wood walls in just one weekend ine 


recreation room i basement of attic is gay and 


by spacious storage wall he designed (you can make 
wformal; cary te-carefor Plankwebl walle wipe clean ene ton, see coupon for plans). Beautiful natural birch 


with adamp cloth Pameous designer George Nehon stands Plank weld chown here covers a 12's 8 wall for enty $60. 





seo WESTERY LIVING 





# YOU CAN Hammen A HAR you can put up beaatiful 
Plank well paneling anywhere in your home! Almost 
nothing you can do for a room will give you such 
lasting beauty eo quickly, so ensily and at such 
reasonable cost 

i JU5T A Pew HOUES you can de a professional job 


tuxuay on « supett Weldwood Plankwell for a ee 
typical 12° x 8 wall costs as little as 860 7 


Fasuous UrEnMEe GUARANTEE! I’lankweld— and all 
Weldwood Pancling—is waconditionally guaran 
teed for the life of your home 

sano covron rooay for full-color booklet on 







... house : home 


UNITED STATES PLYWOOD CORPORATION 
fon 61, Méw York 46, Mow York 


(4 the te nem mere oben . 

beets Pentweid ond 

other Waldwood bors \ 

ooo 108 tor . 

vow toll apier boobies 


W ced) tor Beavit Homes 
tnctered 6 754 tor ptm tor Googe Heian 


ft wall paneling that weed te take days of ehilled 
work and cost hundreds of dollars. Because Mank 
weld comes completely prefinished by experienced 


Wekdwood paneling. and for plans on the furniture 
shown To wee Plankweld and other fine Weldwood 
products, stop in soon at your neighborhood lam 
















wooderattemen, there's no staning of waxing for ber dealer's or nearest United States’ Plywond erage 
you to do— once the panels are up, your job's over! show room — 87 offices in principal cities 
Name 
Predent of 
UMETEO $1 /.1ES PLYWOOO COBPOR ANON — 
Wertd — Pirwwed Sone 
ary stare 


bh AMERICAN 
Next month this full-color Plankweld ad featuring famous designer George 
Nelson will appear in the list of consumer, architect-designer, and builder 
magazines shown at the right. It capitalizes on the big trend toward decora- 
tor-styled rooms, shows how easy it is to put up Plankweld, how many woods 


are available, tells readers to see you—their neighborhood lumber dealer! 
















ardwood plywood than ever before! 


New 3-step Fall program helps you make more We/ldwood sales, 
and more profit on each sales dollar 


STEP 2: LOCAL ADVERTISING AIDS AND PUBLICITY TO DELIVER PROSPECTS TO YOUR YARD! 












Plankweld ad mats reinforce na- Publicity stories and pictures of famous Plankweld color booklets are per- 


tional advertising, tell customers exactly designer George Nelson and the ‘family fect for customer bill stuffers, counter top 
where they can get this wonderful wood room” shown tell all about Plankweld, giveaways, They show 5 Plankweld 
paneling. ..at your yard. Send coupon mention you prominently as the man to rooms, give step-by-step installation in- 
for your mats today! see for wood paneling! structions, Send coupon today! 










STEP 3: POINT-OF-SALE AIDS 10 CLOSE SALES! 









Full-color poster of ad shown at the Plankweld display shows how Plank- Plankweld demonstrations build 


left ties in with national advertising, is weld clip holds panel firmly to wall. Cus- customer traffic, show Plankweld advan- 
a Plankweld “silent salesman” in your tomers see how overlapping of Plank- tages to consumers, interior decorators, 
showroom. Poster is part of the Weld- weld panels hides clips and nails and designers, architects and builders. Profit 
wood Profit Package—see coupon! ends joint problems. Package tells how. 





SEND NOW 
for your Weldwood Profit Package 





ce 


United States Plywood Corporation 


DEALER PROFIT Weldwood Bidg., 55 W. 44th St., New York 36, N. Y. 
PACKAGE 


® RUSH DETAILS telling me how | can get my Weldwood Profit 
Package. | now handle Plankweid AL-8-8-5 
Weldwood do not handle Piankweld | | 


Weldwood oe 
COMPANY 


ADDRESS 











The best known name in plywood 


city STATE 
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Dealer in Covington, Kentucky, 


GETS BIG MOTEL ORDER 
WITH NEW WONSOVER 


“Thanks for steering us onto ‘Dutch Boy’ 
WONSOVER,” goes a motel owner’s letter 
to Mr. Frank Hagedorn, Hagedorn Paint 
& Glass Co., Covington, Kentucky.“"This 
paint really goes on nice and covers so 
well that we are definitely going to use it 
on the balance of the rooms. We have 
used about 50 gallons of ‘Dutch Boy’ so 
far... . we will use about 250.” 








38 


Now 


Dutch Boy Dealers 





have two paints “up front” 


...new WONSOVER 


“They give paint-buyers everything they want 


Today, with the two latest additions to the 
“Dutch Boy” interior line ~ new WONSOVER 
and new COLOR GALLERY interior paints — 
“Dutch Boy” dealers have got just the ticket 
for 1955 paint buyers. 


These new paints are modern, “easy-does- 
it” Nalkyd interior finishes — made from spe- 
cial Nalcolyn resins, exclusively “Dutch Boy.” 
As such, they’re winners on every count that 
counts heavily with your customers. 


(For more data on advertised products fill in coupon on page 120) 











The last word 
in ready-mixed paints 


That’s brand-new “Dutch Boy” Nalkyd 
WONSOVER, the wall paint that’s easy to use, 
easy to clean, easy to sell! It’s fast-drying, 
high-hiding, odorless. It’s popularly priced. 
On top of all this, new WONSOVER comes in a 
wide range of most-wanted colors. Harmon- 
ized colors that guarantee your customers 
freedom from color clashes. 
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ne 


and COLOR GALLERY 





Dealer in Covington, Tennessee, 


Credits COLOR GALLERY 
with 129 per cent increase 4 





After writing about a first six months total sales figure 
that went up 129 per cent from one year to another, 
Mr. Veitle E. Peeler of Peeler Hardware, Covington, 
Tennessee, adds: “Credit for this record belongs entirely 
to the ‘Dutch Boy’ Color Gallery.” 





in modern interior finishes,” DEALERS SAY 


The last word 
in simplified color planning 

That’s the “Dutch Boy” Color Gallery. It 
puts the right colors right at your customers’ 
fingertips. More, it helps work out their com- 
plete color schemes. Most important of all, 
it sells color, stirnulates paint sales, steps up 
profits. 

To “Dutch Boy” dealers: if you’re not yet 
carrying both WONSOVER and COLOR GALLERY, 
sign up next time your “Dutch Boy” salesman 


calls. We want 1955 to be a big profit year for 
you. The biggest ever! 

To dealers everywhere: if you’d like to 
put in the fast-selling, nationally advertised 
“Dutch Boy” line, find out if there is a “Dutch 
Boy” franchise available in your area. Phone 
or write our nearest office. 


NATIONAL LEAD COMPANY: New York 6; Atlanta; 
Buffalo 3; Chicago 80; Cincinnati 3; Cleveland 13; 
Dallas 2; Philadelphia 25; Pittsburgh 12; St. Louis 
1; San Francisco 10; Boston 6 (National Lead Co. 
of Mass.). 
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stands for QUALITY in door hardware! 

























"Silver Streak” Vanishing Door Hardware 
fer residential sliding doors 





There’s no com- 
promise with ‘ 
quality at R-W 
...that’s why 
“Silver Streak’”’ is 
consistently the 
finest in residen- 
tial sliding door 
hardware. Noise- 
less, smooth and 
effortless in oper- 
ation, ‘“‘Silver- 
Streak’’ features 
precision-made 
ball bearing hangers with bakelite wheels 
and extra-hard extruded aluminum track. 
Specifically designed for installation in 
standard 2 x 4 studded walls. 











999” Garage Door Hardware 
















R-W "‘Lock-Joint” Track and Trolley 


For farm and industrial buildings, 
warehouses, garages... for any 
door weighing up to 1% tons.. 
R-W ‘“‘Lock-Joint’’ Tracks and | 
Trolleys deliver years of service and 
dependability. Quality manufac- 
tured, from the tiniest part to the 
biggest, R-W ‘“Lock-Joint” is an 
outstanding representative of the 
R-W line. 

“Lock-Joint”’ Track mounts with 
self-locking brackets that join track 
lengths together as one smooth 
piece. R-W Hangers are available 
with roller, ball or Oilite self-lubri- 
cating bearings. 





























Convenient to stock...easy to sell... 
R-W ‘999’ is completely packaged hard- 
ware for overhead garage doors. Designed 
and engineered for single doors weighing 
up to 200 Ibs. and double doors up to 375 
lbs. Because of the meticulous attention 
to quality in every manufacturing detail, 
"999" offers perfectly balanced operation, 
dependable action and maximum service. 
Easy to install . . . ideal for the do-it-your- 
self customer. 





When you recommend R-W, you 
recommend the finest, with 75 years 
of dependability to back you up. 


Catalogs available on request 


ichards-Wilcox Mfg. ©. sea 


AURORA, NLLINOIS 


Branches in Principal Cities 


SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & 
226 W. THIRD STREET, AURORA, ILLINOIS © = EQuipMeNT © INDUSTRIAL CONVEYORS & CRANES © SCHOOL WARDROBES & PARTITIONS 
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Are you ready to sell more windows 
| to this jury of experts? 


Represented above are the architect — builder—and Mr. and Mrs. Home 
Owner. Today, they have a positive, foolproof way of identifying quality 
in double-hung wood window units. 

It is the A.W.W.I. Seal of Approval. 

What does this seal mean to you? It means that the fabricator certi- 
fies that the unit has complied with the specifications of U. S. Commer- 
cial Standard 190-53. Such windows are easier to sell because they are 
properly dried—preservative treated—effectively weatherstripped and 





‘ a The use of this seal is not limited to mem 
properly balanced for ease of operation. bers of Ponderosa Pine Woodwork, Any 


In your interest, Ponderosa Pine Woodwork is conducting a wide- manufacturer or fabricator whose unit 


meets specifications can offer the quality 


spread promotional campaign on the A.W.W.I. Seal of Approval. Get in ' 
seal under a licensing agreement. 


at the start—tie in now. For full information, write Ponderosa Pine 
Woodwork, 105 West Monroe Street, Chicago 3, Illinois. 


\ 
| Podeme | (4 
ES Findaumn, We WOODWORK 
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The saturday Eve ning 


Withee Family 
Build-it Bazaar 


boosts sales 14% 





All 27 Hines lumberyards tie in with Post 
in a new kind of building supply promotion 


Hines Lumber Co. runs a promotion (June 10-30, 1955) 
® It’s doubly important when it’s the first of its kind — and 
sponsored by The Saturday Evening Post. Forty-two Post- 
advertised products were featured in the first big “build-it- 
yourself” event aimed at families. A new and highly profitable 
pattern was proved for similar retail lumber-dealer promotions 
across the country aimed at the rapidly growing family market. 


1 It’s always news when a business the size of the Edward 


42 (For more data on advertised products {ill in coupon on page 120) August 8, 1955, AMERICAN LUMBERMAN AND 




















~* "MES Dousias rie 


“ a . onan ; ae a f ae » . m eae : 
SEG Ee 











Every one of the forty-two Post-advertised products sold by 
Hines was featured in ads or on Hines T'V show, “Walt’s Work- 


wine —~ ” 7 , . ° ° 
ie Man " rooms Sev Pe ) ® shop,” over one of Chicago’s biggest stations. And all Hines 
ie rr | ieee = salespeople were briefed on the promotion at a Post dinner. 
le.) Mail ly’ 


ee  ) 

















Hines took full-page ads 
2 in newspapers to announce 
Bthe ‘‘Family Build-It 
Bazaar.” The Post supplied hard- 
hitting, colorful banners, product- 
imprinted pennants, work aprons, 
other point-of-sale pieces. At right 
is typical outdoor display. 


Nig 


“tg 


AGaeiDenece 


ete iol <—tT eee 
When the doors opened on June 10, families in a home workbench or picnic set. They stayed to buy! 

4 the Chicago area were drawn to the 27 Hines yards. Hines business went up for the full 21 days —and 
® They saw attractively dressed salesrooms like the one _ remained up. Sales increased 14%. No wonder Hines 


above. They were invited to enter a free drawing for __ is sold on the power of the Post—and on Post families! 


lhe Saturday Kkvening 


| Pt § M4 i -gets to the heart of America 
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How to 


make your 


name known 





Some advertisers use skywriting planes to 
impress the public with their name. But, un- 
less you’re in a big, densely populated area, 
skywriting costs a lot for its short exposure. 
There’s a longer-lasting way to put your name 
before the public—inexpensively. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lurnber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
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tomer and prospect list—live names, not just 
occupants or boxholders. 

There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 

And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 

We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000S. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 

( ) Send us Too ee information, with no obliga- 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 


Street___ 


ee __Zone a eeu 


EEE Le RE 
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Makes [nsulation Attractive ! Sell on Sight ! 


REYNOLDS ALUMINUM REYNOLDS /ifefime ALUMINUM 
REFLECTIVE INSULATION GUTTERS 


Attractive to the eye, this embossed foil on heavy They really look beautiful —in plain or embossed 
kraft paper. Attractive to the touch—clean, pliable, finish, Half-Round or Ogee. And you can see how 
easy to staple. Type B, both sides foil; Type C, one easy they are to put up—slip joints, no soldering. 
side. 250 sq. ft. rolls, 25”, 33” and 36” wide. Use Reynolds display and watch them sell! 


PROFIT BY ALL THESE 
PROFIT-MAKERS 


Simply Perfect! 


REYNOLDS ALUMINUM 
Self-Lifting 


GARAGE DOOR 


The Best Roofing and Siding 
with the Best Farm Plans! 
REYNOLDS /ifefime ALUMINUM 
48” wide Corrugated and 5-V Crimp 


Wider, labor-saving 
sheets to use with mod- 
ern, money-saving plans. 


ing plans, from range 
shelters to big pole 
barns. All described in 
one business-building 
catalog...write for yours! 


7. 


Simplicity is the mark of this perfected door. 
Customers can install it themselves. Needs 
only 6” clearance at top. Rugged construc- 
tion. Complete in compact package. 


1 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| We 
| “MAAN ~ 20 different Farm Build- 
| 
l 
| 
| 
| 
| 
| 
| 
| 
| 





Sell Flashing and Nails from these 
MERCHANDISER DISPLAYS... all the stock you need! 
Reynolds Lifetime Aluminum Nails in every type you need — sep- 
arately boxed, with fully descriptive labels. Reynolds Lifetime Alu- 
minum Flashing in 50-ft. rolls as shown—or in cartons of flat sheet, 











Check off these items with your Reynolds Aluminum Reynolds “Do-It-Yourself” show, Sundays, NBC-TV. 
salesman...they’re all profit-makers. And sell Reynolds Metals Company, 2002 South Ninth 
Reynolds Do-it-Yourself* Aluminum, too. See Street, Louisville 1, Kentucky. 


*Reg. U. S. Pat. Off. 


REYNOLDS 38 ALUMINUM 


BUILDING PRODUCTS 
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“...80 profitable to handle” 


The Lupton Residential Casements shown 


here are as smart and modern as the ranch 
homes in which they are used. On either 
side of the fixed glass panels are stand- 
ard Lupton Casements . . . with all mun- 
tins removed modern styling with 


traditional casements. 


For single homes or for operation houses 
.. » for modern or traditional architecture 

builders can select exactly the 
windows they need from the complete 
Lupton line, That's why Lupton Windows 
are so profitable to handle. There is a 
standard Lupton Window available, or 


one can easily be adapted, for practically 


LUPTON 


REG. U.S. PAT. OFF. 


any building. No need to lose orders 
because of window size or style. 

Variety is only one reason why Lupton 
Windows are profitable to handle. Sales 
are stimulated by consistent advertising. 
Delivery is prompt from well-stocked 
warchouses. There's the integrity of a win- 
dow manufacturer with over 40 years expe- 
rience behind every Lupton Window sold. 


Why not contact your nearest distributor 
and get the full Lupton story . . . or 
write direct, your inquiry will be handled 
promptly. 


MICHAEL FLYNN MANUFACTURING COMPANY 
700 East Godfrey Avenue, Philadelphia 24, Pa, 


Members of the Steel Window Institute and Aluminum 
‘indow Manufacturers Association 


See Facing Page for 
List of Distributors 


METAL WINDOWS 


(For more data on advertised products {ill in coupon on page 120) 


ates 


Penn Square Village, Mont- 
gomery County, Pa. Builders: 
Erien Development Company, 
Philadelphia, Pa. Architects 
Nolen & Swinburne, Phila 
delphia, Pa. Windows: Lupton 
Residential Steel Casements. 
Cortlandt V. D. Hubbard, 
Photographer. 

















Lupton Casement 
Steel or Aluminum 


‘sey 








Lupton Aluminum 
Double-Hung Wi) ‘ow 
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NEW SALES HELPS 
FOR 
LUPTON DEALERS 


Ask your distributor for 
these NEW Lupton sales 
helps: 


NEW POSTERS 
Big . colorful . . . 
eyecatching. 28 inches 
by 38 inches. Printed 
in 11 colors and lac- 
quered 


NEW ENVELOPE 
STUFFERS 
One features Lupton 
Aluminum Double 
Hung Windows 
One features Lupton 
Casement Windows 


Make your sales easier 
with these colorful mer- 
chandising aids . . . they'll 
help make customers out 
of prospects, 


Partial List of LUPTON Distributors 


ALABAMA 
BIRMINGHAM 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1007 37th Place Morth 

ARIZONA 

PHOENIX: Malico Distributors 
P. O. Box 3916, 315 South lith Ave. 
ARKANSAS 
LITTLE ROCK: American Metal Window Co. 
1118 3rd St. 
CALIFORNIA 
NATIONAL CITY: Nalco Distributors 

708 E. 8th St. 

PASADENA: Lee and Daniel, Inc 
1457 E. Walnut St. 
STOCKTON: Michael Flynn Mfg. Co. 
Warehouse—1441 W. Fremont St. 
CONNECTICUT 
W. HARTFORD: General Building Products Co. 
12 Brixton St. 
DELAWARE 
WILMINGTON: Hance Hardware Co. 
34 Stone Hill Rd.—Augustine Cutoff 


DISTRICT OF COLUMBIA 
WASHINGTON 11: Cushwa Brick & Bidg. Sup. Co. 
137 Ingraham St. N.E. 

FLORIDA 
GAINESVILLE: Stringfellow Supply Co. 

P. O. Box 152, 536 S. W. Second Ave. 
JACKSONVILLE: George C. Griffin Co. 

P. O. Box 5151, 1038 Kings Ave. 

ST. PETERSBURG: Metal Building Products, Inc. 
P. O. Box 1559, 2700 22nd St. North 
GEORGIA 
ATLANTA 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 
ILLINOIS 
CHICAGO: W. L. Van Dame Company 
159 E. Chicago Ave. 

ROCKFORD: Architectural Iron, Inc. 

904 22nd St. 

INDIANA 
FORT WAYNE: Moss Popineerine Co. 

312 Standard Bid 
INDIANAPOLIS: Barrison . Clark, Inc 
3562 Madison Ave. 
KANSAS 
KANSAS CITY 10: Lusco Brick & Stone Co. 
1136 Southwest Bivd. 
WICHITA 1: Lusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 
KENTUCKY 
COVINGTON: Tete Builders Supply Co., Inc, 
P. O. Box 27—Rouse Sta., 19th & Russell Sts. 
ERLANGER: Tate Builders Supply Co., Inc. 
47 Dixie Highway 
LOUISVILLE: John W. Bishop 
319 W. Jefferson St. 
LOUISIANA 
ALEXANDRIA: F. A. Flynn, Building Specialties 
P. O. Box 372, 140 Wheelock Ave 
NEW ORLEANS 19: Favrot and Pierson 
3511 Toulouse St. 
SHREVEPORT: American Metal Window Company 
P. O. Box 819, 112 Caddo St. 
MAINE 
PORTLAND: Metal Building Specialties Co. 
Avon Place 
MARYLAND 
BALTIMORE 3: Maryland Stee! Products Co. 
P. O. Box 1997, Bush & Ridgely Sts. 


MASSACHUSETTS 
ARLINGTON 74: Boston Screen & Sash Co. 
91 Mystic St. 

SPRINGFIELD: General Building Products Co. 
232 Albany St. 

WORCESTER: General Building Products Co. 
120 Grove St. 

MICHIGAN 
DETROIT: The Clyde Bickel! Co. 

1214 Michigan Bidg. 

GRAND RAPIDS 7: Steele Bros. & Todd 
1050 Cottage Grove, S.E. 
MINNESOTA 
MINNEAPOLIS: James C. Nystrom 
1087 Northwestern Bank Bidg. 
MISSISSIPPI 
W. JACKSON: C. A. Moorer 
P. O. Box 2312, Dixie Dr., Van Winkle Sub Division 
MISSOURI 
KANSAS CITY: Lusco Brick & Stone Co. 

P. O. Box 83 
NEBRASKA 
OMAHA: Paxton and Vierling Steel Co. 
5th St. & Ave. H., P. O. Box 1085 


Sales Offices and Sales Representatives 
MICHAEL FLYNN MANUFACTURING COMPANY 


NEW JERSEY 
NEWARK: Fireproof Products Co., Inc. 
183 Frelinghuysen Ave. 


NEW YORK 
ELMIRA: LeValley Mcleod, Inc 
15 E. Church St. 
FARMINGDALE, L. |.: Karpen Stee! Products Co 
Allen Bivd. 
NEW YORK 54: Fireproof Products Co., Inc. 
138 Bruckner Bivd. 


NORTH CAROLINA 
CHARLOTTE: R. J. Lock Steel Products Corp. 
P. O. Box 1763, 1200 W. Moorehead St. 


OHIO 
AKRON: Fred J. Crisp, Inc. 
710 N. Main St 
CINCINNATI: Massco, Inc. 

2703 Markbreit Ave. 
COLUMBUS: Howard S. Sterner Co. 
12 S. 3rd St. 

TOLEDO 12: Mayfair Lumber & Supply Co. 
5240 Lewis Ave. cor. Mayfair 
YOUNGSTOWN: Abhav Bldg. Spec. Co. 
P. O. Box 2543, 68 Wood View Ave. 


OKLAHOMA 
OKLAHOMA CITY: Allied Hardware and Supply Co, 
S. May St 
TULSA: Allied Hardware & Supply Co. 
7500 Sand Springs Rd. 


OREGON 
PORTLAND 10: Mercer Steel Co., Inc. 
2555 N. W. Nicolai St. 


PENNSYLVANIA 
ALLENTOWN: United Materials Co. 
314 Gordon St. 
BELLEFONTE: M. L. Claster & Sons, Inc. 
P. O. Box 539, 197 S$. Water St. 
DU BOIS: H. Shakespeare & Sons 
Du Bois St. 
HARRISBURG: C. H. Hershock, Inc. 
1513 N. Cameron St. 
LANCASTER, Charles E. Johnson 
P.O. Box 293, 312 N. Lime St. 
NEW CASTLE: Fleming Stee! Co. 
PEN ARGYL: Orrin E. Palmer 
402 Harding Ave 
PITTSBURGH: Tom Brown, Inc. 
th St. & AV.RR 
POTTSTOWN: W. W. Manship 
309 High St 
READING: os Building Block Corp. 
2210 N. Sth g, 
SCRANTON 2: Anthracite Bridge Co. 
300 Genet St. 
TURBOTVILLE: Turbotville Block Co., Inc. 
WILKES-BARRE; William H. Pierce 
402 Bennett Bidg. 

YORK: Atlas Manufacturing Co. 
Grantley Rd. & Pa. RR. 

YORK: Glen Gery Shale Brick Corp. 
401 Yale St. 


RHODE ISLAND 
PROVIDENCE: General Building Products Co. 
P. O. Box 415, 185 Charles St. 


SOUTH CAROLINA 
COLUMBIA: Kline Iron & Metal Co. 
P. O. Box 1013, 1225 Huger St. 


TENNESSEE 
KNOXVILLE: Dealers Warehouse Corp. 
1372 North 6th Ave. 
NASHVILLE: McMurray Structural Steel Co. 
1504 Demonbrevun St. 


TEXAS 
DALLAS: Americon Metal Window Co. 
P. O. Box 10173, 1205 Levee St 
EL PASO: Electrical & Mechanical Supply Co. 
P. O. Box 3247, Sta. A, 708-716 N. Piedras St. 
HOUSTON: Jim Lunsford Company 
P. O. Box 19064, 1525 N. Post Oak Rd. 


UTAH 
SALT LAKE CITY: Buehner Block Co. 
2800 South West Temple 


VIRGINIA 
BRISTOL: Central Warehouse Corp. 
P. O. Box 85, 512 Scott St 
RICHMOND 21: Virginia Stee! Co., Inc. 
Mailing—Stewart Station Post Office 
Office 3122 W. Cary St 


WEST VIRGINIA 
CHARLESTON 28: Fireproof Products Co. 
. ©. Box 2311, Suite 422—Professional Bidg. 
MARTINSBURG: Richard R. Feller Co. 
P. O. Box 543, 900 Baltimore St. 


MAIN OFFICE AND PLANT STOCKTON (Warehouse) NEW YORK 
700 East Godfrey Avenue 1441 Fremont Street 51 East 42nd Street 
Philadelphia 24, Pa. Stockton, Cal. New York 17, N.Y 


KANSAS CITY CINCINNATI 


(Herb W. George) De Sales Building 
1620 Madison Rood 
Cincinnati 6, Ohio 


9209 Cherry St. 
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LOS ANGELES 
672 S. Lafayette Park Place 


los Angeles 57, Cal. Kansas City 5, Mo. 
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EDITORIAL: Opportunity Unlimited— Improvement Sales 
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Few dealers have any concept of the size of their 
home improvement market. 

For example, in an average dealer’s trading area 
—normally the equivalent of a county—the average 
house presents an annual opportunity for at least 
three end-use packages of materials the dealer has 
to gell. 

Based on composite figures from the industries 
concerned and other research sources, the potential 
sales opportunities in a typical county would enable 
the average dealer to say to himself “In my market, 
as many as: 

One building in every two needs insulation 

One house in every three needs some painting 

Every third house needs some built-ins such as 

cabinets, storage walls, additional closet space 

One house in every four needs a remodeled kitchen 

or bath 

Every fourth house needs improvements for out- 

door living 

One house in every five needs a carport, garage or 

garage repair 

One house in every six is too small for the growing 

family occupying it 

One house in every seven needs new floor coverings 

One house in every eight needs an attic or base- 

ment improvement 

Every eighth house needs waterproofing, cement or 

concrete work 

One house in every nine needs new gutters and 

downspouts 

One house in every ten needs a new or remodeled 

porch, patio or breezeway 

Every tenth house needs weatherstripping, storms 

or screens 

One house in every eleven needs a new roof or 

roof repair 

One house in every twelve needs improved side- 

walls 

Every twelfth house needs fences, and gates or 

awnings.” 
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Opportunity Unlimited 


And these are but sixteen of the 125 end-use pack- 
ages selling for $100 or more that dealers have to 
offer homeowners. 

Building services are as universal a need for home 
owners as bread or milk. 

It is estimated that the home improvement busi- 
ness has an average annual dollar and cents poten- 
tial of $420 per house and the industry at present 
is getting but $84 per home per year (1952 fig- 
ures). 

The opportunity here for a properly trained and 
compensated salesman is greater than that offered 
by any retail industry. 


Applicators Hamstrung 


And because an applicator cannot spread his over- 
head over as many packages and lines as a dealer, 
the dealer has a tremendous advantage on such com- 
petitors in exploiting the profit potentialities in this 
market. 

The need is for more and better trained home im- 
provement salesmen working for the lumber dealers 
of our country. 

Recent figures show that lumber dealers’ sales in- 
creased in the five years from 1948 to 1953 by 50.4% 
while net profits dropped 41.1%. Aggressive selling 
to the home improvement market is the way to count- 
eract this trend. 

Regardless of his present new home volume, the 
dealer with foresight will organize now a sales force 
to control the opportunity for sales of these end-use 
packages in his trading area. 
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DO YOU OWN ONE? 
— — ® 


Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the profit-mak- 
ing benefits of a DE WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF DeWaAL tT features and operating ad- 
vantages: 


e One low-cost machine that does ALL the work of 
a swing. saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


e Savings of up to 60% or more in capital equipment 
investment alone. AMF De Watt does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 


e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall — instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De WALT’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-1 10” Saw with FULL 1'2 H.P. Motor ... complete for only $395 DELIVERED 
(custom-built 1% H.P. motor, 10” saw blade, 4 detachable steel legs included) 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 
* Top-side Cutting for Safest Cutting 
* 90% Savings in Layout and Marking Time - 
* Reduces Waste —Salvages More Lumber ) i) I \\AT b ' 
¢ One-minute Change-over, No Shut-down Worries LJ = 
* Reduced Fatigue, Greatest Operating Ease and Safety | POWER TOOLS 
* Years-ahead Design— Does Not Outmode Itself 4 


* Modern Straight-line Materials Handling 
¢ Unusual and Special Jobs Handled Easily 





------ —_ -—-——_——-— 
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AMF DE WALT, DEPT. AL-55-8, LANCASTER, PA. 


SEND FOR FREE NEW IDEA BOOK ON | Please send me your new idea book for industry. 

INDUSTRY! 16 pages packed with | 

illustrations. Shows you dozens of woys { NAME 
j 





to cut costs on cutting jobs, 
time-motion study. 





city 
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This article is a sequel to the big 
self-service section, which appeared 
in the March 7th issue of American 
Lumberman, For more information 
on packaging and pricing, displays 
and 
that 


and efficient fixtures, be 
study the 


Laaue 


sure 


section in 


I1-page 
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BUILDERS 


store, one of Whiting-Mead’s retail outlets. 


What Self-Service Has Done for Us 


Read how San Diego dealer price marks and displays items 
for self-service shoppers. 


California store manager says self-service has: 
Increased our volume with less sales help. 


1. 


2. Allowed salesmen to concentrate on big-ticket items. 


3. 


E. P. ERVIN 


4 
BUTLDFRS® 
MARKET 


* 
BUTLDERS 
MARKET 


Decreased our inventory problems. 


By E. P. ERVIN 
Manager, Whiting-Mead Builders’ Market, San Diego, California 


PRE-PRINTED TAGS is one method of price-marking used by Whiting-Mead. 
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We went into 
two main reasons: 

1. To cut sales expense 

2. To step up sales 

Floor sales expense was averag- 
ing over 10% of sales. On large 
ticket items and house jobs, it was 
averaging 5% or less. We also 
knew we were losing sales because 
merchandise was not displayed in 
a way that made it easy and con- 
venient for customers to buy. 

We started self-service merchan 
dising in March, 1954, in one 
branch store and in July of the 
same year in our main store. Since 
then, we have encouraged custo- 
mers in our other branch stores to 
serve themselves, but found they 
were hesitant to do so in a store, 
which had made no _ physical 
changes in its layout. It became 
obvious that changes in the store 
layout were necessary to encour- 
age customers to serve themselves. 

We find, however, that a build 
ing supply store set up properly 
for self-service, lends itself as 
readily as a grocery store or a drug 


for 


self-service 
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SELF-SERVICE ISLANDS at Whiting-Mead’s are identical 
cane ee ee CHECKOUT COUNTER AREA is one of the hottest sale 


areas in the store. Store officials are looking for a better 
utilization of this area 


store for merchandising. Conse A C 
quently, we do not believe we will ING PLUM BING 
be successful in establishing self- HARDWERE ELECTRIC PAINT “FLOOR COVER 

service in our other branch stores 

until we have made definite phys- 

ical changes. 





Self-Service Advantages 


The advantages of self-service 
are numerous. In our main store, 
so far, we have increased our vol- 
ume by only a small amount, but 
we are doing this volume with less 
sales help. In the one branch store 
already set up for self-service, we 
have increased our volume consid 
erably with the same number of 
employes. 

Here are some of the reasons for 
these developments: sales person- 
nel on the floor can devote most of 
their time to selling items that do 
not readily sell themselves; mainly 
large ticket items such as power 


SELF-SERVICE RACKS in the yard display price-marked 
common fir, redwood, finish lumber and moldings 









tools, steel kitchen cabinets, water 
heaters, bathroom fixtures, floor 
coverings and lawn sprinkler sys- 
tems. 

Salesmen have time to help cus- 
tomers, who ‘need advice or help 
in selecting items, such as the 
right type of hardware, custom 
paint colors, correct size vents and 
also give how-to-do-it advice to 
customers on repairs and new in- 
stallations. After helping these 
customers, in most cases it is not 
necessary for salesmen to complete 
the details of the transaction un- 
less they are items to be delivered. 

After the advice is given and 
the selection made, self-service 
can again take over and the cus- 
tomer goes to the checkout cashier 
with the merchandise, paying for 
the article or getting a charge 
ticket written for his purchases at 
that point. 

(Note: there is no set rule for 
writing the credit sales ticket, but 
when the salesman sees that the 
cashier is busy with cash transac- 
tions, he writes the charge ticket 
himself to eliminate delay at the 
check-out counter. The customer 
then shows the charge ticket for 
his items as he passes the cashier.) 





SELF-SERVICE DISPLAY at Edward Hines’ new yard in Evergreen 
Park, Ill. Dividers separate packaged items. Sign asks customers to 
take purchases to quick-service cashier. 


Manufacturers Please Note 


Dealers Want More Pre-Packaged Items 





As Mr. Ervin points out in his article, “the main 
problem is to get more items packaged so that the 
customer can serve himself. We believe manufac- 
turers have a long way to go in helping self-service 
stores in this respect.” 

A coast-to-coast survey of retail builaing mate- 
rials dealers, who are emphasizing self-service, 
confirms Mr. Ervin’s opinion. 

Naming a big hardware supplier, one dealer 
wrote: 

“They thought they were really doing something 
when they came out with a measley 57 items out 
of the hundreds which they and every comparable 
manufacturer has available. They have made no 


Good for Busy Periods 

We do not believe that a retail 
building materials store will ever 
get much more than 50% of its 
products on a self-service basis. 
However, self-service works best 
when you are busiest and when you 
need it most. We have in our self- 
service department nearly every 
item we carry in hardware, elec- 
trical, paint, floor covering, plumb- 
ing and appliances. 





Courtesy Griffin Mfg. Co 
A. Py ong Maguelt pron A oy - SELF-SELL cards of + 
payee iB @ SORS-GOEVICS GCOpart- hardware make their a > SMART - LOOKING 
ment are not and will not be self- own _ point-of-purchase pre - packaged hard- 


service items. For example, we 
have complete bathrooms, sinks, 
laundry trays and steel kitchen 
cabinets in our self-service depart- 
ment. The same salesman who is 
available for help on self-service 


displays. The transpar- 
ent package, priced and 


identified, is slotted for 5% os 
easy hanging. ice. They can be dis- 


iiaiitaiiia played three ways: 
Mavdwere hung up, binned or 


ware items like this 
sash lift and sash 
lock speed self-serv- 


Courtesy) 
Cabinet 





items is also on hand when the cus- 
tomer shows an interest in these 
big-ticket items. He also has a 
chance to suggest and possibly sel! 
a new item to a customer, who asks 
for advice in repairing an old item. 

For this reason, we have never 
had to change our self-service de- 
partment for the sole reason that 
an item did not lend itself readily 
to self-service selling. 

We have found no disadvantages 
in self-service. We have found 
many problems, some of which we 
have not completely licked. The 
main problems for us are (1) to 
get smaller items packaged eco- 
nomically so that the customer can 
serve himself and (2) to mark all 
items quickly in a legible manner, 
so that the customer and the cash- 
ier can see the correct price at a 
glance. 

We are trying to buy more mer- 
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Cort cartoned. 


ere swesge 


chandise from our suppliers in a 
packaged form. However, we be- 
lieve the manufacturers have a 
long way to go in helping self- 
service stores in this way. Nails 
are a good example. We find that 
we can sack them ourselves for 
about 244,¢ a pound. Pre-packaged 
nails are now available, but they 
cost over 6¢ per pound more than 
those purchased in kegs. We don’t 
believe we can pass along this ad- 
ditional cost to the customer, even 
though the package may be a little 
more presentable. 


Price-Marking Described 
We price-mark items in three 
ways: 





1. With a quick-mark adjustable 
stamp 

2. With pre-printed gum labels 

3. With pre-printed tags 

The stamping method is the 
quickest and most economical, 
however, many items cannot be 
marked in this way. Many small 
items are almost impossible to 
mark. We believe that improve- 
ments in pre-packaging by our sup- 
pliers will eventually help solve 
our price-marking problems. 

Shopping carts are available to 
our customers and are used to 
some extent. We know that when 
they are used, our customers buy 
more. This is partly an educational 
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improvement on this card since; it is woefully in- 
adequate inasmuch as it is not a consumer selling 
package, which would be attractive to the do-it- 
yourself customer by illustrating different appli- 
cations of the item, how it should be applied, etc. 
They did not even think the problem through far 
enough to provide a place to put the selling price, 
which is the most important thing to the guy at 
the end of the line—the customer. 

“Many manufacturers are still packaging their 
merchandise one dozen in a display carton, but 
you can’t find one store in 10 that has the necessary 
counter space to hold all these display cartons, so 
it is a waste of money. Merchandise should be 
prepared to hang on perforated hardboard or put 
in glass bins and each item should have a selling 
message of its own.” 


What items do dealers want pre-packaged? Here 
are some comments from some of their letters: 
“all counter hardware;” “many more hardware, 
plumbing, tool and electrical items;” “sized 
screws, bolts, hinges, screen items, mason sup- 
plies ;” “we would like to sell all small items pre- 
packaged;” “machine screws, lag bolts, carriage 
bolts;” “all shelf hardware, nails and bolts;” “we 
would like to sell all small items pre-packaged ;” 
“all shelf hardware.” 


Granted that manufacturers have a long way to 
go to satisfy the comments mentioned above, sev- 
eral suppliers are working in the right direction. 
For example, one manufacturer is supplying pre- 
packaged hardware which can be hung up, binned 
or used in a cartoned display. The underside of 
the package contains a printed description of the 
product, application instructions. There is also an 
area for marking the retail selling price. 


Nails, nuts and screws are the most popular item 
sold pre-packaged by dealers, according to Ameri- 
can Lumberman’s survey. More than half of these 
dealers were packaging nails themselves. Cabinet 
hardware, tools and kitchen hardware rated in that 
order as packaged items sold by the most dealers. 
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NEW CLEAR-VIEW 
package of wall hard- 
ware states size and 
complete instruc- 
tions. Dealers want 
such packages de- 
signed for hanging 


. . Courtesy Rocket De- 
or glass binning. 


vices Corporation 


Courtesy Utica Drop 
Forge & Tool Corp. 


PACKAGED tools 
come with wrap- 
around sleeve, which 
allows interchange- 
able sales messages. 
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sare * 


Cu LOOP HOOKS 
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Courtesy B. B. Butler 


Mfg. Co., Ine 


ANOTHER PRACTI- 
CAL package is this 
“bubble card” of loop 
hooks, which may be 
hung. It illustrates 
use of hooks and has 
space for price-mark- 
ing. 


problem with our own sales people. 
We have instructed them to offer 
the carts when a customer has 
more than one item in his hands. 
We have considered using canvas 
bags and believe they would be 
practical. 

Our check-out counter is located 
at the end and center of our self- 
service section. We have made no 
major changes in our self-service 
setup and plan none at this time. 
We are constantly trying to im- 
prove our display counters to make 
them more attractive and easier 
for customers to select merchan- 
dise. We do not believe we have 
used the space near the check-out 
counter to maximum efficiency; 


BuILDING PropucTs MERCHANDISER 


more impulse items should be in 
this area. 

For us, self-service has decreas- 
ed inventory problems. This is 
partly because we have devoted a 
larger area to the sales floor. Fur- 
thermore, we have practically all 


merchandise in plain sight with no 
reserve stock hidden under the 
counter. Self-service has not in- 
creased the amount of our inven- 
tory. It does take about 10% more 
time to take our inventory, how- 
ever, as we have so many more 
items displayed and since we use 
the tag-cord system every item 
must be tagged separately except 
in a few cases. 

Self-service has not increased 
pilferage and we do not believe 
that it should in any store where 
there is a definite check-out coun- 
ter by which the customer must 
pass. 

Advertises Self-Service 

We advertise the self-service 
advantages of our store. We also 
emphasize the fact that all mer- 
chandise is displayed and “every- 
thing for the home” can be pur- 
chased. We also point out that 
sales help is available in the self- 
service department when needed. 
We have recently advertised that 
the customer can serve himself 
from vertical racks containing 
price-marked common fir and red- 
wood and also finished lumber and 
moldings. We have made some 
headway in this field, especially 
during Saturday morning rush pe- 
riods. 

We have had many favorable 
comments on our self-service sys- 
tem from customers, who know 
what they want and can save con- 
siderable time by selecting it and 
taking the merchandise directly to 
the cashier for a quick check-out. 

According to our estimates, only 
10-15% of our total volume is self- 
service. However, this total is nec- 
essarily low because so much of 
our volume is made up of package 
houses, room additions and remod- 
eling, which is normally not han- 
dled in our self-service depart- 
ment. During our busiest periods, 
self-service customers account for 
over half our volume. 

We believe that the check-out 
cashier should have a good knowl- 
edge of the merchandise as it is 
necessary for her to be able to 
quickly price items, which we have 
not yet found a way to price mark 
except on the display island bins; 
for example, bolts and screws. In 
both our stores, we took an experi- 
enced saleswoman off the floor and 
made her check-out cashier. 

Islands Described 
Our display islands are identical 
(continued on page 93) 


Price-Marking for Self-Service 


Here are some general rules for price-marking suggested by Mr. Ervin: 
|. Mark every possible item with a stamp. 


2. Mark items that will not take a stamp with gum labels. 


3. Any items that will not take stamp or gum labels, use pre-printed tags, 








add to your profits. . 


sell 50°, greater 


FIRE SAFETY 


of lath and plaster ceilings 


The simple addition of Keymesh 
galvanized reinforcing lath over 
gypsum lath increases the fire 
rating reference of a ceiling from 
one hour to one and one half hours, 
when finished with 4 inch of light- 
weight aggregate plaster. 

This increased fire safety is 


further evidence of the excep- 
tional value Keymesh reinforced 
lath and plaster adds to every 
building, from the low cost home 
to large commercial and industrial 
buildings. Sell this extra protec- 
tion that costs so little, and add 
to your profits. 


SELL positive protection from cracking 


When Keymesh lath is used, the 
entire ceiling and wall surface is 
reinforced with a vast network 
of multi-directional reinforcing 


wires, adding far more protection 
from cracking. Sell this protec- 
tion that stops cracks before they 
start, and add to your profits. 


SELL greater over-all strength 


Keymesh lath helps the plasterer 
get a full, uniform thickness of 
plaster. With its open mesh, each 
wire is fully embedded, while 
serving as a gauge to assure the 


full 4%” thickness of plaster speci- 
fied. Full, uniform thickness 
assures greater over-all strength. 
Sell this greater strength and add 
to your profits. 


Recommended and used by America's leading lathing and plastering contractors. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


KEYMESH ~- 
FABRIC + 


KEYBEAD - 
KEYSTONE NAILS - 


KEYCORNER 
TE WIRE + 


KEYSTONE WELDED WIRE 
KEYSTONE NON- 


CLIMBABLE AND ORNAMENTAL FENCE 














KEYMESH 


GALVANIZED REINFORCING LATH 


Here’s all you do! After gypsum 


lath is applied, cover it with Keymesh. The 
exclusive reverse-twist weave makes 

it unroll flat; go up flat. It’s so easy to 
apply. Then it’s plastered, following 
customary practice. Proved through 

the years as a superior reinforcement 

for stucco, it now brings new value 


to lath and plaster construction. 


it adds so much, it costs so little. 


For highest quality at lowest cost, 
sell the 3 KEYS TO STRONGER PLASTER 
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BASEMENT-TYPE WORKSHOP was built in the TV studio so J. LeRoy Nelson 
of Schoeneman Lumber Co. could demonstrate power tools and building materials 


on a weekly how-to-do-it show. 


Television Tops for Advertising 


But this lowa dealer says it’s a lot of work and requires 
sales teamwork in the whole organization. 


With the swing toward dbo-it- 
yourself several years ago, Schven- 
eman Lumber Co., Sioux City, Iowa, 
tried several advertising media 
but found none as effective as tele- 
vision. 

In the winter of 1953, Schoene 
man helped organize and develop 
a home repair clinic for the adult 
education department of the city 
high schools. After the clinic 
closed, the local television station 
asked Schoeneman if the firm 
would be interested in a similar 
promotion forrtelevision. 

Schoeneman welcomed the op- 
portunity and began a 13-week 
trial run in the spring of 1954. The 
show, originally set for a half hour 
at 5 p.m. Sunday, was later shifted 
to 6:30 Tuesday nights to attract 
a different audience. J. LeRoy 
Nelson of the Schoeneman Lumber 
Co. handled the demonstrations on 
the show. 


Dual Sponsorship 


The show, co-sponsored by 
Schoeneman and a home workshop 
tool manufacturer, is telecast from 
a basement-type workshop built in 
the TV studio. Both hand and 
power tools are used. 

The cost ($210 per week) is split 
between the two sponsors. Schoen- 
eman’s products and services are 
highlighted on one program; the 
co-sponsors are stressed on alter- 
nating weeks. Both sponsors feel 
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they are benefiting both directly 
and indirectly from the show. 


Some Embarrassing Moments 


The mechanics of the show are 
simple, but every detail must be 
checked closely to be sure every- 
thing is working and the proper 
materials are in place. 

Some embarrassing incidents 
have taught Nelson the value of 
checking details before the show 
starts. 

On one of the earlier shows Nel- 
son was demonstrating how to 
build a 2x2 frame around a per- 
forated hardboard tool board. The 
corners were to be fastened with 
chevron fasteners. All went well 
until the final corner was to be 
fastened. A knot in the wood caus- 
ed the fastener to bend and a cor- 
rugated fastener was fished from 
the toolbox to complete the job. 

Then there was the time Nelson 
was demonstrating a portable elec- 
tric drill and there was no power 
when he plugged it into the wall 
outlet. 

Another time someone spilled 
paint in the slot of a miter gauge 
and it wouldn’t slide. Nelson ad 
libbed and pushed the piece across 
the saw and hoped no one noticed 
he did it freehand. 

Three, one-minute commercial 
announcements have been found 
most effective on the show. The 
firm uses one to open the show, 


another at midpoint and a third to 
preview next week’s show. Nelson 
does the commercial announce- 
ments himself because he feels a 
regular announcer ean’t talk about 
building materials as effectively as 
someone who works with them all 
day. 

A different product is featured 
on each show. Demonstrations 
have shown homeowners how to 
build a perforated hardboard tool 
board, a workbench, shadowboxes, 
shelves, blanket storage box and 
several other construction proj- 
ects. Other demonstrations have 
shown how to apply paint prop- 
erly; how to repair screens, install 
glass, insulate and finish off an at- 
tic room. 


Long-Range Promotion Stressed 


“Experiments have shown that 
people won’t flock in to buy some- 
thing because it’s a little cheaper,” 
Nelson says. “Once in awhile a 
special can be put over which will 
draw phenomenal results, but we 
feel it isn’t practical to cut prices 
just to create temporary heavy 
store traffic. Those who see our 
demonstrations and visit us at the 
yard are usually presold by our 
show.” 

Nelson emphasizes that custom- 
ers do expect that anyone who 
waits on them should know all 
about the things demonstrated on 
the how-to-do-it show. So it’s im- 
portant that everyone in the organ- 
ization should be well-informed 
about advertised items. 
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WITH SELF-SERVICE customers can ‘‘shop 
around” the store, and impulse-buying 
increases sales. 


THE NATIONAL is located at front of store where it provides customers with fast service even during 
peak periods. 





“Our alionad Self-Service Plan 





saves us*930 a year... 


pays for itself every 9 months!” 


— Yorkshire Hardware Company, Webster Groves, Missouri 


‘With our former method, we had 
difficulty handling customers at peak 
business periods,’’ writes H. A. 
Thomas, proprietor of this modern 
Missouri hardware store. ‘‘We 
changed to a National Self-Service 
System. 

“Our National Self-Service System 
provides us with many benefits. With 
our National Cash Register located 
near the front of the store on a check 
stand, we are able to handle cus- 
tomers faster and it is no longer neces- 
sary to hire extra clerks for peak 
business periods. Now that customers 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


can ‘shop around’ the store and look 
over all the merchandise, our sales 
have shown a substantial increase. 
We attribute this to impulse buying. 

“We estimate our National has 
saved us over $930 in one year 
through reduced personnel cost, pay- 
ing for itself every 9 months, in addi- 
tion to providing faster service to 
customers and increasing our sales. 
We feel that a National Self-Service 
Plan is a profitable investment for 
any hardware business.” 

What could a National Self-Service 
Plan do for your hardware store? 


977 OFFICES IN 94 COUNTRIES 


BUILDING PrRopUCTS MERCHANDISER 





A National System soon pays for itself 
out of the money it saves, then con- 
tinues to return the savings as extra 
profit year after year. Call your 
nearby National representative and 
let him show you how. His number is 
listed in the yellow pages of your 
phone book. 


*TRADE MARK REG. U.S. PAT. OFF. 
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For the sash you make or buy: 


Use “PENNVERNON’:.. 


not just “window glass” 





Pennuernon 
Winvow Grass 


aN 


rYMKE ADVANTAGE of this wide-spread acceptance of 
| Pennvernon Window Glass by using it exclusively in 
the sash you make or buy. And be sure that the Pennvernon 
label appears on every light of glass in every window sash 
you sell. That way your customers will be sure that you are 
selling “Pennvernon”—not just “window glass.” 
Pennvernon’s clarity and fine finish, its clear, non-fading 
color and its remarkable freedom from distorting defects 
all contribute to its reputation as “window glass at its best.” 


And to help you get your share of Pennvernon Window 
Glass Sales, Pittsburgh Plate Glass Company has made 
available to lumber and building supply dealers a variety 
of point-of-sale merchandising helps. These are all designed 
to keep the name “Pennvernon” foremost with your cus- 
tomers and to remind them that you are headquarters for 
Pennvernon Window Glass. For more information, see your 
jobber, or write Pittsburgh Plate Glass Company, Room 
9270, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


Pennvernon. Window Glass 


PAINTS * GLASS CHEMICALS 


TTSBURG H 


BRUSHES 


PA ARS 


PLASTICS FIBER GLASS 


GLASS5 CO RPA N YT 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


(For more data on advertised products fill in coupon on page 120) 
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e e eand good housekeeping all during the half-century between 
these pictures of “Southern Brand” \umber storage. 

For here at Southern, Rule Number One always has been— 

only the utmost care and system in accurately placed sticking 

and precision stacking. 

Consistent with Southern’s watchful devotion to good manufacture, 


these exact steps make certain that our lumber dries flat. 
This is a vital precaution in maintaining the recognized high quality 


of “Southern Brand” Arkansas Soft Pine products, from kiln 
dried dimension and boards to Satin-like interior trim, 


mouldings and paneling 





LUMBER COMPANY 


< 


A 2:38 A 2S 2 


OUTHERN 


WAR See 


Manufacturers of Arkansas Soft Pine, Hardwood Flooring, Hardwood Trim & Mouldings 
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BUILDING Propucts MERCHANDISE! 








TRAVELING BILLBOARD is an incidental advantage of this carrier operated by 


the Strait Lumber Co., Aurora, Colo 


Some Final Suggestions 





Now That You Have Your Equipment 


Train more than one operator; establish maintenance 
schedule for equipment; order unit loads from suppliers; tap 
available sources (see list in this article) for additional 


information. 


No.6 
in a series 
of articies 


This ia the last in a series of sia 
articles covering all phases of mate 
rials handling from laying out the 


yard to the selection of equipment 
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By IRVING M. FOOTLIK 
Since you have installed mate- 
rials handling equipment to save 
money, time, manpower and also 
to improve customer services, plan 
to establish a system which will 
give you some accounting figures 
to fall back on. The system should 
be given at least a one-year trial 
for comparative purposes. 

Upon receipt of the equipment, 
start a training program for op- 
erators. It would be an excellent 
idea to secure reprints from the 
Clark Equipment Co., Battle Creek, 
Mich., and the Hyster Co., Port 
land, Ore., of their articles on how 
to train a fork truck operator. 

Operators of mechanical equip- 
ment must develop a skill center- 
ing on rhythm, which can be noted 
in the first 10 minutes of opera 
tion. As in dancing or golfing, 
operators must have the proper 
swing that allows synchronizing 
their moves with the truck levers 
so that the truck becomes practi 
cally human. Many people are not 
adaptable to this type of thing. 


luqust 


S, 


Always train more than one man 
to do this job. In the event of 
emergency or absence of the regu- 
lar operator, you then have a sub- 
stitute available. 


Good Maintenance Important 


Mechanical equipment requires 
maintenance. Just as you must 
take care of your car, so must you 
take care of your straddle carrier, 
fork truck and other equipment. 
The best policy to adopt is pre- 
maintenance. 

When exposed to weather, many 
parts of the fork truck are subject 
to rust. These parts should be 
well-oiled and protected. 

The equipment operator should 
be proud of his vehicle and should 
assume responsibility for main- 
taining it, such as making certain 
it has gas, water, oil and remains 
clean and undamaged. 

Most trucks are equipped with 
Hobbs Enginehour Meters that 
give some idea of how long a truck 
has been in operation. Thus, you 
can service it over a fixed period. 

Make certain all obstacles are 
removed from the yard to avoid 
driving over boards, bad holes and 
obstructions that shorten the tire 
life. 

Many lumberyards 
advantage of the 


have taken 
mechanical] 
195 7 
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UNIT LOADS of many materials can 
be ordered from your suppliers. Check 
them for complete details 


equipment as a means for adver- 
tising. The Merritt Lumber Co., 
Reading, Penna., delivers lumber 
to the customer with a lumber 
straddle carrier. At Christmas 
they sell miniature straddle car- 
riers imprinted with the name 
“Merritt Lumber Company” on the 
side. Children scramble for these 
trucks and, naturally, the Merritt 
Lumber Co. becomes a household 
word. Mechanical handling ve- 
hicles are good, moving billboards. 
They attract a lot of attention and 
also show the lumberyard is ac- 
tive, aggressive and a _ logical 
source with which to deal. 


Train Supervisors, Too 
Supervisory personnel should 
also undergo training. Their think- 
ing should be revised so they can 
see and understand how much bet 
ter a yard can be kept through the 
use of mechanical equipment that 
permits quick removal of piles of 
lumber and eliminates bottlenecks. 
It is very easy to rearrange a lum 
ber pile so that the first in is the 
first out. There is no excuse for 
lumber becoming aged out in the 
yard. 

There is no need for a man to 
climb on top of a pile for his lum- 
ber. The supervisor should train 
his people to use mechanical equip- 
ment for lowering these pieces to 
the ground, where they can be 
easily reached. 

In loading and unloading box- 
cars, lumber should always be 
handled down. It can be piled 
down to the floor. There is no 
longer a problem of lifting it, since 
VM ERCHANDIS 


BUILDING PRODUCT 


Ik 


BANDED LUMBER should be the rule for on-site delivery 


and promotes quick, orderly handling 


the fork truck can lift and stack 
whenever necessary. 

Train your supervisors to the 
fact that gravity is the cheapest 
motive power available; that they 
should make use of gravity wher- 
ever possible. Let them use con 
veyors and chutes as much as 
possible. 


Investigate Unit Loads 


Another place for followup, in 
which your supervisory personnel 
should be taking an active inter- 
est, is the unit load or strapped 
load phase of lumber handling. 
This means getting together with 
the suppliers to learn what unit 
loads are available to you without 
additional charges, such as unit 
loads of shingles, wal! board, floor 
ing, flat car loads of lumber, as 
well as flat car loads of gypsum 
board. 

It is suggested you preprint on 
your purchase orders the size of 
your fork trucks so the suppliers 
will know what size to make the 
unit loads. Of course they prefer 
the larger loads, but at the same 
time you must bear in mind what 
your unit of sale is and try to get 
these unit loads as close as pos 
sible to this unit of sale. 

All lumber leaving the yard 
should be delivered to the custom 
er in the unit load, which means 
strapping it before sending it out. 
The use of strap prevents pilfer 
age and helps keep the lumber in 
an orderly manner. Also, you will 
find the customer wil! be happier 
with this arrangement 





It reduces pilferage 


The Acme Steel Company and 
Signode Steel Company have ex- 
cellent periodicals and data for the 
men in your yard on how to pre 
pare unit loads and what strap- 
ping equipment is available. If 
you have a strapping problem, they 
will furnish engineers to investi- 
gate it for you. 

There are many other excellent 
sources of information such as 
The Material Handling Institute; 
American Material Handling So- 
ciety; National Retail Lumber 
Dealers Association Material Han 
dling Committee; Flow Directory; 
Distribution Age; and Modern Ma 
terial Handling Magazine; besides 
the American Lumberman, in 
which these articles appear and 
which has done such an excellent 
job of bringing new ideas to you. 





V + +} 


e NRLDA Exe tior 
Cleveland, Oct. 11-14 
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HOW TO BUILD THE BEAUTY 


Andersen 
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This attractive lakeside homesite contributes its full measure of natural beauty to 
everyday living, thanks to Andersen WINDOWALLS. Here Andersen Gliding Units specified 
by Architect Norman Johnson, form a WINDOWALL to open up the view, let in 


sunshine and fresh air. Yet on unpleasant days, they close tight to form a weatherproof 
barrier against cold, dust and moisture, 


Find out how Andersen WINDOWALLS can help build your window sales. See your 
WINDOWALLS distributor or write Andersen Corporation. WINDOWALLS are available 
from distributors throughout the country including the Pacific Coast. 


ANDERSEN CORPORATION + BAYPORT, MINNESOTA 
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DIRECTIONAL SIGNS on top of the 


fence in front of the 
('o. show customers 


the way to the bargain center! 


Boise-Payette 


Lumber 


Bargain Center Grosses $2,000 per Month 


Special sales facility of the Boise-Payette Lumber Co., 
Boise, Idaho, turns dead merchandise into profits for 27 line 
yards. 


Dead merchandise from 27 line 
yards is being turned into $2,000 
in hard-cash sales each month at 
the bargain center ¥ the 
Payette Lumber Co., Boise, 

“It’s amazing,” says 
manager Dick Stemper, “ 


ple will buy under the influence of 
bargain-shed psychology. They’ll 
come in for a specific item and end 
up buying several products that 
they admit ‘they might find a use 
for.’ 
“Our 


Boise- 
Ida. 
assistant 


what peo yard here is a supply cen- 


BARGAIN CENTER is located in an open area in the yard 
Overhead garage doors are 


kept open so pedestrians can 
ee stock on display 
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SPECIAL PRICE TABLES are real sales hot spots. 
Stemper shows the sign over the 
for 9¢ and 49¢ items. 


August 8, 


ter, so when our outlying line yard 
trucks come in for merchandise, 
they bring along their deadwood 
stock,” explains Stemper. “We pay 
them for it, which gives them capi 
tal to invest in new stocks, then 
we make a nice profit moving their 
old stuff from the bargain center.” 
According to Stemper, here are 
the elements in the successful op 
eration: 
THE BUILDING: The 24 x 40 
(continued on page 66) 


Dick 
5¢ table. Other tables are 
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| NOW Mengel has done it again with Gold Coast 
Cherry the newest addition to our extensive line. In 
a few short months, Mengel Doors in rotary-cut Gold 
Coast Cherry have bounded to sensational popularity! 


The price? Strictly competitive! And when you con- 


BY ' Ape 
sider the economies of finishing, doors of Gold Coast 
lap (cae Cherry are actual money-savers: One finish-coat on their 


smooth, close-textured surfaces is better than two coats 

CUT FROM OUR OWN 

EXCLUSIVE TIMBERING 
CONCESSIONS 


on many other woods. 


Traditional Mengel quality and Guarantee — greater 
beauty low cost! Don’t take our word for it. Order 
an inspection lot from your distributor, and see for 


yourself how beautiful rotary-cut Gold Coast Cherry is! 


Door Department, THE MENGEL CO., Louisville |, Ky. 
EWGE World's Largest Manufacturer of Hardwood Products 
(Mengel Permanized Furniture, Doors, 


as tp Kitchen Cabinets, Wall Closets) 
A, 
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BIGGEST SELLER in the bargain cen- 
ter Is paint. This in understandable 
the sign says, “First grade flat wall 
paint, reduced from $4.40 to $2.69.” 





BARGAIN CENTER 


(begins on page 64) 





bargain center building is located 
in an open yard area behind the 
firm’s showroom. It is a frame 
building covered with corrugated 
sheet metal. The truss roof allows 
a post-free expanse of concrete 
floor area inside. 

The entrance consists of two 
overhead garage doors that allow 
passersby to see the merchandise 
on display inside. Brightly painted 
“bargain center” signs appear on 
all sides of the structure and bill- 
board signs are located on the 





THIS 
STAMP... 


of ROSEBURG QUALITY;| 


é: 4 
Raw material from the nation’s largest stand of vir- ~““taa 4h, 


gin timber. This exceptional quality is matched by *+* 


LUMBER & PLYWOOD,. 


ROSEBURG'S modern plant facilities for manufac 


y 


e@ 100% KILN DRIED 


turing lumber and plywood, Your exact requirements 


are loaded into your mixed car simultaneously from 6 OLD GROWTH 


both plants. Al/ stock, except plank and timbers, end 
stamped, For guaranteed quality order lumber and 
plywood with this familiar stamp... ROSEBURG. 


ROSEBURG 
LUMBER CO. 


Send for 
your free 
copy of the 
ROSEBURG 
WOODSMAN 
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DOUGLAS FIR, 
PINE & HEMLOCK 


» MIXED CARS 


Order from your nearest 
ROSEBURG wholesaler or jobber. 
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fences in front of the property. 

THE STAFF: No increase in 
the size of the firm’s regular staff 
of 13 was needed because of the 
bargain center. Frank Tatro, who 
manages the hardware depart- 
ment, serves also as the center 
salesman. A regular yardman as- 
sists Frank during busy periods 
and showroom salesmen come in if 
necessary. 

MERCHANDISE PRICING: The 
yard has no set policy on prices for 
the center. “The price we pay the 
line yards for the stock depends 
entirely on the item,” says Dick. 
“We add our markup and still man- 
age to give the customer a good 
bargain.” 

The stock is advertised as “be- 
low cost” and usually is. For ex- 
ample, interior paint that normally 
sells for $4.40 per gallon goes for 
$2.69; wallboard is reduced from 
11¢ per square foot to 6¢; chisels 
at $2.10 are sold for 95¢; a $75 
storm door sold for $25. 

“We started out by using even 
figures in pricing our bargain 
stock,” says Stemper, “but we 
found that stocks move much fast- 
er if you use the psychologically 
appealing figures like 98¢.” 

THE STOCK: All items found 
in the bargain center are new 
stocks that would not move in the 
yards; there are no used mate- 
rials. 

“We do our heaviest volume in 
paints,” adds Stemper. “Other big 
volume sellers are wallboard and 
composition shingles. 

“With the exception of lumber, 
the center handles about every- 
thing you’d find in an average yard 
and a lot of stuff you might not 
find there. We once got in a dozen 
horse collar pads and they all 
moved in about two weeks.” 

All bargain center sales are fina] 
and no returns are allowed. 


ADVERTISING: Boise - Payette 
advertises the bargain center in 
cycles. Display ads, which list 
merchandise prices, are run in the 
daily paper on Friday evening and 
Saturday morning for two or three 
weekends in a row. After a lapse 
of a month or so, the ads are run 
again, giving the bargain selling 
idea a fresh approach every other 
month. 

The advertisements are posted 
on the bulletin board in the show- 
room and in the bargain center so 
store salesmen know what’s what. 

SALES PATTERN: A big part 
of the bargain center sales‘ are 
made on impulse. The shed is 
patronized by all types of custom- 
ers — farmers, homeowners and 
contractors. 

Best sales days are the Satur- 
days of long week ends. Bargain 
center hours are 8 a.m. to 5 p.m., 
six days a week. 
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BOAT PLANS are posted over the counter overhang to help attract attention to 
the firm’s thriving boat supply department. 
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HEAVY PLYWOOD STOCK is maintained to supply boat builders. B 
boat department manager, 


Goodman, right, 


Murray 


helps a customer make a selection. 


Plywood Plays Big Role in 


Florida Dealer's Boat Business 


Supplying building materials to 
do-it-yourself and _ professional 
boat builders adds up to a healthy 
$150,000 annual sales volume for 
the Bailey Lumber Co., Miami, Fla. 

B. Murray Goodman, who has 
been in the boat business for more 
than 20 years, is ideally suited for 
giving advice to the growing army 
of do-it-yourself boat builders in 
Miami. Goodman took over the 
firm’s boat department three years 
ago. 

“We spent the first year in get- 
ting rolling,” says Goodman, “but, 
the next year our boat supply busi- 
ness quadrupled. Business has lev- 
eled off this year, but the depart- 
ment will still show a nice increase 
over last year.” 


SUILDING 
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As part of their complete, one- 
stop boat supply service, the firm 
stocks a variety of boat plans rang- 
ing from dinghies to cabin cruis- 
ers. The plans, which range in 
price from 50¢ to $2, contain full 
instructions for boat building. 

The firm stocks about two car- 
loads of interior, exterior and 
marine-grade plywood. Rounding 
out the boat department are stocks 
of waterproof glue, tools, hard- 
ware and marine paints and var- 
nishes. 

Bailey’s promotes its boat sup- 
ply department on its regular news 
program on radio from 7-7:15 a.m. 
six days a week. The department is 
also advertised in the boat section 
of the local Sunday newspaper 





HOW 10 BOOST 
YOUR SALES OF 
CEMENT-PLASTER- 
BRICK: PLYWOOD- 
CERAMICS AND 
RELATED BUILDING 
MATERIALS 


Stock and Push these two 
Profitable, Job-Proved 
Bonding Agents... 


PLASTER-WELD' 
& WELD-CRETE 


They make it easy for professional 
and ‘‘do-it-yourself’’ customers to 


PERMANENTLY BOND 


Gypsum .. . Lime-Putty .. . Acoustical 
Plaster...Cements directly to themselves 
or directly to most any structurally sound 
surface .. . even glass! Never lets go! 


You Sell PLASTER - WELD for Jobs like this 


Midway Gardens 
Chicago, one of hundreds 
of Plaster-Weld installa- 
tions. In this case, 
Plaster-Weld was used 
to bond lime-putty coat 
directly to all concrete 
ceilings, beama, columns. 
Archts.: Holabaird, Root 
and Burgee and Aassoc.; 
Genl. Contr.: 8. N. Nielsen Company; Pletg. Contr.: 
McNulty Brothers Company. 


You Sell WELD - CRETE for Jobs like this 


, 000 feet Hidewalk ... 
Reyerstord, Pe., one of 
hundreds of Weld-Crete 
installations. In this case, 
Weld-Crete was used to 
bond new concrete top- 
ping directly to an old 
ly cracked and 
crumbled sidewalk. For 
your “do- ourself” 
customers, "Wak: Crete assures the success of their 
cement repair work by establishing a  +~\ppamaaaad 
bond between Dry Mixee and the old surface 





Take advantage of this foolproof method 
for sizeably boosting your sales of ce- 
ment, plaster and related building ma- 
terials. Get complete details on this 
profitable proposition today. Either see 
your distributor or write us direct, 


LARSEN PRODUCTS CORP. 


BOX 5756-Q © BETHESDA, MD. 
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Lumber dealer tells how he moves 


CARLOADS | 
ALUMINUM 








Manager Loren Pedrick shows piece of Alcoa Aluminum Flashing—one of many Alcoa Roofing Accessories he carries 
in addition to his stock of Alcoa Roofing Sheet. Mr. Pedrick is president of Pacific Southwest Hardware Association. 
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“T demonstrate its heat reflectivity,’ says dealer 
Loren D. Pedrick, manager of Farmers Lumber & 
Supply Co., Phoenix, Ariz. Pedrick has two ware- 
houses in the rear of his yard, one corrugated iron, 
the other Alcoa® Aluminum. “‘Step inside and notice 
the difference in temperature,”’ he tells customers. 
A thermometer proves the Alcoa Aluminum build- 
ing is many degrees cooler. He also keeps samples 


Let us show you how to 
make big profits selling 
Alcoa Aluminum Farm Roofing 


If you have never sold aluminum roofing before, 
then now is the time to get started with Alcoa. 
If you have sold it before, then here is your best 
deal yet: 
Starting in August and running through Novem- 
ber, we are putting on a gigantic 35-state pro- 
motion to send farmers into Alcoa Dealers’ stores. 


Big ads in 17 farm magazines! 1560 commercials 
on 60 radio stations! Free displays and signs for 
your store! Plans for building pole barns! No 
effort spared to help you get more roofing 
business! 
You'll be selling ALCOA—the aluminum roofing 
that’s easiest to sell. Most complete line of sheet 
and accessories. . . special corrosion-resistant alloy 
that makes the roof last longer ...and, of course, 
the greatest name in aluminum. 


YOUR NEXT MOVE—and no obligation to you 
whatsoever— is to write us for full product and 
promotion information and the location of 


nearby Alcoa Farm Roofing Jobbers. Write, 4 p 


Aluminum Company of America, 2117-H 
Alcoa Building, Pittsburgh 19, Pennsylvania. ¥ 


Your Guide to Aluminum Value 


OF ALCOA 
ROOFING 


of Alcoa Aluminum Roofing and other metal roof- 
ing side by side in the sun. Pedrick asks customers 
to touch the samples, many of which are hot enough 
to burn the bare hand. The coolness of the Alcoa 
Aluminum Roofing amazes the customer and proves 
that it bounces off the heat. 

“‘We have moved a good many carloads of Alcoa 
Aluminum Roofing,” Pedrick reports. 





Free displays, signs, literature are available to 
every Alcoa Aluminum Farm Roofing Dealer. 
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FOR SALE—MISCELLANEOUS 23 


Ladder Specials 


1 36'—3 section extension lad- 
der w/rope ond ple 
—ideal ladder for Hie 
house { TAI $32.50 
2 24'—Awning type ex 
ladders met TH 17.95 
4 32'—Awning type extens 
ladders © a 4 
16 @'—Gingle ladders ea 23s 
21 10'—Bingle ladders ea rr 
11 12°—8ingle ladders ea rrr 
6 16'—Bingle ladders ea . 
9 10'—Steel rodded ladders e@ 6. 
19 4°—General duty step 
ladders : ea 2.25 
1 §&'—General duty step 
ladders ea. 390 
‘'—General duty step 
Ah tadders ea §.35 
12 #'—General duty step 
ladders : ra ea 615 
28 4’ ~Heavy duly mach, step 
ladders : e. 350 
6 S—Heavy duty mach, step 
ladders * rH $.15 
2 @—Heavy duty mach. ster 
ladders re a 625 
6 T—Heavy duly mac 8 
ladders ; nT 725 
12 8 —Heavy duty mach, & 
leaders : ae 6.25 
10 12’—Heavy duty mac 
ladders e 10-08 
3 10'—Painter's trestie ea 
216° to 32° Extension ladder = 
trestles ea 30 : 
Compo. safety iadder shoes pr 4 
Cork safety ladder shoes pr +4 
Ladder rung replacement pr d 
Free Delivery—All Sales Cash— 
No Returns 
Veenstra Lbr. & 
Supply Co. a3 
2ist at Phillips Ave 2-277 


5 STUR 
tandards Si2not METAT 
it ¢ Set ‘0 


4 boards t 

& SUPpj,y eke Pr eran ble for 
St and Phiiij BER 

MDs Ave 


1. . 
the framing?) REPAIRING» 
wmber, nails our 
ete, ‘to ut panel. j 
Fealistic p1,190! 
all your 


8U 
» Call 2-27792 . 


TR 
®Md Phiiling 


BUSINESS SERVICES OFFERED 22 a 


$100 to $2,500 a 


For Home Improvements — 


, Im. 
nder Veenstras Home 
Yee. ement ‘Pian you can start on ie 
wiajor improvements oF repairs to yout 
home that you've been ne 
make low monthly payments [ao 
buying @ mew car You can na 
- to $2,500 for home improvem vad 
Materials ‘and labor if needed. ery 
on a ey nome ak interest rates 
t low 
= Shy on additional mortgage 0 
other red tape. Add thd room baila 
a garage; remodel 7 mitenee eS 
VEENSTRA LUMBER & on 
Zist and Phillios Ave 2-2 


* 


. 


__ SPECIAL NOTICES 5 





THE 

ze Windows . . ; 
lass Eoneved window thet oun 
jean, will never stick, needs Le. 
of petty, one Provides ery bathroom 

c 

‘wind’ Ideal for aclosing porches <8 
Bee these new win TRA 
Free estimates. ve 


MBER & SUPPLY 
Le iilios Ave. Call 2-2773. 


windows 
breezeways 


HAVE © a 


Small Ads 


Help Boost Sales Volume 


Wisconsin dealer tells his rules for writing classified ads 


that bring results. 


Consistent use of classified ad- 
vertising for the past quarter of a 
century has helped build sales 
volume for the Veenstra Lumber 
& Supply Co. It has made the firm’s 
name a byword when people think 
of building materials around Ra- 
cine, Wis. 

Veenstra has run daily classi- 
fied ads in the Racine Journal- 
Times since 1929, and each year 
the firm sets aside 1% of its gross 
volume for advertising. Currently, 
Veenstra is averaging 800 lines of 
advertising a month to take advan- 
tage of a special lineage rate. 

By keeping accurate records of 
the pulling power of the classi- 
fied ads, Clarence Veenstra, son 
of the firm’s founder, has com- 
pared the pulling power of var- 
ious wordings. From these rec- 
ords he has compiled some basic 
rules for writing successful ad- 
vertising copy. 


Writing Successful Ads 


Lumber dealers planning to 
make extensive use of classified 
advertising, Veenstra says, should 
follow these basic rules: 


1. Don’t get technical. 


2. Be specific in describing an 
item, but don’t go into too 
much detail. 


3. Quote prices by the lineal 
foot, using lowest common de- 
nominator prices. 


4. Price the package rather than 
the individual item. 


5. Glamorize. Play up what the 
item will do for the user 
rather than what it is made 
of. 


Use capital letters generous- 
ly at the beginning of ads to 
attract attention. 


7. Spot ads in different columns 
in the classified sections. 


a 


INSERTIONS are placed in several 
different categories on the same clagssi- 
fied ad page to attract different cate- 
gories of readers. 
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Clarence Veenstra 


Items can be placed in the 
personal, miscellaneous or 
household goods sections and 
in each case will be read by 
an entirely different category 
of readers. 


From experience, Veenstra has 
concluded that placing a classified 
ad on any particular day of the 
week will change the response. 
Most people, he feels, read the 
classified ads daily. What is need- 
ed most for positive results is con- 
sistency — a paramount factor in 
any form of advertising. 


Display Ads Personalized 


Besides the classified ads, Veen- 
stra uses display ads of less than a 
quarter page. These weekly, insti- 
tutional ads contain human inter- 
est material about the owners of 
homes built with materials pur- 
chased from Veenstra. The Veen- 
stra firm name is played down in 
these ads and the name of the con- 
tractor who built the home is 
played up. Copy tells about the 
owner, his hobbies, a description 
of the house and its construction 
features. 

As a sales builder, Clarence 
Veenstra says the ads have 
brought in some tangible results. 
Contractors have landed new bus- 
iness as a result of the ads and the 
homeowners keep coming back to 
Veenstra when they need more 
building materials. 
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= 
lr the 


iP aA 
SAfindows 


foul of view 


What measure do you use for windows? Whether it 
be beauty, construction, ease-of-installation, or 
all of these, the WOODCO E-ZEE-Loc Wood Awning 
Window meets your measure PLUS! From any 
point-of-view WOODCO means complete homeowner! 


satisfaction ... and that means true economy. 


Nothing to adjust ¢ Nothing to get out of adjustment 


wooDco 


SOLD EXCLUSIVELY 
THROUGH THE 
LUMBER DEALER 





E-Zee Soc 


Clean inside and outside 





surfaces . from inside. 





Thermopane® Insulating 
Glass available to reduce 

condensation and cut fuel 
bills! 





No-draft ventilation . . . 
even when it’s raining! 














CHECK THE WOODCO E-ZEE Loc PATENTED FEATURES: 
@ EASY TO LOCK @ DOUBLE VINYL 

@ SEQUENCE AIR CONTROL WEATHERSTRIPPING (Pot. Pend.) 
@ TOXIC-TREATED TO PREVENT DECAY © WATER REPELLENT TREATED 

@ EXTRA HEAVY SASH and FRAME @ COMPLETELY ASSEMBLED 


For your nearest Distributor or other information write to 


I Bneec | y a: 





Woodco Corporation 


Distributing Divisions 
NORTH BERGEN | SCHENECTADY 3 | LOWELL 
N. J N.Y MASS. 
ROCKWELL of RANDOLPH, Inc. (Wholesale Millwork Div.) Randolph, Wis. 


E-ZEE Loc Awning Window Div., Miami 47, Fila. 
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fs 


The 


WOR-DOLL’ 


Syna Gulbrandsen 


(Miss Norway) 


Sturdy, Colorful, Self- service Display > 





Conveniently Packaged Merchandise (Tubes) in Ass’t‘d lengths 





Top Quality Product “ 





Convenient Reorder Plan x 





; Consumer Advertising By, 
“2 Priced for Profit Rr 





SS NORDARL) 


"DO IT YOURSELF” WARDROBE HARDWARE 
Display Kit 


For information write 


NORDAHL MANUFACTURING CO. 


180 W. Alameda Ave., Burbank, California 
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EACH MAN IS HANDLING 
MATERIAL THAT WILL COVER 
32 SQ. FT. OF ROOF AREA 


4—16' x6” x 2” roofing boards 
(Not including built-up roofing) 


32 sq. ft. of vapor 
barrier 
Paint or stain to ee 
cover 32 sq. ft. 
of board agit 


Asphalt to cover 
32 sq. ft. 


| package of 
Temiok Roof Deck 
Package of 4— 


2' x4 sheets of 
roof insulation 


TEMLOK ROOF DECK does the job of several old-style materials. 


One look at the two men above will quickly tell you which gather various materials from all corners of the yard. 
one can assemble and load a roofing materials order faster. Temlok Roof Deck substantially cuts your “in yard” over- 
The man on the left is holding roof deck, roof insulation, head and speeds up delivery of your materials to cus- 
vapor barrier, and finished ceiling in one package, in one tomers. It also nets you more profit—above and beyond 
material—Temlok Roof Deck, 


The other man has had to labor savings—than do old-style materials. 


These 3 Temlok” products mean 


LESS HANDLING FOR 


5 am 


Builders cut handling 30%. Your builder customers 
will find Temlok Sheathing so easy to handle on the job that they 


TEMLOK SHEATHING—one “lift” enough for one 
house. Like Temlok Roof Deck, Temlok Sheathing comes 


wrapped in neat, easy-to-handle bundles. One package contain- can completely sheathe an average house in one day. The big, 
ing six 2’x 8’ pieces covers 96 sq. ft. of wall area, Sheathing lightweight boards go up fast . . . require less cutting . . . elimi- 
for an entire house can be loaded by a lift truck in seconds. nate building paper . . . leave little waste. 


Close more sales... make more profits... 
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TEMLOK ROOF DECK cuts build- 
ers’ handling 50%. They save on 


handling from the time Temlok arrives until 
the last plank is laid. First, Temlok Roof 
Deck can be unloaded directly from truck 
to roof, a great time saver. On the job, 
Temlok eliminates handling of roofing boards, 
insulation, roofing paper, gypsum board, 
paint, or plaster. Builders can cut their costs 
up to $250 per roof on labor and materials. 








Finished ceiling at no extra cost. When 
your builders put down Temlok Roof Deck, they 
get a completely finished ceiling at the same time. 
Plastering and papering are eliminated, The un- 
derside of Temlok Roof Deck is finished with two 
coats of light ivory ceiling paint. When Temlok 
Roof Deck is applied to beams on 24”, 32”, or 48” 
centers, a beautiful exposed beam ceiling is auto- 
matically created, Builders will be quick to see the 
economies and consumer appeal of such a ceiling. 





TEMLOK TILE—easy loading for home handy- Quick, easy installation. Temlok Tile and other Temlok 





men. Do-it-yourself customers will have no trouble taking interior finishes are easy to handle on the job, The exclusive 
home Temlok Tile. They simply put a few cartons of Temlok Temlok Lok-Bevel® joint, extra-wide nailing flange, and beauti- 
in the trunk. Convenient packaging is important in selling the fully pre-painted surface will help any home mechanic do a 
home mechanic—and it makes your stocking easier, too, professional looking job. 


For further information about Armstrong Building Products, see your Armstrong 
Wholesaler or write Armstrong Cork Company, 3708 Rieker Ave., Lancaster, Pa. 


with (Aymstrong TEMLOK SHEATHING * ROOF DECK 


INTERIOR FINISH 
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Stud fo TODAY'S HOMES 

















FRANTZ famous No. 10 RIGID 
OVERHEAD has “New Look” 


FOR ADDED PRESTIGE APPEAL 





The Frantz No. 10 size 8’ x 7’, 
with its automatic opening fea- 
ture, has long been the outstand- 
ing rigid, or one piece, door in 
with > * its field. Now it has been given a 
ZIUPesC Tee «=| design to provide the dis- 
SELE- OPENING tinguished appearance found in 


high priced sectionals, but at the 
rows RMATIC low cost of a rigid! Those sleek 
OPERATION horizontal lines are also available 
{ turn the handle in No. 7, size 8’ x 6’6”, No. 19, 


Door glides up to size 9’ x 7’ and No. 21, size 16’ . es 1 
full open position! x 7’. Cash in now on these smart- +» sell POF lar, profitable MALT-A-VENTS! 
est buys of the year! Builders who demand the best want MALT-A- 
VENT wood window units. Here’s a luxury win- 
Look behind the No. 10, too! You'll find a host of fea- : * 
tures, like exclusive “Powermatic” self-opening, full dow at low cost, completely flexible and adaptabl« 
length angle braces, heat-treated, oil-tempered power to a wide variety of single and multiple arrange- 
springs, pre-fitted parts for speedy installation, and the ments. Builders like the ease with which MALT- 
low 2” headroom. These and other features—real features A-VENT units can be combined in different, 
account for the remarkable popularity of the No. 10. attractive window arrangements putting a stamp 


Write today for Catalog No. 302 of beauty on every modern home. 


Turn demand into 
dollars... write, 
today, for literature 


and name of 
GARAGE DOORS AND HARDWARE nearest jobber. 





MFG. CO 


Sales Office: Athens, Ohie 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 


Supreme Quality Since 1901 








Member Ponderosa Pine Woodwork Assn. and N.W.M.A, 
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modern store design 


rere 4 


in an exclusive American Lumberman series 


Here are key principles for planning a store layout 


that handles customer traffic efficiently and profitably. Included is the 
latest on self-service. 


basic store layout 


A progressive young store architect recently de- 
scribed the ideal fixture as “no fixture at all.” 
He was expressing the trend for display in to- 
day’s showroom. 

And he further 
never pays off 


that 
fixtures 


explained 
unless the 


store layout 
used in the 
showroom employed open display and maximum 
product visibility per square foot of floor space. 
In this industry especially, they must be designed 
to occupy the proper amount of floor space and 
still not interfere but rather direct the flow of 
store traffic. 

The American Lumberman fixture designs soon 
to appear in this magazine will meet, we believe, 
these rigid specifications. 

Two basic considerations determine a success- 
ful store layout. One is the grouping of products 
near each other because they can then be sold 
conveniently as related items; two, is the place- 
ment of products on the basis of sound store 
practice—impulse near the front of the store and 
service or demand back to 


items in 


items 
customers to 


near the 
the 


en- 


courage the 


see all 
store. 

When these worked into the 
plan, the final result is always good customer traffic 
and a profitable operation. 


two factors are 


Customer Influences Layout. The dealer who 
begins by thinking in terms of customer buying 
habits is on the road to success in his store lay- 
out. The public’s approval of logical grouping of 
products, department signs and price marking 
pioneered by the supermarts, is so strong that 
it’s just common sense to slant retail building 
material stores this way. 

These buying habits are, of course, acquired 
habits. They are patterns for shopping that are 
liked by the public because they are convenient 
and offer the wider choice before 
making a purchase. The public associates a store 


customer a 
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layout that is carefully planned for them with 

the progressive retailing in other industries. 
Products that “shake with each other” 

is a display term that describes proper grouping 


hands 


of related products. It means, in its simplest terms, 
grouping hardware together and relating items 
like plumbing in one area. In the store layout 
with this article, you can see exactly what we 
mean. 


Good Start Already. In many dealers’ showrooms 
much has already been done to logically group 
products with a family resemblance. In many cases, 
the grouping is influenced by the items that go 
into the specific repair or remodeling job. A care- 
ful study of day-to-day selling on the store floor 
will be most helpful. 

While under average conditions a certain item 
may belong in the rear of the store, no absolute 
rule can be made. Every dealer has lines with 
which he does especially well. Local conditions 
and individual dealer conditions must always be 
the final deciding factor on store layout. 


Instructive Customer Reactions. The hardware 
industry has been largely influenced in their store 
layouts by research which proves that 95% of the 
population is right-handed. They believe for this 
reason that it’s a natural tendency for most cus- 
tomers to turn right as they enter a store. 

Women customers seem to be more easily en- 
couraged to browse and shop and for this reason 
they advocate using the left side of the store for 
items of particular interest to women. Men cus- 
tomers can then turn to the right and see products 
in which they are interested. 

Basically, hardware stores then group their im 
pulse items near the front of the store and service 
items to the rear. Service items consist of paint, 
paint sundries, bolts, screws, builders hardware, 
glass and nails. 


(continued on next page) 
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model store floor layout 


The floor plan above shows what 
can be done in the store illus- 
trated in the July 11 issue of 
American Lumberman. Measur- 
ing 40x70 feet, the plan calls for 
the display of a balanced or 
fairly typical line of building 
products. Actual space allocated 
for each product will vary with 
the individual dealer. 

This floor plan departs signifi- 
cantly from the conventional ar- 
rangement of store fixtures. A 
typical store layout usually has 
a main aisle at the entrance and 
the rest of the aisle and fixtures 
are laid out in routine fashion 
on either side of the main aisle. 
A successful store layout chan- 
nels customer traffic to all cor- 
ners of the showroom. The 
drawing above illustrates this 
principle. Customers are fun- 
neled to every part of the show- 
room by the fan arrangement 
of the aisles. The checkout coun- 
ter in the entryway has been 
used to split the entering traf- 
fic and divert customers to the 
various aisles in the store. 


we 


PMP PS 


Unpainted furniture 
Plastic laminates 

Model kitchen 

Built-in breakfast nook 
Pre-mixed cement, plaster 
Garden tools 

Garden supplies 


Lighting fixtures, 
sories 


Paint mixer 
Paint accessories 
Planning center 


acces- 


. Wallpaper 


Paint 

Plaster accessories 
Metal building products 
Roofing and siding 
Roofing sales tools 
Weatherstripping 


. Screening, plastic glazing 


Wall tile 

Roll roofing 
Floor coverings 
Insulations 
Bargain table 
Seasonal items 


August 8, 


26. 


27. 
28. 
29. 
30. 
31. 
32. 
33. 
34, 
35. 
36. 
37. 
38. 
39. 
40. 
41. 
42. 


43. 
44. 
45. 
46. 
47. 
48. 
49. 
50. 


Utility hardware, screws, 
bolts 


Cabinet hardware 
Builders hardware 
Doors, folding doors 
Windows 

Millwork 

Lumber 

Plywood shorts 

Hard boards 

Insulation boards 
Gypsum products 
Do-it-yourself aluminum 
Sliding door hardware 
Waxes, cleaners 
“Specials” or promotional 
Fiber glass panels 
Garage door hardware, 
package garages 

Service counter 

Power tools 

Hand tools 

“Specials” or promotional 
Plumbing supplies 
Seasonal merchandise 
Nails 

Checkout counter 
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Different in Lumber Yard. Nearly 60% of the 
volume in a hardware store comes from items not 
handled in a yard. This includes gift ware, house- 
ware, sporting goods, plastic ware. Kitchen tools 
and glassware. Most of these items are definitely 
of interest only to women and it does seem smart 
to layout the store in this manner. 

The lumberyard store, however, is a different 
matter. Segregation of merchandise into areas for 
men and women is just about impossible and per- 
haps would be a serious mistake. From observa- 
tion in the field, women seemed to be interested 
and rather curious about most of the items in a 
yard. 

There are, of course, certain lines of products 
that especially interest women customers—paint 
and wallpaper, for example. But they are also 
interested in wood panelings, sidings, roofings, 
insulation—not from the technical viewpoint but 
from the viewpoint of appearance, prestige, com- 
fort and convenience. 

As the series develops, we will demonstrate dis- 
plays and fixtures on these products with strong 
appeal for women customers. 

Four Zone Layout. The movement of store traf- 
fic pretty much depends on a logical store layout. 
Again, it actually isn’t complicated and any dealer 
may develop his own plan, applying a few basic 
fundamentals and carefully studying the buying 
habits of customers. 

The four zone system has many advantages for 
retailers of lumber and building materials. This 
is how it works: 


First zone. The front of the store is used en- 
tirely for impulse, high profit items that give a 
good turn over. Seasonal merchandise is also 
placed in this area. 


Second zone. Here merchandise that lends itself 
to related selling is located. 


Third zone. Items that get the least traffic are 
positioned in this area. 


Fourth zone. The back of the store is used for 
merchandise that is scarce or staple or bought on 
demand. This location brings customers by all the 
merchandise in the store. 

The zone system is somewhat similar to hard- 
ware store layouts—impulse and seasonal in the 
front, service in the rear. Actually, however, these 
two principles are included in most modern retail 
store layouts going in today. 

Adding two more zones, however, solves one of 
the problems peculiar to the industry. Related sell- 
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ing and proper location of slow-moving merchan- 
dise does need more care in store layout. The 
location of items that can be included in related 
selling requires a fairly central location in the 
store. 

Customer circulation should be encouraged by 
uniform aisles of the proper width. Aisles should 
never be less than three feet wide and 42 inches 
is preferable. They should never be more than six- 
feet wide. 


Alternate parallel traffic aisles are 10 feet apart 
to retain customer interest. The space from the 
door to the first island should be twice the width 
of the dimension used for the aisles, but never 
less than six feet. 

Retailing may be divided into three types today: 


Conventional stores with sales clerks who meet 
the customer, make the sale and handle the trans- 
action all the way through. 


Self-selection with sales people available only 
when the customer indicates he needs help. All 
sales cleared through a checkout counter. 


Self-service. This is strictly grocery and drug 
store supermarket selling. There are no clerks 
and the customer brings his purchase to the check- 
out counter. 

Retailing of lumber and building materials sure- 
ly fits the self-selection category. Customers do 
like to ask questions and many sales would be lost 
on a strictly self-service basis. 

New or modernized stores can swing over to self- 
selection operation with minimum difficulty, Fix- 
tures with good visibility, department signs, priced 
merchandise and proper layout all are just as 
necessary for a self-selection store as in a con 
ventional showroom. Just about the only physical 
change involves proper location of a checkout 
counter near the door and the erection of railings 
for traffic control. 


NEXT ISSUE: In the August 22 issue, the first 
American Lumberman build-it-yourself fixture de- 
sign will appear. It’s an island or floor unit that’s 
completely flexible and useful for a wide range of 
products. 





This brand name 
on lumber 





also offers Building 
Services that help 
dealers sell their 


full line of 
quality building materials 


How 
Weyerhaeuser 4-Square 


increasing sales with 
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More and more lumber dealers are 
using the 4-Square Building Services 
to sell building prospects—and to in- 
crease the sale of every item in their 
yards. The Services work this way: 


People who are interested in build- 
ing a new home or a farm building 
read about the Weyerhaeuser 4-Square 
Home Building Service or the 4-Square 
Farm Building Service in leading na- 
tional magazines. These advertise- 
ments advise prospects to go to their 
local Weyerhaeuser 4-Square Lumber 
Dealer to see scores of professionally 
designed plans. 


Each month thousands of prospects 
request literature offered in Weyer- 
haeuser advertising. These people are 
sent the names of Weyerhaeuser 4- 
Square Building Service Dealers— 
while their names are also furnished to 
dealers for local follow-up. 

Many dealers are employing these 
Building Services because of the help 
gained in stimulating sales, and in 
identifying their yards as local build- 
ing headquarters. 

For full information, ask your Weyer- 
haeuser District Representative about 
the program, or write to us. 


Weyerhaeuser Sales Company 


SAINT PAUL 1, MINNESOTA 


(For more data on advertised products fill in coupon om page 120) 





August 8, 1955, AMerRIcAN LUMBERMAN AND 


Dealers are 


these Building Services 
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STORE FRONT provides 72 feet of glass for window displays which can be 
illuminated by timed spotlights. Bright sign points to the parking area. 


Makes It Easy to Sell — Easy to Buy 


Quicker, higher-profit sales came to the Tri-State LumberCo., when they: 

® Put impulse items up front 

@ Price-marked everything 

@ Provided complete home planning 


LUMBER WAREHOUSE (ADJOINING) 





@ Put a sales counter in the middle 
of the store 


@ Arranged products for self-service 
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FLOOR PLAN shows that impulse items are located up front; heavier products 
are displayed in rear. 
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HORACE B. RICHARDS, manager, interests a customer in a paint brush 


Firm's entire paint stock is located here. 


A centrally placed cashier’s counter, careful ar- 
rangement of islands and products for self-service, 
prominent pricing and a complete home planning de- 
partment is the formula for quicker, higher-profit 
sales for the Tri-State Lumber Co., Salt Lake City. 

“We feel our expansion and remodeling program 
has made it easier for all of our customers to buy 
from us—and it has certainly made it easier for us 
to sell to them,” says Horace B. Richards, manager. 

The firm’s showroom, 87'x72’, contains 6,400 square 
feet of floor space. Three interior walls are finished 
in canary yellow; in contrast, the rear wall is dark 
olive green. Buff-colored resilient tile flooring and 
ivory acoustical ceiling tile adds to the shadowless 
lighting produced by five, store-length fluorescent 
units. 


Here are the showroom’s main features: 
STORE FRONT: The 72-feet of window display 
area is wired with timed spotlights for pin-pointing 
night displays. Any of the store’s caster-mounted dis- 


pate 2 ha 
SALES COUNTER located in the middle of the show- 


room at the Tri-State Lumber Co. makes for quick, over-the- 
counter sales. 


3UILDING PropuCcTS MERCHANDISER 


play islands can be rolled into the window display 
space near the main entrance. An off-street parking 
lot at the side of the showroom contains space for 
50 cars. 


CASHIER’S COUNTER: The main store area fea- 
tures a centrally placed cashier’s counter in front of 
the main entrance. The counter is surrounded on 
three sides by nine islands loaded with impulse mer- 
chandise. 

“This central sales counter puts our salespeople in 
the middle of the floor where they can see customers 
in any part of the display room,” says Richards. “No 
shopper is left standing in a corner unobserved when 
he needs help. 

“Purchasers can conveniently walk to the cashier’s 
counter from any part of the store, but they have to 
pass hundreds of products conducive to impulse buy- 
ing.” Front of the sales counter has inset display 
shelves for products which clerks call to customer's 
attention as they are paying their bills. 


SELF-SERVICE LAYOUT: “We planned the main 
display area layout to promote self-service and to 
coincide with the type of customers we expected to 
handle in each department,” adds Richards. 

“For example, we placed our household items such 
as brooms, mops, utensils, small appliances, paints, 
brushes, lawn and garden equipment, laundry equip- 
ment, galvanized ware and small tools up front where 
they can be found easily by the walk-in customer. 

“Our heavier stocks such as plumbing supplies and 
fittings, power tools, kitchen cabinets, doors and win- 
dow frames, roofing and siding displays, nails, bolts 
and builders hardware are located toward the rear of 
the store. These are mostly builder items and will be 
purchased more deliberately rather than on impulse,” 
he explains. All products in the store are clearly, in- 
dividually price-marked. 

DISPLAY ISLANDS: Display islands are arranged 
in horizontal and vertical alignment to permit cus- 
tomer browsing along unblocked passageways which 
still provide ample walk-through space. All islands 
and gondolas are numbered and labeled with elevated 
metal placards. Wall displays are identified by attrac- 
tive plastic, cut-out block letters. 

Special promotional islands are small and circular 
in shape and attract attention through the change-of- 
pace in size and up-front placement in the store. Most 
of the stock is stored on the displays. A special, 1,000- 


(continued on page 89) 
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NUN-LUADBEARING WALLS in 
the Letherbridge-designed house 
have no studs. Interior partitions 
are made of 1%-inch, millJam 
inated gypsum board faced on 
the job with a %-inch sheet of 
the same material Here, the 
board is fitted into the groove 
between 2x10 rafters 


LOOK 


LOOK 


Take a LQQK at 


2 PERFORATED HARDBOARD is used as a part of the wall storage space 

in the recreation room and to build an unusual reflector for the strip fluores- 

cent lighting system. Ceilings throughout the house are exposed gypsum 
plank painted white. Coddington designed this house. 


U.S. Gypsum’s Research Village shows 
what architect-builder-manufacturer team- 
work today may mean to tomorrow’s build- 
ing. 


More than 15,000 people took advantage of a warm 
week end last month to swarm through the six-house 
Research Village near Barrington, Ill., to get a 
glimpse of what homes geared to modern living will 
look like in the next decade. 

The idea for the project was conceived in 1952 by 
the U. 8. Gypsum Co. as a method of learning how to 
adapt commercial building materials to low-cost home 
construction and give builders a stronger edge in 
the competitive market which finds consumers’ dol- 
lars being channeled away from home building. 

Top architects and builders from six climatic zones 
of the nation teamed with U. 8. Gypsum Co., Ameri- 
can Institute of Architects and the National Associa- 
tion of Home Builders to develop new ideas for low- 
cost housing; it was not their intention to design 
six houses that necessarily would be entirely dupli- 
cated. 

Utility Rooms Replace Basements 


The homes feature a wide-open living room, dining 
room and kitchen exposed to view, and often from the 
front door, 
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None of the homes has a basement. With the dis- 
appearance of this space, large utility rooms and 
ample playrooms are provided. In one case, the auto- 
matic washing machine has been built into a cabinet 
in the kitchen. 


Metal Studs Introduced 


An open-web steel stud was used to replace conven- 
tional wood studs in non-loadbearing walls. They 
give the same wall thickness, provide fire safety and 
assurance of dimensional stability. 

Metal-edged gypsum planks were used for both 
roofing and flooring. The planks were left exposed 
on the under surface to form the ceiling over the 
first floor. Asphalt tile was applied on the top side 
to provide a floor. 


Designed by Top Architects 


Architects who designed the homes in the project 
are: G. H. Coddington, Francis D. Letherbridge, Hugh 
Stubbins, Jr., Harris Armstrong, A. Quincy Jones, Jr., 
and O’Neil Ford. Working with the architects was a 
teammate builder chosen by NAHB from the climatic 
zone represented by the architect. 

“These are the kinds of houses we’ll be building 
10 years from now,” says Earl Smith, head of the 
NAHB technical committee. 
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The Home of Tomorrow 


Though designed by six indi- 
vidual architects, the houses re- 
flect these trends in building: 


—Fireplaces in every home. 


—Disappearance of the base- 
ment. 


—Storage space built into 
the carport wall. 


—Predominance of transoms 
or clerestory windows be- 
tween rooms for extra light 
and air, 


—Sloping roofs add contours 
and interest to rooms, 


—Lavish use of built-ins with 
storage islands serving as 
room dividers. 


—Kitchen and bath feature 
color and back - to - back 
plumbing for economy. 

—Posts and beams become 
part of the decorative 
scheme. 

—Plenty of sliding glass doors 
and jalousies. 


EXTERIOR CLAPBOARDS are carried inside the living room of the 


Stubbins-designed house. Later the clapboard was partly 


covered with 


bookshelves. Partition slides on a track to close the opening between the 


bedroom and living room. 


LOOK 


SLIDING DOORS separate the kitchen from the liv- 
ing room in the house designed by Armstrong. The 
homemaker, working in the kitchen, can carry on a 
conversation with persons in the living room. 


LOOK 


LARGE LIVING ROOM WINDOW of Stubbins-de 
igned house faces the patio. All operable sash are 
awning type except for the bathroom skylight which 
slides open horizontally. 





Small-town Minnesota 
dealer also finds adjacent 


Rents Office Space businesses increases store 


traffic. 


“Our land on main street was 

to Kee D O ts d just too expensive to pile lumber 

p own ver ed on,” says C. M. Nelson, president, 

Alexandria (Minn.) Lumber Co., 

“so when we built our new show- 

room, we added three extra offices 
to rent to other businesses.” 

The extra offices, all built in the 
same architectural style as the 
lumberyard, helps the firm pay its 
utility bills and high taxes and 
keep other overhead costs low. 

“The location on main street 
gives us a very high rate of walk- 
in traffic,” adds Nelson, “and, the 
other businesses on our property 
contribute greatly to our floor 
traffic.” 

The Alexandria Federal Savings 
and Loan Association occupies one 
of the offices, which is an advan- 
tage in itself. Another office is 
taken by the city board of public 
works. The third office is split into 
a four-doctor veterinary clinic. 
ss The lumberyard is near the center 
; caked ae of the block. 

RS OR The Alexandria Lumber Co. is 

_— owned and operated by Nelson and 
MORE FLOOR TRAFFIC was one of the main reasons why the Alexandria Lum- his son, Norm L. Nelson, who is 
ber Co. provided rentable office space when they built their showroom. general manager. 








HARBIL PAINT SHAKERS FOR Distinction 
and Beauty 


vform de‘cor more Business 
OUtpet nem all! — and Profit 


@ Remarkable All-Pur- 
pose mixer specially 


designed to, mix and ©) (©) V7, 
blend Color, powders, : 

deep-tones in 60 SEC- = q| 
OND OR LESS! x2 
Exhaustive laboratory 

tests prove it the 

{-a-s-t-e-s-t conditioner, 1004 1005 LOI! LOIO 1006 
rejuvenator or mixer 


ve: 9 ‘ 
sver DUR. ect de’cor LOUVERED DOORS are a growing 


cans from V4 pis, 10 market, appealing to more and more customers. 
° ’ udi ‘ H ; 
circle seal raised lip Made to your requirements with fast Midwest 


service and economies. 


HB-7 eee 

@ NEEDS NO BOLT. 
ING DOWN! Harbdil 
exclusive design float- 
ing spring type legs 
mean vibrationless per- 
formance 

@ Shakes “ pts. to 1 
gal. and circle seal 
raised lip cans, 2 diff 
size cans at one time 
in twin cradles, or 


’ 
a) medic ogame oval de €OF SHUTTERS offer many opportunities for 


gh mg A oa extra, profitable business. The practicality and 
mixer money can buy! Grand Rapids craftsmanship of DE’COR shutters 
has made them leaders in this new field of window 
treatment. rs illustrated booklet, with complete 

: sales information and profitable dis- 
t. AL-5S for Write for counts. Please use firm letterhead. 


+ trated Brochure 
De’cor of Grand Rapids, inc. 


MANUFACTURING CO., 
825 W. Ohie St,, Chicago 10, i. | ualimadiliateietiael oo perise Michioon 
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BUILD BIGGER SALES 


WITH THE 


HENDRICK PANEL SAW 


Progressive dealers everywhere are in- 
creasing sales by cutting plywood to their 
customers’ exact specifications. The 
Hendrick Panel Saw provides the means 
to perform this valued service at a low 
initial cost. The equipment may be 

mounted horizontally or vertically (as 
=) oe eae eae shown) where space is at a premium. 


| 
| 
4 
| 
4 
“We have installed | 
‘ 

satisfied with it. We ) Mounted vertically, the saw occupies a 
{ 
| 
1 
? 
' 
| 


this equipment in our 


es = Pm ow minimum of space and greatly reduces 
practical method of all handling and cutting costs. 
—~ Mn. The machine is designed to cut all 
tions.”’ structural panels: Plywood, plastic, mas- 
onite, wallboard, etc. Models available 
Branch Manager : tei y 1 , 
ey ne - with capacities of 44%, to 12% fee Soe 
Medford, Mass. ' = ——— 


8 69 
WRITE... ~whe: HENDRICK MFG. CORP. 


for illustrated . 
brochure to . MARBLEHEAD, MASS. 


Mr. M. K. Peterson 





W here 
to get give-away 


material for your 


do-it-yourself 


show 


Your most convenient source of attractive and resultful 
give-away material... for affairs such as a do-it-yourself 
show ... are the various manufacturers of building materials. 
To learn what manufacturers’ literature is available for your 
use, and where to get it, consult the: 


April 4, 1955 


DEALER PRODUCTS FILE 


Issue of 


AMERICAN LUMBERMAN 


4&4 BUILDING PRODUCTS MERCHANDISER 
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Si American Lumberman YOUR AD OF THE WEEK 


ADservice 





wTrrrVT—rr—7"" 


Sa 


No. 40 of a Series 





EXAMPLES OF "ADservice IN ACTION" 


One of the most effective types of dealer ads is the 
“combination” style featuring both the completed 
project and related individual products. The Stearns 
Lumber Company ads reproduced here demonstrate 
how ADservice mats can be used to build attractive, 
interesting, attention-getting ads of this type. 

To get variety in a year ‘round series of ads re- 
quires a wide selection of top-quality illustrations. 
That’s exactly what ADservice provides—a total of 
254 mats of projects and products—plus suggested 
headlines, layouts and copy for every season. 

The actual cost of drawings, cuts, layouts, etc., for 
ADservice to American Lumberman was over $10,000. 
You get the complete service for only $86.90. Or you 
can get mats for several ads for only $3.95. 

Dealers in every one of the 48 States and Canada 
are using ADservice. Many have told us it is the best 
advertising investment they ever made. Write Ameri- 
can Lumberman today for the free 48-page ADservice 
book giving complete details. 
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Phone 5341 Herb. Fillbrandt, Mgr. Young America 
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FOR ALL 
W.P.A. SPECIES 


Why waste time 
and money shop- 
ping around... 
when Western 
Woods, Inc. 
offers you qual- 
ity lumber in 

ALL WPA species! 
Scientific kiln 
drying, depend- 
able grades, fair 
prices. Straight 
or mixed cars to 
your specifica- 
tions. Call on us 
today! 





WOODS, INC. 


715 Spokane & Eastern Bldg.—Spokane, Wash 


Riverside 7149 TWX: SP-104 
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OWENS-ILLINOIS 
GLASS BLOCK 


— and 


Modular 
Brick .) 


... building materials 
that “belong” together 


Owens-Illinois Glass Block are handled in the same way 
as modular brick. Same mortar materials and similar lay- 
ing technique .. . go in at the same time, Three modular 
brick equal one 8” glass block. Panels fit perfectly into 
modular size openings . . . no cutting of brick . . . no 
‘squeezing’ of mortar joints... no frame is necessary. 


Glass block are pre-packed in sturdy cartons of con- 
venient size. Cartons are easy to handle, easy to store. 


Owens-Illinois Glass Block are available in a wide 
variety of designs from super-clear that you can see 
through to those that restrict sight completely. Plan now 
to push—and profit from—this versatile, practical build- 
ing material. For information or help with a specific 
problem write: Kimble Glass Company, subsidiary of 
Owens-Illinois, Toledo 1, Ohio. 


All Owens-Illinois Glass Block are 
face-coated for easy removal of 
excess mortar. Even the hardest, 
dried-on mortar rubs off quickly 
and easily, reducing finishing 
cleaning time to a minimum, 


Owens-ILLINOIs 


GENERAL OFFICES @ TOLEDO 1, OHIO 


(For more data on advertised products {ill in coupon on page 120) 





...among the dealers... 


With Post Brand Name Promotion 


<a 


ARCHITECT Raulin White and his 
family visited the Downers Grove, IIl., 
branch of the Edward Hines Lumber 
Co. during its recent Family Build It 
Bazaar to pick up a pattern and ma- 
terials for a backyard rocket ship. 


To tie in its local brand name 
promotion with a national weekly 
magazine, Edward Hines Lumber 
Co., Chicago, recently held a Fami- 
ly Build It Bazaar. 

Sales increases were encourag- 
ing and similar promotion is 
planned later this year. Hines ad- 
vertising manager Dan Nikolich, 
estimates sales were up about 14% 
as a result of this brand-name pro- 
motion. 

Besides promoting specific prod- 
ucts, Hines stressed that since buy- 
ing building materials concerns 
the whole group it should be a 
family affair. 

In cooperation with the Satur- 
day Evening Post, Hines decorated 
its 27 branch stores in the Chicago 
area with streamers and banners 
promoting the brand name build- 
ing materials and tools advertised 
in the Post. Full-page ads in the 
Chicago metropolitan newspapers 
and several suburban and neigh- 
borhood papers promoted the ba- 
zaar and invited homeowners to 
come in with their families and 
look around. 


= 


UMBERMANES, 
LOG 


Ben Thatcher, formerly manager of 
the LeMoore yard of the Valley Lum- 
ber Co., Fresno, has purchased the 
yard and will operate it as the Le- 
Moore Lumber Co. The Valley firm re- 

ortedly is disposing of most of its 
Coaneb yards and general manager F. 
Dean Prescott plans to devote his time 
to his Sequoia Lumber Co. yards. 


a mated 


James L. Glan- 
ville, executive 
vice-president of 
the Hixon-Peter- 
son Lumber Co., 
Toledo, Ohio, has 
been named presi- 
dent and elected 
to the board of 
directors. He suc- 
ceeds Thomas J. a 
Dolan, president, Glanville 
who is retiring. The company has 
branch yards in Sylvania, Continental, 
Ottoville and Fostoria, Ohio; Adrian, 
Ida, Petersburg and Monroe, Mich. 


Frank J. Austin, a partner in the 
Frank Austin Company, Asheville, 
N. C., and a prominent lumberman 
and building materials dealer, died 
suddenly at his home in Penley Cove, 
June 15, after suffering a coronary 
thrombosis. He had been an active 
director in the Carolina Lumber & 
Building Supply Association for a 
number of years. 
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The ONLY Complete 


McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 


Disappearing Stairway Line! 


Write today for 
FREE 

BESSLER 
CATALOG and 
WALL CHART 
showing how 
easily and 
economically 
you can use 
BESSLER 
DISAPPEARING 
STAIRWAYS 

(7 Models) 

to assure more 
cubic feet per 


IMMEDIATE building dollar! 


DELIVERY 
assured on all models! og 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 East Market Street, Akron 5, @hio 


Quality » 


WESTERN 
SOFTWOODS PONDEROSA I"! 
IGAR (Ger wh PINE 


FIR, WHITE FIR 
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Dealers Active in Civilian Defense Bo C= = as ae Ome om am a Om ae 


Three Waukesha county (Wis.) lumber dealers 
played a major part in what has been called the “most 
complete Civil Defense Day in a small community in 
the nation.” | 

Organization of the highly successful Wales De- 
fense Day fell to Willard Allen, Allen Lumber & Fuel 


A 


QeQHeHeHeQaHeaHeaqeaHadat 


LUMBER DEALERS W. J. Gallwitz, Willard Allen and John 
Dunphy played an important part in the highly successful 
second annual Wales Civil Defense Day. 


2g 
> 


Co. of Wales, and a board of directors that included 
Walter J. Gallwitz, Brookfield Lumber Co., Inc. and 
John Dunphy, Hartland Lumber & Fuel Co. 

Wales, population 172, staged its second annual 
Civil Defense Day in June with the help of 401 men 
from the county. The U. S. Army, Marines, Air Force, 
Ground Observer Corps, Red Cross and other defense 
units participated in a mock enemy air attack. 

Army jets dropped mock bombs; dummy buildings 
burst into flames. A communications center powered 
by storage batteries took over when other power 
sources were knocked out. 

More than 5,000 people watching the proceedings 
had a vivid demonstration of how a well-organized 
civil defense group could carry out the grim details 
of survival in case of war. 





Show to Stress Planning for Profit = 
The Alabama Building Material Exchange has is 

joined the Florida Lumber and Millwork Association, YALE HAS THE PRO DUCTS 

Building Material Merchants of Georgia and Ten- 

nessee Building Material Association as a co-sponsor 

of the annual Southeastern Dealer Convention and AND THE DISPLAYS 
3uilding Material Show, to be held at the Atlanta 


The program is built on the enticing theme, Plan- THAT SELL THEM FAST! 


ning for Profit. Three clinics will be conducted by 
nationally known building material merchants. 





REMODELING FORMULA 


(begins on page 80) 





square-foot stock room at the rear is used for roofing 
and siding and overflow items. 

HOME PLANNING: Experienced home planning 
consultants use a 12’x9’ office to talk to contractors 
and prospective home buyers who need estimates and “ 
financing information. A 15’x24’ office on the partial Bn oll YALE NO. 515 
second floor is the drafting department for home and FEATURES 4 ZIPLOCKS COnSEIEN Cuauoune UO T9 
commercial building plans. A 12’x15’ employes’ lunch ; 
room also is located on the second floor. - , 

OFFICES: A 400-square-foot general office, with a aa 
counter, is located at one side of the showroom near ' oa FREE | SEND NOW! 
the exit to the yard. This is used for inventory con- Se Write for valvable ; 
trol and credit and payroll accounting. The manager’s \ oun Gas a teu aia 
office is located across from the — office. Both is ; Lock & Hordware Div White Protas NY 
rooms are finished to display paneling. te 4) apie 

The Tri-State Pood cong wilh ere in Salt Lake Tpranamneneennen nats 
City’s Sugarhouse district, is owned by the Boise- 
Payette Lumber Co. 





BUILDING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 120) 89 





BUNDLED 
UPPERS 


STRAIGHT and 
MIXED CARS 


JAMBS-FRAMES 
MOULDINGS 


PACIFIC 
MUTUAL 
elele). meier 


LL. 
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NEW MACHINE for glass fiber insulation material. Does entire job from raw 
material to finished product, and turns out carload in five hours. 


Big Machine Boosts Insulation Production 


Installation of a 180-foot long 
machine for the automatic produc- 
tion of insulating material marks 
another step in the rapid growth of 
a 12-year-old firm, Sealtite Insula- 
tion Mfg. Co., Merton, Wis. 

The $100,000 machine, claimed 
to be the first of its kind in the 
industry, turns out a carload of 
glass fiber insulation material 
every five hours. It does the entire 
job, from melting rocky raw mate- 
rial into glass fibers, to producing 
the finished product in batt, blan- 
ket or felt form, almost completely 
automatically. 

The machine’s main task will be 
the production of Super Sealfoil, 
the company’s latest development, 
according to Miles S. Firnhaber, 
vice-president. Super Sealfoil is a 
glass fiber batt wrapped in alumi- 
num foil, designed primarily for 
use in new home construction. 
Firnhaber claims it is the most 
efficient insulating material pro- 
duced and that the foil, in addition 
to stopping heat radiation, pre- 
vents damaging moisture from 
seeping into the structure of the 
house. 

Since its introduction several 
months ago, the aluminum wrap- 
ped insulating material has in- 
creased the company’s sales sub- 
stantially. Sealtite also makes reg- 
ular glass fiber blankets for new 
home construction, glass fiber felts 
for insulating refrigerators and 
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freezers and pellet-type glass fiber 
for “blown-in” insulation of exist- 
ing structures. 


Standard Announced 
For Shakes and Shingles 


Announcement by the U. S. De- 
partment of Commerce of a Com- 
mercial Standard for machine- 
grooved shakes and rebutted-re- 
jointed shingles was hailed by 
manufacturers and distributors as 
a highly significant development 
beneficial to both producers and 
users. 

Identified as CS199-55, it forms 
a basis for grading re-manufac- 
tured shingles intended for use 
chiefly on sidewalls rather than 
roofs. It covers definitions and 
minimum requirements including 
length, width, dimensional toler- 
ances, packing, inspection, certifi- 
cation and labeling. 

The Red Cedar Shingle Bureau, 
sponsor of the Commercial Stand- 
ard, requested its establishment as 
a means for obtaining greater uni- 
formity in grading and packing 
No. 1 (top commercial grade) 
shakes and shingles. Widely en- 
dorsed by dealers, architects and 
builders as well as by manufac- 
turers, it became effective June 15 
as a recorded voluntary standard 
of the trade. 
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COMPANIES ANNOUNCE 


NOW. .. you can sell 


Zonolite Co., Chicago, in its annual WINDOWS 
report to stockholders, disclosed plans 
for a new $313,000 mill near Green- 
ville, S. C. Scheduled for fall opera- Ca 
tion, the mill will employ a new re- 
fining process which was successfully 
introduced in the firm’s Libby, Mont., gy ¥ EEL 
plant last year. 


Pack River Lumber Co., Sandpoint, aud 
Ida., is building a $750,000 plant for 


the manufacture of a new-type in- One of the oldest names in the metal 

terior particle board from sawmill window business, VENTO has con- ALUMINUM 

slabs and edgings. The first of its tinuously manufactured the “Cham- 

kind in the particle board field, the pion” line of casement, basement, 

EF be Ieons oe ak cr Lace commercial and utility steel windows locking aluminum awning window. Residential 

Washington. for 33 years. casement, double hung and complete com- 

We now announce our entry into the modity lines of aluminum windows are now 
Pabco Products, Inc., San Francisco, aluminum window business. Our first being developed. 

will build a gypsum wallboard plant 

near Florence, Colo., according to pres- VENTO 

ident W. L. Keady. Expected to be 

ready for Seedhaaiions oF ean April, Aluminum Awnina Windows 

it will produce gypsum wallboard, 

sheathing, lath and plaster. The new 

plant will be Pabco’s ninth, but its 

first in Colorado. 





product in this field is the VENTO automatic 


, ~ ‘ 


ao ’ / 
well CAeJs¢ Ad farted 


PNG e). V Usl em aele din ic) 
Marquette Cement Mfg. Co., Chi- yiny Ks 1 ' 
cago, has reported a substantial gain 
in sales and income for the first half 
of the year compared with the same 


WEATHER TIGHT 


period last year. Marquette’s selling ~ — ro met tact plus 
prices for the third quarter are un- UNLIMITED ADJUSTMENT 
changed and no changes are contem- ' suickly ret 14 


Dé } Y ea r 
plated for the balance of the year. The : 
last price increase was effected in July POWER PLUS OPERATOR yreetendait 
1954. erat , ide ; 


geared 


The Ajax Hardware Mfg. Corp., Los ) td slat fh : 
Angeles, has completed an expansion EFFORTLESS OPERATION 
that adds about 10,000 square feet to it rrict ' 


its manufacturing facilities. Norman 
Louis, president, reports the addition 
includes an air-filtered paint and bak- 
ing room, water-wash spray booths 
and increased packaging areas. 


Southern Sash Sales & Supply Co., VENTO STEEL CASEMENT WINDOWS 


Sheffield, Ala., has announced a new 


ENGINEERED SIZES 





All casements drilled and tapped to receive storm sash 
headquarters for Southern Sash of and screens, operator arm guide channels attached 
Florida, A modern concrete block and with screws for easy removal and replacement, if 
aluminum building in Hialeah it pro- necessary; ventilator frames constructed from the 
vides sales offices as well as ware- same heavy sections as the outside frame. This pro- 
housing space for the company’s line vides greater rigidity and stronger ventilators. 
of Ualco aluminum windows, Sashco 


Tension screens and storm sash. 


is com a VENTO BONDERIZED 
‘he American Pulley Co., Philadel- a ” 
phia, has purchased from the Stand- CHAMPION 


ard Pressed Steel Co. the rights, tool- 


ing, equipment and inventory of the STEEL BASEMENT WINDOWS 


latter’s Hallowell line of pressed-steel Effortless operation gives any of three ventilation 
platform trucks. American Pully re- openings, or sash removal. Sturdy 14 gauge jamb fins 
cently acquired the Safeway Lift for easy installation in block or poured concrete 
Truck line and now with the addi- walls. A redesigned cam latch and slotted opening 
tion of platform trucks, the firm allow greater tolerance, insuring positive operation 
rounds out its line to include all types and latching under all conditions, 

of manually operated materials han- 
dling equipment. 











Also ask about: 
VENTO “Thrifty” Steel Basement Windows 


VENTO Industrial and Commercial Steel Windows (projected and 
pivoted types). 


VENTO Utility and Barn Windows 
VENTO Formed Steel Lintels (for Block and Brick Construction). 


Consoweld Corp., Wisconsin Rapids, 
is manufacturing the largest decora- 
tive plastic laminate panels in the 
plastics industry, according to an an- 
nouncement by Jack Davies, sales 
manager. Measuring 12 feet by 51 
inches wide, the panels are designed 
te cover large wall areas with fewer 
panels, cutting down the number of 


joints and resulting in better appear- VENTO STEEL PRODUCTS CO., INC. 


ing jobs at reduced labor costs. 249 COLORADO STREET BUFFALO 15, N.Y. 





Write us for full information. Some desirable terri- 
tories are open for representatives and distributors. 
Write for full particulars. 
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why is Canada’s 
“CONSTRUCTION BOULEVARD” 
called 
“MACK BOULEVARD”? 


Montreal’s Cremazie Boulevard might be called 
“Construction Boulevard.” But instead, it’s called 
“Mack Boulevard.”” Why? Because along a one-mile 
stretch of Cremazie Boulevard, you'll find two-and- 
a-half solid miles of Mack dumpers and mixers! 


In fact, Mack is such an overwhelming favorite in 
this big construction hauling center that you'll rarely 
ever even see another make of truck there. 


This landslide preference for Macks means just one 
thing: experienced construction men recognize Macks 
as the one truck offering the combination of stamina, 
rugged construction, operating economy and low 
maintenance that means the most profitable hauling 


on the toughest jobs, over the roughest terrain, year 
after year. 


Here are the Cremazie Boulevard firms that operate over 
550 Macks: 


Miron et Fréres 
Highway Paving Co., Ltd. 
Montreal Quarries, Ltd. 

Dominion Building Materials, Ltd. 
Beaudry et Fils, Ltée. 
Achille Billet, Ltée. 
Adelard Boisvert 


MACK TRUCKS 
Y 


Empire State Building, New York 1,N 











MANUFACTURERS 
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Flat-Car Shipment Tests Value of 
Paper-Wrapped Lumber 


Another step toward saving lumber dealers money 
in unloading rail cars of lumber was accomplished 
when a flat-car shipment of paper-wrapped lumber 
arrived in perfect condition at the Sterling Lumber 
Co., Chicago, last month. 

“This is the forty-fifth flat car of lumber shipped 
to Chicago from the south to test various ways of 
strapping and protecting lumber,” says John Moeling, 
president of Sterling. “The entire study is being 
made because a dealer can save up to 85% with fork- 
truck unloading of a flat car of unitized lumber over 
the old hand-unloading methods used for box cars.” 

Cooperating with the Sterling Co. in the experi- 
ment were the Acme Steel Strapping Co. and the 
American Sisalkraft Corp. The flat-car, equipped 
with bulkheads at each end, carried 24 unit loads of 
industrial lumber from Goodwater, Ala., to Chicago 
in six days. 

Colored movies of the loading and unloading of the 
car were taken by the American Sisalkraft Co. Moel- 
ing says the films will be shown to dealers during the 
materials handling clinic at the NRLDA Exposition 
in Cleveland, Ohio, in October. 


TEST-CAR SHIPMENT of steel-strapped, paper-wrapped 
lumber is checked over by John Moeling, president, Ster- 
ling Lumber Co., Chicago 


Strick Plastics Increases Daycor Line 


Recent items added to the Daycor line of finished 
products by the Strick Plastics Corp. include a pre- 
assembled bath enclosure in a do-it-yourself kit, a 
pre-assembled awning and a pre-assembled patio 
cover. The firm also manufactures Lamicor, an in- 
dustrial grade of fiberglass for roofing, walls and 
electrical usage. 





Pack River Sales Co. 
Announces Change in Name 
Pack River Sales Co., Spokane, 


SELF-SERVICE 


(begins on page 50) 


grees, so that when the price-mark- 
ing is applied, it can easily be read 
from a standing position. 

Shelves have a false bottom of 





has changed its name to Pack River 


Tree Farm Products. The change in basic construction. They have 
five shelf levels and are either 8 or 
10 feet long, 4 feet wide and 51 
inches high. Merchandise is avail- 
sents are gradually broadening the able from both 


was made to illustrate more clearly 
the type of sales service offered 
and because the firms it repre- 


field of wood products manufac- 
tured, according to J. M. Brown, 
Jr., and L. V. Brown, principals. 

Pack River manages sales for 
Northwest Timber Co., Gibbs, Ida.; 


islands; 


sides of these 
therefore, the 
shelf, which is the widest, is 24 
inches deep. Each shelf above is 
narrower than the one below until 


perforated metal, enabling dirt to 
sift through. The perforated metal 
also permits adjustable brackets 
for glass bin dividers. 

The island gondolas are made of 
wood and plywood and can easily 
be changed to fit specific problems 
of display. 

In conclusion, we would advise 
a dealer to convert to a self-service 


bottom 


Pack River Lumber Co., Sandpoint, 
Ida.; Thompson Falls Lumber Co., 
Thompson Falls, Mont.; Creston 
Sawmills, Ltd., Creston, B. C.; the 
Ellersick Sawmill, Bonners Ferry, 
Ida., and the Mead, Wash., Saw- 
mill of Mobilhomes Corp., Spokane. 


the top shelf is 10 inches deep. 
A four-inch kick space is pro- 
vided beneath the bottom shelf. 
This increases the effective width 
of the aisles, enabling customers 
to get closer to the displays and 
facilitates cleaning. Edges of all 
shelves are beveled in varying de- 


operation for floor-displayed items, 
even though he cannot resolve all 
problems in advance. No one has 
all the answers yet. Price and dis- 
play your merchandise on conven- 
ient counters, channel your cus- 
tomers to a check-out counter and 
you will be satisfied with results. 














Cash Register Breaks Down Sales 


The cash register at the Whiting-Mead check-out counter breaks down sales accord- 
ing to departments, 


. Hardware | one man responsible for stocking and helps 


. Electric { in ordering 


! 
2 
3. Paint | one man responsible for stocking and helps 
4. Floor coverings {| in ordering 

5 


. Plumbing } one man responsible for stocking and helps 
6. Appliances { in ordering 


Key No. 6 (appliances) is also used for sales in other departments; for example, 
lumber and roofing. When sales are rung up on No, 6, sales tickets must also be 
written so that the proper product segregation can be made from the ticket. This 
isn't a difficult problem as few appliances are sold for cash and not too many sales 
are made on the floor in other departments other than those keyed. 


STRAND GARAGE DOORS are a ma- 
jor feature of Ryan King’s open-air 
shopping center on US 68 in Kentucky. 
Seven 16’ wide all-steel doors provide 
strong protection around the building, 
but are quickly opened to display 
wares in the morning and lowered and 
locked at night, leaving displays un- 
disturbed. 


Whiting-Mead's register also segregates sales to self-service and to the three sales- 
men on the floor. The register shows a separate total for each salesman and for self- 
service customers. 
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VISQUEEN, used as temporary win- 
dow closure in new library at Rutgers 
University, gave workers daylight con- 
ditions, held heat inside in spite of 
severe winds, snow and sleet. Product 
of Visking Corp., the polyethylene film 
can be rolled up in its wooden frame 
when ventilation is needed during such 
jobs as sanding. 





COMPANIES ANNOUNCE 





St. Paul and Tacoma Lumber Co. 
has named Wayne Earley assistant 
sales manager in charge of plywood 
sales. Earley replaces Corydon Wag- 
ner, III, who has been assigned to the 
company’s timber and raw materials 
division. In his new post, Earley will 
direct sales of all panel products, in- 
cluding a line of fused-resin fiber 
overlaid and textured plywoods and 
other specialty panels. 


Mastic Tile Corp. of America has 
appointed Walter R. Boyd plant man- 
ager of its new Wright Mfg. Div. at 
Houston, Texas. Announcement of the 
Wright purchase and the formation of 
the Wright Manufacturing Div. under 
the administration of Harry C. Hach- 
meister, highlights the tenth year of 
Mastic Tile operations. The Houston 
plant is expected to augment the 
firm’s annual sales volume by $12 
million. 


Canadian Western Lumber Co., af- 
filiate of Crown Zellerbach Corp. of 
San Francisco, has announced the 
election of Frank A. Drumb as presi- 
dent, and Robert J. Filberg’s election 
to chairman of the board. 


Metallon Products Inc., Tegco Div., 
Los Angeles, has announced the ap- 
pointment of W. E. Brady as sales 
promotion manager. 


Earl M. MeGowin, vice-president of 
the W. T. Smith Lumber Co., Chap- 
man, Ala., has been appointed chair- 
man of a Southern Pine Inspection 
Bureau committee that will undertake 
the task of revising the 1948 Southern 
Pine grading rules. According to the 
announcement by SPIB headquarters, 
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the consulting committee on grading 
rules has been carefully selected so as 
to give representation to all of the 
different types of mills that make up 
the industry. 


McKinney Mfg. Co., Pittsburgh, re- 
ag the retirement July 1 of Frank 
. Koch, Chicago regional sales man- 
ager, after 40 years with the com- 
any. Koch will continue with Mc- 
inney in a consulting capacity. 
Thomas J. Kallahar wil! succeed Koch, 
according to Howard N. Campbell, Jr., 
vice-president. Kallahar has been as- 
sistant sales manager in the Chicago 
region since 1954, 


Northern California lumbermen, 
meeting at San Francisco recently, 
heard details of a plan to change grade 
names. H. V. Simpson, executive vice- 
president of the West Coast Lumber- 
men’s Association, told the meeting 
the new system should be in effect by 
fall. Basically, the change calls for 
lumber formerly graded numbers one 
through four, to labeled construc- 
tion, standard, utility and economy. 


Corrulux Plans Expansion 


The Corrulux Div. of the L.O.F. 
Glass Fibers Co. has announced 
an expansion program involving 
$250,000 in the next 12 months, ac- 
cording to an announcement by 
R. H. Barnard, president. 

The program includes installa- 
tion of continuous production lines 
designed especially for panel man- 
ufacture, extension of present 
buildings and complete revamping 
of present production equipment. 
When the new facilities are com- 
pleted, the Corrulux plant will 
have a productive capacity of 20 
million square feet of panel per 
year, making it the largest plant of 
its kind in the world. 


Steel Doors for Homes 
Available at Lower Cost 


Six of the nation’s leading pro- 
ducers of steel door and frame 
units for interior use have formed 
The Steel Door Institute to estab- 
lish through the Commodity Stand- 
ards Division, U. 8. Dept. of Com- 
merce, voluntary standards for the 
industry and to keep architects, 
builders and the public informed 
of new developments. 

The combined experience and 
production know-how of Institute 
members has already produced the 
first major advancement in steel 
doors in 40 years—steel door units 
for residential construction at a 
comparable cost to units made of 
other materials. 


The Steel Door Institute is lo- 
cated at 2130 Keith Building, 
Cleveland, Ohio. Members are: 
American Welding and Mfg. Co., 
Warren, Ohio; Diebold, Inc. United 
Metal Prod. Div., Canton, Ohio; 
The Steelcraft Mfg. Co., Ross- 
moyne, Ohio; Truscon Steel Div., 
Republic Corp., Youngstown, Ohio; 
United Steel Fabricators, Wooster, 
Ohio, and Virginia Metal Prod. 
Inc., Orange, Va. 


Plastic Pipe Gets Tryout 
For “House-Plumbing” Use 


Plastic pipe that does not rot, 
rust or corrode is getting a tryout 
for “house-plumbing” in a model 
school building erected on the 
campus of the University of Mich- 
igan by its College of Architecture 
and Design. 

The new non-metallic pipe, pro- 
duced by The B. F. Goodrich Co., 
Akron, Ohio, is tough and durable, 
resists internal pressures and has 
the highest resistance to shock and 
impact known in the plastics field. 

If the experiment with the Koro- 
seal pipe works out, plastic pipe 
for all home plumbing needs may 
be an interesting, economical fea- 
ture of the home of tomorrow. 


RIGID PLASTIC PIPE is installed for 
experiment in “house-plumbing” use. 
Koroseal pipe is tough and durable; 
does not rot, rust or corrode. 
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Make up your\own mind 


to cash in on 


BIG profits—VOLUME sales 
with 


DELTA’S 


greatest selling Campaign 





"Don’t Be ‘Sold’... MAKE UP YOUR OWN MIND! 
Get All The Facts and You'll Get DELTA!” 











IT’S A GREAT SELLING CAMPAIGN 
- - » BASED ON SELLING FACTS 


e@ People don’t like to be sold—-But they do like 
to buy 


e “MAKE UP YOUR OWN MIND” appeals 
to their common sense and their vanity 


e It dramatizes DELTA’S greatest competitive 
weapon—comparison with competition! 


ONLY DELTA GIVES YOU THESE 
SELLING ADVANTAGES 


e The most complete line of power tools in the 
world 


e Both combination and individual tools 
e DELTASHOP ‘“‘Tool-At-A-Time” selling plan 
e The oldest and finest name in power tools 


DELTA DELTA 


Another Product by 


QUALITY POWER TOOLS 


Rockwell Gry 


DELTA QUALITY COSTS NO MORE 
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PLUS BIG NATIONAL ADVERTISING 


DELTA’s backing up this great new campaign 
with powerful, hard-hitting national advertising 
— the biggest ever put behind any power tool! 
And it’s all timed to get customers and prospects 
into your store during the big fall and pre-Christ- 
mas buying season. 


HERE’S HOW YOU CAN CASH IN 


DELTA gives you all the merchandising and 
point-of-sale selling helps you need to get the 
customers into your store! Make Up Your Own 
Mind to cash in with the leader this fall. Get all 
the facts from your jobber man, or send the 
coupon—-today! 


DELTA has booth #4 at The National Hardware Show — come and see us. 
_— said sv uinndndaibtiniiematad sae a 


Delta Power Tool Division, Rockwell Manufacturing Co. 

478H North Lexington Avenue, Pittsburgh 8, Po 

{_} Give me all the facts on Delta's big MAKE UP YOUR OWN MIND 
selling campoign, including order blank for point-of-sale helps. 

{_] Give me the name of my nearest Delta Jobber. 


Title 


— a ee’ 


Company 


—— 
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to ASSURE 
the SUCCESS 


of Your... 


Convention 


Sales Meeting 


@ Plan your convention or sales meeting 
at this paradise on the ocean. Its 
complete air-conditioned Convention 
Hall will comfortably accommodate 
over 700 persons for meetings . . . 450 
for banquets. No obetructions . . . not 
a single pillar or post. Other meeting 
rooms for smaller groups. 


Among the many recreational 
features are shuffieboard and golf... 
charter boata with experienced cap- 
tains for deep-sea fishing as well as 
lake fishing are available at our pri- 
vate docks. Over 800 feet of private 
ocean beach. 

@ You will find at the Colonnades 
everything needed to make your con- 
vention a success. Everything to make 
for a perfect meeting. We will be 
pleased to discuss with you the plans 
for your convention, Write for more 
detailed information to: Convention 
Manager, Colonnades Hotel, Box 
676, Riviera Beach, Florida, or phone: 
Palm Beach 4-5221. 


OLONNADES 


CONVENTION HALL 
PALM BEACH SHORES 


Florida's OCEANFRONT 
CONVENTION HALL 


96 (For more data on advertised products fill in coupon om page 120) 





.all about wholesalers... all 


NEW $110,000 HOME for Oregon Pacific Lumber Co. in Portland. 


Oregon Pacific Expands Distributor Operations 


Oregon Pacific Lumber Co.,, 
wholesale distributor of west coast 
lumber throughout the United 
States, has moved into new head- 
quarters. Jack J. Saltzman, presi- 
dent, reports that along with the 
move, the firm will expand its op- 
erations, and for the first time in 
this area will house specialty lum- 
ber for carload fill-in and drop 
shipments. 

One of the highlights of the new 
plant is its offices in modern decor 
featuring numerous western 
woods. Three thousand square feet 
of office space is provided and the 
warehouse section contains 15,000 
square feet, providing storage 
space for imported and dornestic 
plywoods, cedar products, ponder- 


osa pine selects, Douglas fir 
clears, spruce and other high- 
grade specialty lumber items. 


New Jobber Appointed 


J. P. Slimmer, Inc., Chicago, a 
division of Veneer Lumber and Ply- 
wood & Co., has been appointed as 
a new jobber for the American 
Stained Shingle Co., Columbus, 
Ohio. The firm will act as a jobber 
of all American stained shingle 
products in Chicago and the mid- 
west area, according to a recent 
announcement by Walter Waits, 
sales manager of American Stained 
Shingle. 


DISPLAY ROOM ON WHEELS. A station wagon equipped with advertising, dis- 
play and repair materials is part of a new service offered its dealers by Michigan 


Wholesalers, Inc. 


Kenneth H. Sains, sales promotion man for the Jackson firm, 


supplements the regular territory salesmen in calling on retailers, aiding them 
in product promotions, offering merchandising display ideas and helping them to 


train dealer salesmen. 
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Recommended Reading for Lumber Dealers: 


PRACTICAL 

NEW IDEAS 

IN 

BUILDING 

PRODUCTS 

MERCHAN- 

DISING 

Practical case-history examples of how several 
dozen lumber dealers are successfully merchan- 
dising 15 important building products. Over 


40 pages of ideas you can put to use to 
GH bbcc vectehivescechuctéc00nde8 ws T5¢ 


Recommended Reading for Lumber Deaters: 


- 
‘ 


16 NEW 

SHOWROOMS fa~ > 
1 ew Nncwreneas 

FOR fe Merhedions 

MERCHANDISING Pauising Matera 

BUILDING 

MATERIALS 


eee 


NOW AVAILABLE: this 44-page booklet of 
practical new plans and ideas being used by 
lumber and building products dealers to build, 
remodel and improve showrooms 
order today 


Place your 


Recommended Reading for Lumber Dealers: 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his- 
tory articles on what other dealers are deing 
to solve their materials handling problems. 
Ilere are ideas you can adopt in your yard 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is 
please send me 


of. 

return mail 
WAME 
COMPANY 
ADDRESS 


CITY 
STATE 
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Hawkeye Building Supply 
Opens Lincoln Warehouse 


The Hawkeye Building Supply 
Co., Nebraska, recently opened a 
new warehouse in Lincoln. The 
building, 90x300’, has a floor space 
of 27,000 square feet without sup- 
porting pillars. The entire floor 
space has been constructed at rail 
car and truck level height and is 
equipped with the finest new han- 
dling equipment. 

Modern office and display areas 
have been incorporated in the 
building. Ray C. Burke, president 
of the firm, says the new Lincoln 
warehouse will enable them to bet- 
ter serve the dealers of southern 
Nebraska and northern Kansas in 
line with their policy of “Sales to 
Retail Dealers Only.” Neal Burger 
is manager of the new warehouse. 


New Distributors Wanted 


Lite Vent div., Harris-Ellman, 
Inc., Detroit, is looking for new 
distributors in major cities 
throughout the country. The com- 
pany has recently enlarged its fac- 
tory, warehouse and general of- 
fices and in addition has a 15,000 
square foot warehouse. In antici- 
pation of the expansion, Lite Vent 
has been stocking aluminum and 
has a large supply ready for deliv- 
ery during the peak sales season. 

Lite Vent supplies all material 
and machinery necessary to go 
into the aluminum awning busi- 
ness. Their engineers are avail- 
able to assist new distributors set 
up their plants and solve design- 
ing and installation problems. 


Among the Jobbers 


National-American Wholesale Lum- 
ber Association announces the selec 
tion of Don Andrews as assistant to its 


western manager. Andrews, a past 
president of the Portland Hoo-Hoo 
Club, is well known in the Oregon 
lumber industry. 


National Building Material Distrib- 
utors Association has prepared a se- 
ries of envelope stuffers for use by 
members of the association. Addressed 
to building materials dealers, each 
carries a cartoon, a catchy heading 
and points out in a brief message, the 
services wholesalers perform for their 
dealers. 


Northern Sash & Door Jobbers As- 
sociation will hold its 14th annual 
meeting at the Edgewater Beach Ho- 
tel in Chicago, October 3-5. 


The Geo. Worthington Co., Chicago, 
has been appointed representative in 
the midwest for Superior Industries, 
Ine., Youngstown, Ohio. 


Philip J. Boyd, president of National- 
American Wholesale Lumber Associa 
tion, has accepted Secretary of Com- 
merce Weeks’ invitation to serve as 
a member of the Lumber Survey Com- 
mittee. 





Bring the builders 
your way with... 


Roddiscratt 


STOCK 
HARDWOOD 
MOLDING 
AND TRIM 


Now available from stock 
© Birch © Oak 
* Mahogany © Walnut 


Wes builders want hardwood molding 
and trim, they want it fast. You can 
bring builders your way with Roddiscraft 
hardwood molding and trim because you 
can supply it immediately .. . at amazingly 
moderate prices, It’s ready and waiting at 
your nearest Roddiscraft warehouse. 

For added economy, Roddiscraft molding 
and trim is available packaged, cut-to-size, 
It is also available by the lineal foot, Hard- 
woods other than those mentioned above 
may be obtained on special order. Call your 
Roddiscraft warehouse or mail the coupon 
below for all the facts. 


Roddiscratt 


WAREHOUSES IN PRINCIPAL CITIES 


RODDISCRAFT, RODDIS PLYWOOD CORP. 
Marshfield, Wisconsin 


Please send me full information on Roddis- 
craft hardwood trim 





Name 

Firm Name 
Address 
City 


(For more data on advertised products fill in coupon on page 120) 





SPECIFIED 
LENGTHS 


ELIMINATES 
CAT AND DOG 
INVENTORY ITEMS 


RECAPTURES 
LOST SALES 


MAKES MONEY 


BUY QUICK “TURNOVER” 
LENGTHS & WIDTHS OF 
WEST COAST DOUGLAS 
FIR FROM AIR-KING... 
THAT INSURES REPEAT 

BUSINESS 


QUALITY assurep 


Air-King’s strict standards with 
WCLB grade stamp assures uni- 
formity and customer satisfaction. 


SPEED in pvELivery 


by a mill designed for quality and 
fast production. Let us demonstrate. 


AIRFKING 
MFG. CORP, 
Tigard, Oregon * MErcury 9-1141 


98 (For more data on advertised products fill in coupon on page 120) 





THE LUMBER MARKET 


Full Production 
In the Tacoma Area 


TACOMA — Business is good 
and camps and mills throughout 
the area are operating steadily. 
Indicative of the situation is the 
fact that fourth of July holiday 
shutdowns were for as brief a pe- 
riod as possible so that production 
curtailment would be kept to a 
minimum. 

Dry weather had not been any 
particular woods hazard until this 
week, when summer arrived with 
something of a rush. No serious 
forest fires have been reported so 
far, but forestry officials and log- 
ging operators are continuing to 
exercise every precaution. Several 
additional woods areas have been 
ordered closed and there has been 
an increase in the number of “Hoot 
Owl” shifts wherever there is po- 
tential danger. 

The state director of conserva- 
tion and development announced 
that five timbered areas of western 
Washington would be closed to 
public entry until October 15. 
Only persons who live or work in 
these areas will be allowed to en- 
ter them during the closed period. 

The Weyerhaeuser Timber Co. 
said it expected to begin day shift 
mill operations at its recently ac- 
quired Grays Harbor lumber divi- 
sion (the former Schafer Brothers 
sawmill at Aberdeen) on July 20. 
Night shift operations are ex- 
pected to begin approximately one 
week later. 

Lumber shipments have slowed 
down somewhat due to a scarcity 
both of ships and railroad cars. 
Among the larger cargoes to move 
recently for east coast delivery 
was the Ampac Idaho with 2,100,- 
000 feet of lumber and the John 
Weyerhaeuser which loaded 1,400,- 
000 feet of lumber at Olympia be- 
fore shifting to Raymond for addi- 
tional cargo. Several shipments of 
Philippine mahogany lumber and 
plywood and Japanese birch lum- 
ber have been received recently by 
the General Hardwood Co. 


Prices, Demand Firm 
In Seattle Market 


SEATTLE—An improvement in 
the car shortage situation has not 
affected prices as much as ex- 
pected but there is some weakness 
in green fir dimension. Dry hem- 
lock tends to firm. Shingle prices 
are the same except for No. 1 
Royals which bring a top of $15.75 
and No. 1 perfections which sell 
at $12.50 to $12.75. Perfections 
are in strong demand. The Cali- 
fornia market for shingles is not 
so active. The cedar siding mills 
continue to have large order files 





but %% by 6 beveled siding is weak- 
er. Pines and spruce are steady. 

Inventory of logs as of July 1 
reveals supplies are lower than a 
year ago but production is ex- 
pected to overcome this if fire 
weather doesn’t force shutdowns 
of logging camps. So far this year 
fire losses have been negligible. 
The inventory for Puget Sound 
showed 321 million feet on hand 
July 1 or 27 million feet more than 
on June 1. But the yearly compari- 
son shows that stocks were larger 
by 118 million feet on July 1, 1954. 
Present supplies total to two 
thirds of the logs on Puget Sound 
last February. 

The late spring slowed up Co- 
lumbia river input. On July 1 logs 
totaled 303 million feet, an in- 
crease of 31 million feet over June 
1. A year ago supplies totaled 388 
million. Grays Harbor reported 89 
million or 112 million more than 
on June 1. By the yearly evalua- 
tion the harbor area, unlike the 
districts of Puget Sound and Co- 
lumbia river, gained 20 million 
feet. 

The log market is firm with hem- 
lock and fir peelers quoted higher. 
Fir, No. 1 sells for $65. No. 2 
brings $60 and No. 3 $50 to $55. 
No. 1 fir peelers move at $120- 
$130; No. 2 at $110-$115 and No. 3 
at $85-$95. Spruce select in 1, 2, 
3 grades moves at $90, $55, and 
$50. Shingle logs No..2 and 3 
bring $55 and $35 but lumber ce- 
dar has advanced to $115. Hem- 
lock logs No. 1, 2, 3 now sell at $60, 
$55, and $45-$50. 


Business Booming 
In Northern California 


SAN FRANCISCO — Northern 
California’s lumber market is in 
such good condition that it is diffi- 
cult to report more than a constant 
reiteration of “my gosh! How long 
can it last this way?” 

A new rock slide has threatened 
to delay re-opening of the dam- 
aged tunnel of the Northwestern 
Pacific railway in southeast Hum- 
boldt county for two to three 
weeks. The first slide closed the 
tunnel June 30. 

A survey shows that 825 car- 
loads of lumber are waiting in 
Humboldt county to be shipped to 
various California points and some 
200 empties and other cargo are 
waiting south of the break to move 
north. 

Mill operations remain firm and 
in some instances appear to be at- 
tempting to boost prices a trifle, 
without much success although 
there is no weakening anywhere 
in the existing price structure. 

Boards in all grades are scarce 
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LELAND 
FLUSH DOORS 
3 Beautiful Lines 


ADMIRAL 


Made from A-Select Birch 


Made from A-Birch 


ROTARY LAUAN 


Select 


Quantity-Plus Quality — Our Motto 
for Beautifully made FLUSH DOORS — 
All Urea Resin Glue — Select Kiln dried 
wood frame — Birch doors — finest 
grain — smooth sanded. 


Any Quantity — large or small, is 
possible — due to Mass Production — 
volume buying. Top quality doors at 
Lowest prices. 


IMMEDIATE DELIVERY 
LELAND FLUSHWOOD DOOR CO. 


SUTTONS BAY. MICHIGAN 
Tel. Suttons Bay 1-2453 


Sales Office, 314 Wabeek Bidg., 
Birmingham. Mich.—Tel. Midwest 6-2600 














GARAGE DOORS 


Built in 68 stock sizes from 8’ x 6’ 6” to 
24° x 24 for all residential, commercial 
or industrial needs. Furnished with section 
panels open, solid, flush raised or orna- 
mental as per individual specifications. 
Write for complete details. Also ask for 
information on Sawhorse Trestles, Scaffold 
and folding ladder brackets. 


WAGNER MANUFACTURING CO. 


Box ALS5, Cedar Falls, lowa 
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and some anxiety is being express- 
ed over possibilities of a car short- 
age which might cause prices to 
go even higher than they are now 
No. 2 and better is presently bring- 
ing $74 to $80 at the mill with No. 
8 and better studs selling for $73 
at the mill. 

The market in No. 2 and better 
1x8 is very strong and 2x4’s are 
bringing $79.80 at the mill. 

As an example of how tight the 
market is, one mill in Oregon put 
out a list of 100 items, small jags 
of this and that, and sold 80 per 
cent of the list on the first morn- 
ing. 


Rains Cut Output 
In Kansas City Region 


KANSAS CITY — Unseasonal 
rains throughout the southern 
part of the area’s producing re- 
gions put a crimp in output and 
shipments of the larger mills. The 
smaller mills were affected by 
labor shortages as the farms took 
the seasonal help. During the 
height of the crop season little 
lumber is coming from the green 
mills and the larger mills which 
buy from them found little com- 
fort from the reduction of supplies 
at concentration points. 


Demand for lumber continued 
at a high level and the urgency for 
supplies was evidenced in certain 
areas. Retailers were not buying 
too far ahead and were insistent 
in their orders for prompt ship- 
ment. Mills are behind in orders 
and this is especially true where 
sales are confined to air-dried 
stock. 

Mills report that No. 2, 1x8 kiln- 
dried shiplap sold as high as $87 
a thousand in recent days, the 
highest reported this year. Air- 
dried stock was bringing $2 to $4 
a thousand lower, on the average. 
On 1x6 sizes the price range was 
from, $80 to $82 a thousand. Di- 
mensions, 2 by 4’s and 2 by 6’s sold 
from $80 to $85. 


Lumber Nationally 


Lumber shipments of 507 mills 
reporting to the National Lumber 
Trade Barometer were 18% above 
production for the holiday week 
ended July 9, 1955. In the same 
week new orders of these mills 
were 26.3% above production. Un- 
filled orders of the reporting mills 

amounted to 49% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 24 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 44 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
2.9% above production, new orders 
were 4.3% above production. 





STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 
LINOLEUM PASTE 


More spread per 
gallon (20 yards or 


more) . . . smooth- 


agreeable odor en 
sary .. 


no presetting neces- 
. never gummy or tacky. 


LINOLEUM TROWEL 
Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 


Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 


CONSUMERS GLUE CO 


V HAT | a Uu 6 MO 





Finest 
ESCREEN 
Rollers 


Convex Face 


dia. x 


Standard ad 

1/16” face 
Primarily ome n ~~ 
ing into oon 
supplied wim 3/32" Sot cane 


Concave Face 


ae my 


For inogeting spline into frame after 
cereuning as been pos oS, 


95 ond "96 lath SF sack, 


Flanged 


ise acmere + Py re with 


Sperial sizes on all above tools can be 
to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


00% 1850, WEW HAVEN, COMM, U.S. A 


(For more data on advertised producis fill in coupon on page 120) 





Lumber Prices at Press-Time 


The fellowing index is intended merely as a check on buying 
of mili prices of press Hime ond should oot be conctdered os current on tho day 


and avera 


practices. It is a compiletion 


the ma is received. The prices should be useful in following market trends and as @ 
on purchases made saaedencicle ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertion! Grain Ficortng 


B&Btr. Cc D 
BEE cccevtodcnées 170.00 160.00 106.00 
Wiat Geain Flooring 
SHG ccccsveccees 1456.00 140.00 90.00 
SND secnsisocsbes 165.00 160.00 120.00 


Drop Siding 
1x6 {Pat 21%3 160.00 186.08 110.00 
ix6é (Pat. #116) 160.00 166.00 110.00 


Celling 
TEBE stvicoodecs 125.00 120.00 75.00 
BMG cdsoncptone 116.00 110.00 75.00 
Boards and me and 2” (Green) 
ix 1x10 1x12 
BO. & coveses 71.00 70.00 72.00 176.00 
BIO, B vevcsee 66.00 68.00 68.00 178.00 
WO. © coccees 61.00 61.00 61.00 66.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 82.00 82.00 84.00 81.00 81.00 
2x 6 81.00 88.00 80.00 83.00 83.00 
2x 8 83.60 82.00 80.00 81.00 80.00 
2x10 82.00 83.00 81.00 81.00 81.00 
2x12 81.00 79.00 79.00 81.00 81.00 


No, 2 Dimension 


2x 4 78.00 78.00 80.00 80.00 80.00 
2x 6 177.00 80.00 76.00 80.00 78.00 
2x 8 80.00 79.00 76.00 77.00 77.00 
2x10 80.00 81,00 77.00 77.00 177,00 
2x12 77,00 76.00 75.00 77,00 177.00 


No. 3 Dimension r/t only 
2x 4 


Pee c er eereerereeseoeseesens 61.00 
BE © woo recvesdercvaveccccocndene 58.00 
BE DS cet aescbhetccpvrecrderccoeges 52.00 
BRIO. ccvccctoveveccreescevvesers 44.00 
SEED ccsvocvdceecerdessceccsvepe 42.00 


(Add $15.00 for dry lumber) 





RED CEDAR SHINGLES 


Royals 
No, 1 24” 4/3 15.75 
No. 3 24” 4/2 9.50 
No, 3 24” 4/2 6.50 
Verfections 
No. 1 18” 5/2% 12.60-12.76 
No, 2 18” 6/2 6.76 
No, 8 18” 6/2 4.60- 4.76 
XXXXX 
No, 1 16” 6/2 10.560-10.76 
No, 3 16” 6/2 6.25- 6.75 
No. 3 16” 6/2 4.60- 4.76 





WESTERN RED CEDAR 


Prices for Western Ked coteg, sidin 
in mixed cars, new bundling, W to 1 
are: 

Beveled Siding, % Inch 
Clear eA “RR” 
by 4 Inch....100.00 95.00 60.00 
by 6 inch. 80.00 77.00 60.00 
by 6 ineh....120.00 0 
by 8 inch... .160.00 
Clear Bungalow ‘Siding, ™“ 


= 


1 
‘4 
ne 


6.0 
_ 
$00 
0.00 
5.00 





winoh ...+++++-180.00 17 140.00 
40 IMCM .cecccees 206.00 20 170.00 
Se URED cevececes 220.00 21 165.60 
Finish, B and Bir, 82 or 45, 
@ to 1@ or Reugh 
lx TTITTTTi Pritt ocoeness 260. 
Th ¢Gb500ab60-000008¥ese 60-006 270.00 
SE 0066 000060560 0062 vebeerend 290.00 
Celling or Flooring, B and Btr. 
te 10 or Longer 
BéaBtr. Cc D 
BBD. .ccccccswees 185.00 125.00 100.00 
BO. iene evaded 4 135.00 125.00 100.00 


Discount on moldings, 6’ to 20’ odd 
lengthe. 
Series 8,000 
Listing under 4.00—list iy 356% 
Listing 4.00 and over—list plus 356% 


Clear gg 5/1? x 1%"— to 18 
100 ln. 1 


100 


WESTERN PINES 


Ponderosa Pine 


wet aw 
Selects 
82 or 48 4/44 RW 6/4 “Ww 8/4R 
CéBtr. RL 260.00 266.00 270. 4 
Shop, 528 
; No.1 No.2 
OPE ccvncecccocereetente 142.00 110.00 
C76 covece vensandeoevew 144.00 114.00 
Commons, $2 or 45 
B&Btr. No. 3 No. 
ix 8 RL ....112.00 79.00 71. 00 
1x12 RL ....120.00 79.00 71.00 


idaho White oe 
Selects 52 or 48 
1x6 1x8 


1x10 

Cé&Btr. RL. 270 00 270.00 270.00 276.00 

DD Bele cocces 230.00 230.00 230.00 246.00 
Commons, 523 or 458 

0.1 No. 2 No.3 

Az G scccccesoes 155.00 143.00 100.00 

URES cccccsccces 166. af ge 00 100.00 
Sugar Pine Selects $2 or 


Ww Py, 7 RW 6/4RW 
B&Btr. RL. .266.00 80. r+} 285.00 
© Bie cccees 260.00 276.0 280.00 
i Bele beoees 230.00 246. $0 245.00 

Shop, 528 

No. 1 No.2 No.3 
B/G ccnvccrvcces 162.00 122.00 80.00 
ee Ko ddtbec anes .-162.00 122.00 80.00 





OAK FLOORING 


Clear Pin Hx2% x1% x2 %xl% 
White ; 75.00 180.00 165.00 
Red 206.0 180.00 180.00 165.00 

Sel Pinin 
White 187.00 172.00 170.00 155.00 
Red 192.00 177.00 170.00 155.00 

#1 Com, 

White 187.00 172.00 160.00 145.00 

Red 192.00 177.00 160.00 146.00 
#2 Com, 

Pin. White 

& Red = 110.00 85.00 90.00 76.00 

#1 Com, 

& Btr. 

Sho 


rts 
1%” 130.00 92.00 100.00 85.00 


SOUTHERN PINE 


Vertical Grain — 





Btr. Cc D 
ix4 Heart ...... Pie. 00 236.00 200.00 
Flat Grain Flooring 
BHO ceccecoes -+-170.00 160.00 1256.00 
EBS cvccccvccece 176.00 165.00 125.00 
Drop Siding 
1x6 #106 ....... 191.00 170.00 140.00 
Ix6 #116 .......191.00 170.00 140.00 
Boards & “ihe 
1x8 ixlO0 1x12 
No, D 
ba e) 


- 140.00 140.00 1456.00 178.00 
No. 2 ....+- 84.00 80.00 87.00 98.00 
No. 8 2.:... 70.00 78.00 765.00 76.00 


Ne. 1 Dimension (Dense) 


17’ 14’ 6’ 18’ 20 
2x 4 162.00 102.00 106.00 115.00 120.00 
2x 6 103.00 107.00 106.00 116.00 120.00 
2x 8 103.00 108.00 101.00 111.00 116.00 
2x10 116.00 116.00 116.00 120.00 134.00 
2x12 182.00 132.00 132.00 142.00 147.00 
No. 2 Dimension (Dense) 
2x 4 94.00 94.00 97.00 107.00 112.00 
2x 6 91.00 94.00 91.00 101.00 106.06 
2x 8 94.00 92.06 89.0 99.00 104.00 
2x10 96.00 99.00 95.00 110.00 116.06 
2x12 91.00 91.00 91.00 115.00 120.00 
Ne, 3 R/L Only 
me O. ceccdets 5eacteetereceetness 75.00 
BEG nccce Cveeesecoesesdccvovess 68.00 
opincnedectsnetace Serre 
MED 5000 0060060000deeseescens . -65.00 
SRIF wocoe Ceoerceseocesceeesies 61.00 


All prices based on kiln dried stoek. 


Bevel Siding 
x 4 V.G. Clear All Heart..... 95.00 
x 6 V.G. Clear All Heart..... 122.50 
%x 8 V.G. Clear All Heart..... 146.00 
%x 6 V.G. Clear All Heart..... 122.50 
%x 8 V.G. Clear All Heart..... 150.00 
%&x10 V.G. Clear All Heart..... 165.00 
%x 6 V.G. Clear All Meart.....159.50 
%x 8 V.G. Clear All Heart..... 186.50 
x10 V.G. Clear All Heart..... 212.50 
x12 V.G. Clear All Heart..... 224.00 


Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above 
sizes. 


Anzne Siding 


1x10 V.G. Clear All Heart...... 2456.00 
1x12 V.G. Clear All Heart...... 260.00 
Note: Deduct $15.00 for A Grade. 
Finish 

lx 4 Clear Heurt S4S.........++- 170.00 
1x 6 Clear Heart S48........+.+- 195.00 
lx 8 Clear Heart S48..........- 212.50 
1x10 Clear Heart S48..........-. 226.00 
1x12 Clear Heart 848........... 240.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 


Bé&Btr. Cc D 
BBE cccconvccese 160.00 145.00 90.00 
WViat Grain Flooring 
BBO seccscc eeesee 135.00 130.00 86.0 
BBG cccccceseves 160.00 135.00 105.00 


Drop Siding 


1x6 (Pat #1)06.150.00 146.00 100.00 

1x6 (Pat. #116).160.00 146.00 96.00 
Celling 

TAM dedeurevove 120.00 115.00 76.00 

BBO oscecscncces 120.00 115.00 76.00 
Boards and Shiplap and 

2” « 

1x6 1x8 ixiO 1x12 

Be. Liceeccve 74.0 76.00 76.00 78.00 

Oy Bwacuseas 67.00 69.00 67.00 72.00 

Ne. b vsssvrs 60.00 62.00 62.00 61.60 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 84.00 84.00 84.00 84.00 84.00 
2x 6 84.00 84.00 84.00 84.00 84.00 
2x 8 84.00 84.00 84.00 84.00 84.00 
2x10 84.00 84.00 84.00 84.00 84.00 
2x12 84.00 84.00 84.00 84.00 84.00 


No, 2 Dimension 


2x 4 79.00 79.00 80.00 79.00 79.00 
2x 6 79.00 79.00 79.00 79.00 79.00 
2x 8 79.00 78.00 76.00 76.00 81.00 
2x10 78.00 79.00 77.00 76.00 81.00 
2x12 76.00 76.00 77.00 78.00 81.00 


No. 3 Dimension r/i onty 


DE Svc toecodnbecredecwwese 6ob4 63.00 
OD Cobb 00s 6s Viedpeevadeecs ones 60.00 
Pd: och enepre rbewenees oobews ene 58.00 
DEED vecccoccoccesccepeceoeveens 56.00 
oo ee rrr. Tere ee 56.00 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 106.00 103.00 105.00 
No. 8&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 76.00 7600 76.00 76.00 76.00 
2x 6 76.00 76.00 76.00 77.00 78.00 
2x 8 78.00 78.00 76.00 75.00 176.00 
2x10 76.00 78.00 76.00 76.00 76.00 
2x12 76.00 76.00 76.00 78.00 78.00 


No. 2 Dimension 


2x 4 71.00 71.00 71.00 71.00 71.00 
2x 6 71.00 71.00 71.00 73.00 73.00 
2x 8 73.00 73. 71.00 71.00 71.00 
2x10 71.00 73.00 71.60 71.00 71.00 


2x12 71.00 71.00 71.00 73.00 73.00 


Mille are now grading boards No, 2 
and 3 common. Mille do not grade out 
Neo. 3 dimension as in fir. 
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New Super Vanity 


The new Super Vanity bathroom 
medicine cabinet gives up to nine 
square feet of mirror area, and twice 
the shelf space of a regular size single 
cabinet. Designed to provide bathroom 
cabinet facilities for growing families, 
two Ideal cabinets with a plate glass 
vanity mirror between them provides 
four feet of mirror space about two 
feet high with double the cabinet 
space. Ideal Cabinet Corp., Dept. AL, 
50386 W. Lake St., Chicago 44, Il. 


For more data circle No. 1 on coupon, p. 120 


New Fireplace Unit 


The 3-Star Heatilator Fireplace, 
with its new pressure-seal damper, is 
designed especially for air-conditioned 
homes. By sealing the fireplace throat 
air-tight, the damper prevents the 
escape of costly summer cooling up 
the chimney. Another feature of the 
3-Star Heatilator unit is the improved 
dome design. It is said to be easily 
adapted to any size or shape flue, and 
makes installation of an off-set flue 
simple. Heatilator, Inc., Dept. AL, 100 
E. Brighton Ave., Syracuse 5, N. Y. 


For omer data circle No. 2 on coupon, p. 120 


Ceramic Tile Cement 


Hako No. 600 Ceramic Tile Cement, 
according to the manufacturer, has 
many advantages for setting ceramic 
tile by the thin-bed method. A full- 
bodied, white adhesive that requires no 
thinning, it is unaffected by water, 
moisture or grouting and does not lose 
its binder into porous surfaces. Its 
long open time saves time, effort and 
clean up, and is fool-proof because its 
grab is still present after hours of 
open time. Hachmeister-Inc., P.O. Box 
357, Dept. AL, Pittsburgh 30, Penna. 


For more data circle No. 3 on coupon, p. 120 
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Exploded-Tip Brushes 


With announcement that they give 
“Better than China” performance, a 
new line of Exploded-tip nylon brushes 
specially designed for professional 
painters has been introduced. Special 
processing bursts bristle ends into 
thousands of soft, flexible working 
contacts, tapered to improve paint 
flow. According to the makers, the 
plianey of natural bristle is duplicated 
and the long, silk-like filaments of the 
new brushes make even better surface 
contact. The Wooster Brush Co., Dept. 
AL, Wooster, Ohio. 


For more data circle Ne. 4 on coupon, p. 120 


Master-Matic 


Master Metal Strip Service, manu- 
facturer of the original combination 
sash balance and weatherstrip unit, 
announces a new one-piece unit espe- 
cially for unit window manufacturers. 
This single unit is claimed to cut win- 
dow manufacturing labor costs and 
has a much lower initial cost than a 
conventional sash balance plus jamb 
weatherstripping. The Master-Matic 
provides smooth window operation. It 
is said to automatically compensate 
for sash shrinkage and expansion to 
give maximum weather-seal under all 
conditions, making it an ideal unit for 
air-conditioning requirement. Silent 
flocked springs are available. Master 
Metal Strip Service, Inc., Dept. AL, 
ga North Kilbourn Ave., Chicago 39, 


For mere data circle No. 5 on coupon, p. 120 


Tru-cut Magnetic Miter 


The Tru-cut Magnetic Miter, light- 
weight and accurate, is announced by 
the Dresden Manufacturing Co. This 
new miter, designed for the do-it-your- 
self home handyman and professional 
carpenter alike is priced at only $2.95. 
Easily adjustable to any angle, it can 
be folded to pocket size or left on saw 
blade. Has the new and added feature 
of transferring angles accurately, it 
is said. Dresden Manufacturing Co., 
Dept. AL, 2375 Walnut Ave., Long 
Beach, Calif. 


For more data circle Ne. 6 on coupon, p. 120 


New Ventilator 


A new cast aluminum foundation 
ventilator is equipped with a floatin 
damper that has no pivots to somes 
loose, and when closed, covers the en- 
tire face of the ventilator from the 
outside. Unit with damper is No. 441, 
without, it is called the No. 440. Both 
models are heavy cast aluminum con- 
struction featuring exclusive speed 
wall fins. Leigh Building Products 
Div., Air Control Products, Inc., Dept. 
AL, Coopersville, Mich. 


For more data circle Ne, 7 on coupon, p. 120 


Fan-Tite Roofing Nail 


A new line of roofing nails which 
features the head integrally riveted to 
the stem is announced. The rigid 
curved head is one inch in diameter 
and will not curl when driven, it is 
claimed. It has a burrless diamond 
point. Available in three lengths— 
galvanized, copper-coated or plain 
finish. Fanner Manufacturing Co., 
Dept. AL, Brookside Park, Cleveland 
9, Ohio. 


For more data circle No, 6 on coupon, p,. 120 
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New Ideal Knob Latch 


The Ideal No. 1981 Knob Latch is 
said to be a new, easy way to install 
latch for storm and screen doors up 
to 1%” thick. Just drill one 4%” hole 
through the door. The knob and lever 
operate either way—right or left 
hand. Construction is sturdy with 
rustproof, hardened steel spindle, 
stainless steel latch bolt and pressure 
cast aluminum knob, lever and plate. 
Finish is a dull satin aluminum. To 
convert to a Knob Lock, drill a %” 
hole above the knob and insert an 
Ideal No. 7155 key locking unit. Key 
locking unit can be added any time 
after Tatch has been installed. Two 
keys are provided. Ideal Brass Works, 
Inc., Dept. AL, 250 E. 5th St., St. 
Paul 1, Minn. 

For more data circle No. 9 on coupon, p. 120 
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A gleaming symbol 
of quality at door openings—a “natural” to 
win buyer acceptance — both builder and home 
owner. Wells Thresholds offer a maintenance- 
free, lifetime seal against wear and weather. 


Here’s another proven way to cash 
in on the tremendous popularity 

of aluminum—the glamour metal of 
the building trades. Wells Aluminum 
Thresholds are packed with 
down-to-earth selling features— 
attractively packaged with a 
point-of-sale merchandiser. Take 
advantage now of one of the truly 
exceptional profit opportunities in 
the building supply field! 

Wustrated below are cross sections of eight Wells 


Lifetime Aluminum Thresholds. Two economy-priced light- 
weight models also available. 


—_-———s OSG 


VINYL INSERT 


Stn ore eR SA 


MAIL COUPON to DEPT. 4, for LITERATURE and PRICES! 


or 
REMODELING 


Replace unsightly, drafty 
wood thresholds. Installa- 
tion is simple for exterior or in- 

terior doorways. No upkeep needed. 
Available in standard lengths, six 
foot lengths, and lineals. 10 models. 





Gentiemen; Please rush complete information on the 
new Wells line of aluminum thresholds.| am a [) builder 
0) building supply dealer. 


ALUMINUM PRODUCTS CO. NAME 


aie ADORESS 


city OO —— 
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Accessory Carrier 
Now being supplied at no extra 


charge with each Warner KeroLectric 
Model 55 Steamer is a handy, practical 
and rugged hardwood Accessory Car- 
rier, ae a Warner #401 wall scrap- 
ing knife. The Accessory Carrier 
provides a place for all the accessories 
that are used with a rental Wallpaper 
Steamer. There’s a place for 20 feet 
of steam hose, large and small steam 
pans, one _— fuel can, and wall 
scraper. The wooden carrier makes 
it easy to rod them all. Warner Mfg. 
Co., Dept. AL, 801 16th Ave., SE. 


Minneapolis 14, Minn. 


For more data circle No. 10 on coupon, p. 120 





New Sprinkling System 

A new, all-rubber pipe sprinkling 
system designed to cost the home 
gardener less money than the conven- 
tional metal pipe systems is an- 
nounced. Winter-weather tests showed 
that the all-rubber system is not 
harmed by alternate freezing and 
thawing. it is claimed it can be in- 
stalled as an underground sprinkling 
system with tools found in any home 
workroom. Goodyear Tire & Rubber 
Co., Dept. AL, 1144 E. Market St., Ak- 
ron 16, Ohio. 


For more data circle No. 11 on coupon, p. 120 


Surf Plank 


A new decorative lumber planking, 
suggestive in appearance of ocean- 
wakes driftwood, known as Surf 
Plank, is recommended by the manu- 
facturer both for home and commer- 
cial use. Its shorter lengths are said 
to be ideal for wainscotting and the 
longer planks are well adapted to full- 
length room paneling. The grain of 
the wood stands out in relief from the 
etched-out background. The long 
edges of the planks are ship-lapped so 
no special vertical joint treatment is 
needed. Surf Plank comes in three 
widths, 6, 8 and 10” and in varying 
lengths from 4 to 10’. It is %” thick. 
United States Plywood Corp., Dept. 
AL, Weldwood Blidg., 55 W. 44th St., 
New York 36, N. Y. 


For more data circle No. 12 on coupen, p. 120 
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RED END WAXED SEALED 


FY standard of quality 


os for dependable dealers. | | 
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>er Company 


General Sales Offices 
424 Tacoma Building 
Tacoma 2, Washington 


Telephone FUlton 2424 Teletype 024 


Originators of the eight foot stud 
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MONEY MAKERS 


PR » ala 





THE RICHKRAPT CO. 
510 N. Dearborn Street 
Chicago 10, Illinois 


Gentlemen: 


Please send me the full story on the Richkraft Line 


NAME___ 


Co 


TOWN — LONE... STATE_.. 
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NEW PRODUCTS 
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Aluminum DoRod 


An end to wood door troubles is 
promised by DoRod, announces the 
manufacturer. An extruded aluminum 
strip, %” thick, DoRod covers the edge 
of the door on all except the hinge 
side. With the door closed, a %” x %” 
strip of aluminum is visible, overlap- 
ping the door frame, on the side 
towards which the door swings. The 
%” lip of the DoRod allows up to 
3/16” variation in fit of door, top, 
lock side or bottom, without altering 
the perfect sealing of plastic strip 
against the frame. DoRod is furnished 
in gold anodized finish as well as in 
natural satin aluminum finish. Gen- 
eral Extrusions, Inc., Dept. AL, 4040 
Lake Park, Youngstown, Ohio. 


For more data circle No. 13 on coupon, p. 120 


Uni-Pak 


A double-duty, integral air com- 
pressor and paint spraying unit de- 
signed for multiple uses around the 
home is now available. Budget-priced, 
the Uni-Pak, incorporates a newly de- 
signed two-ply diaphragm compressor 
with nylon core. Powered by a % h.p. 
motor, it is an oil-less operation, All- 
purpose spray gun delivers dry, oil- 
free air with 2.2 cubic feet of air per 
minute at 35 lbs. pressure, Construc- 
tion of the Uni-Pak is all die-cast 
aluminum. Thomas Industries, Inc., 
Dept. AL. Electric Sprayit Div., She- 
boygan, Wis. 


For more data circle No. 14 on coupon, p. 120 


Elmer's Glue-All 


Elmer’s Glue-All is now available in 
a new four ounce plastic squeeze bot- 
tle. Refillable plastic bottles are also 
available in the 1% ounce and 8 ounce 
size. The plastic bottle allows the do- 
it-yourselfer to feed the glue out in 
a fine line. Elmer’s Glue-All is a fast- 
setting, ready-to-use glue. The new 
in-between size is available in attrac- 
tive 12 bottle display trays. Borden’s, 
Dept. AL, 350 Madison Ave., New 
York 17, N. Y. 


For more data circle No. 15 on coupon, p. 120 


New Rigid Steel Tape 


A new steel measuring tape that can 
be used by one man at its full length 
of either 16’ or 20’ without bending 
or twisting is announced. Curved for 
rigidity, the manufacturer believes its 
new Wyteface Rigitape will have tre- 
mendous appeal for the man who 
works on floor coverings of any sort. 
The new measuring tape is graduated 
in feet, inches and 8ths in black on a 
white background with exclusive K&E 
feature of foot numbers in red at foot 
markings and at every inch. The 
Wyteface Rigitape has an adjustable 
end hook for accurate inside and out- 
side measurements, and a long wind- 
ing handle for greater leverage. The 
new Wyteface Rigitape will retail for 
$3.49 for the 16-foot length, or $3.89 
for the 20-foot length. Keuffel & 
Esser Co., Dept. AL, Third and Adams 
St., Hoboken, N. J. 


For more data circle No. 16 on coupon, p. 120 


Hanna Pulock 


The Hanna Pulock, a double action 
safety fastener for keeping screen and 
storm sash securely locked, is an- 
nounced. The Hanna Pulock measures 
1%” long x %” wide, it can be in- 
stalled in minutes and is an ideal 
safety device for children’s rooms, 
convalescent homes, etc., it is claimed. 
The new Hanna Pulock is individually 
boxed with two dozen units to each 
display box. A. N. Hanna Co., Inc., 
Dept. AL, 171 First Ave., Atlantic 
Highlands, N. J. 


For more data circle No. 17 on coupon, p. 120 





Blond Hardboards 


Chapman Manufacturing announces 
two Oregonbord hardboards that are 
manufactured by the exclusive em- 
bossed process. The new process pro- 
vides a raised beadlike texture on the 
surface of the board. Oregonbord 
Plank-ette, the plank design, and Ore- 
gonbord Rib-tex, the improved stri- 
ated design. Both of these products 
are available in %” and 4” thickness. 
Chapman Manufacturing Co., Dept. 
AL, Corvallis, Ore. 


For more data circle No. 18 on coupon, p. 120 
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Accordion Door 


Clopay’s accordion door is designed 
to fit all doorways up to 32” x 80", 
comes complete with all hardware and 
can be installed in a matter of min- 
utes, it is claimed. The door may be 
painted to match the room and saves 
eight square feet of floor space. Clo- 
pay Corp., Dept. AL, Clopay Square, 
Cincinnati 14, Ohio. 


For more data circle No. 19 on coupon, p. 120 


Pocket-Frame Hardware Set 

A new steel pocket frame set for 
sliding door installations is announced. 
A new item in the manufacturer’s re- 
cently introduced 500 Series sliding 
door hardware, the pocket frame set 
is a completely packaged unit. It con- 
sists of steel header and split jamb 
members, including extruded alumi- 
num track, two-wheel Nylon hangers, 
flush and edge pulls, bottom door 
guide, and necessary screws and bolts. 
The pocket frame set is designed for 
doors weighing up to 80 pounds and 
66" to 6'8” in height. Lawrence 
Brothers, Inc., Dept. O-AL, Sterling, 
Il. 


For more data circle No. 20 on coupon, p. 120 


Wood Awning Window 


Gate City Sash and Door announces 
a new Type H wood-awning window. ' 
The cinta features new construc- NEW YALE TRAVELOK (L107) @ 
tion, new sizes and new jamb and 
casing dimensions. All hardware is 
enclosed in the jambs and sill, elimi- 
nating all exposed operating mecha- 
nisms. Glass is bedded in putty with A 
wood stop exterior glazing. Remov- © 
able double glazing is available by use a G 
of aluminum framed individual storm ess eaiaaan aes colina: én neen on Liquor 
sash that are easily applied to each DRAWER MOTEL DOOR DRAWER CABINET 
vent. Standard sash rabbeting will 
take Thermopane glass, if desired. 
Gate City Sash & Door Co., Dept. AL, 
Box 901, PA-6, Fort Lauderdale, Fla. 


Fer mere data elecle No, 23 on coupon, p. 190 YALE HAS THE PRODUCTS AND THE 


Plumb F-55 Hammer ; 

The new Plumb F-55 hammer with POINT OF SALES DISPLAYS 
a handle made of Fiberglas-reinforced 
plastic is now available. The five main 


advantages of the tool are said to be: : THAT SELL THEM YALE 6% , "20 








Cy | Se 

















non-breakable, “I” beam construction; 
non-deformable, resistance to wear, 
weather and corrosion, Hi-impact 


+ 
strength which absorbs shock without / 
fracture; time-tested shape of the 
handle which minimizes fatigue. ‘ e 
Owens-Corning Fiberglas Corp. is the : F 


supplier of Fiberglas material used in 
making the handle. Fayette R. Plumb, 
Inc., Dept. AL, Tacony & Thompson, 
Philadelphia, Penna. 


For more data circle No. 21 on coupon, p. 120 


4m 


Full-Mortise Butt Hinge 


A new Builder’s Special full-mortise 
butt hinge, at a special low price, is 
announced. Known as the 540 Series, 
this new butt hinge is made in both 
square and round corners, has full-size 
pin with flat button tip, and full-size FREE! SEND NOW! 
knuckles. These Builder’s Special =) Write for valuable Yale 
hinges are swaged to standard specifi- "Stock Hardware Catalog” 
cations and are completely de-burred THE YALE & TOWNE MFG. CO, 

furnished either electroplated dull Lock & Hardware Div., White Plains, N. ¥. 
brass or bonded prime coat. Griffin 
Mfg. Co., Dept. AL, Griffin at Cherry, YALE REG. U.S. PAT. OFF. 


Erie, Penna. | 
plete peetaenl Bh oererere YALE & TOWNE 
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specializing in 


PONDEROSA 
PINE 


AND ASSOCIATED 
SPECIES 


KILN DRIED—AIR DRIED 
SURFACED—ROUGH 


The mills’ facilities and care 
in manufacture and grading 
omvre you top-grode lumber 
ond lumber products 


CONTRACT PLANTS LOCATED 
IN: Idohe, Oregon ond Wash- 


ington 


CONTRACT MILLS members 
Western Pine Association 


Send Us Your Inquiries 


SOA 
ie 
ae. 


a@a: * 
*) STARRY- 
mn KELLY 


LUMBER CO. INC. 


e 


1120 Old National Bank Bidg 
SPOKANE 1, WASHINGTON 
Phone: Timpie 1448 
Teletype: Sp-175 
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New Tape-Holds 


The new Tape-Hold Pocket Saver 
Holster slips on your belt, two belt 
slots hold it safely in place, and your 
steel rule fits in snugly. Made of 
strong, durable cowhide. The case is 
precision made so that the rule can’t 
slip or fall out. Available in two sizes, 
for 8 (%” wide) tapes, and for 10’ 
(%” width) tapes. Bauer-Lee & Co., 
Dept. D-3-AL, 140 E. Montecito, Sierra 
Madre, Calif. 


For more data circle No, 24 on coupon, p. 120 





Roll-Up Garage Door Sets 


An inclined track and an adjustable 
lock strike are two new features in- 


corporated in three new roll-up garage 
door sets announced by Stanley. All 
three sets, Nos. 2720, 2721 and 2722, 
include a choice of eight door designs 
which will fit the architecture of 
colonial, modern or ranch-type ga- 
rages. The three sets are available in 
six sizes—8’ or 9’ wide x 6'6”, 7’, 7'6”, 
and 8’ high. All sets, package hard- 
ware and track in one carton. Garage 
Hardware Div., Stanley Works, Dept. 
AL, 111 Elm St., New Britain, Conn. 


For more data circle No. 25 on coupon, p. 120 





Power Tool Stands 


Toolkraft Corp. announces the dis- 
tribution of three new universal-type 
power tool stands. These stands are 
completely adjustable to accommodate 
the mounting of any tool in the com- 
pany’s Darra-James line. These stands 
will also accommodate many other 
brands of power tools, it is said. Tool- 
kraft Corp., Dept. AL, Box 130, 
Springfield, Mass. 


For more data circle No. 26 on coupon, p. 120 











see page 108. 


| to offer homeowners? 


ers’ Market? 


Up Your Own Mind”? 


1 


What is the Sol-O-Lite line? 


sales? 


10. Who manufactures Brixment? 








What's Your Answer? 


Here’s a good way to check your reading retention: try the quiz 
below and see how you score. Questions are taken from both editorial 
material and manufacturers’ advertising in this issue. For answers, 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


1. How many end-use packages selling for $100 or more do dealers have 


2. What manufacturer of power tools is scheduling a nationwide contest 
for consumers that will make your store a contest headquarters? 


3. What did self-service do for the San Diego firm, Whiting-Mead Build- 


4. What firm manufactures “Pennvernon” window glass? 
5. What is the advantage of banded lumber for on-site delivery? 
What company is promoting a selling campaign on the theme “Make 


What does Veenstra Lumber & Supply say is needed most for positive 
results in classified advertising? 


What did Utah dealer Tri-State Lumber Co. do to get higher-profit 
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Sturdy Awning 


An economical and durable install- 
it-yourself awning is announced. 
Formed of Weyerhaeuser hardboard 
and exhibiting resistive qualities 
against weather, the awning comes in 
six different widths from three feet 
to eight feet. Both door and window 
models are offered. The awnings are 
available KD and come with a durable 
white undercoat. Screws, wing nuts, 
masonry anchors for assembly and 
mounting plus suggestions for trim- 
ming and decorating are included with 
the awning. Either ornamental deco- 
rative iron scroll side braces, or closed 
vented hardboard side panels may be 
specified. Fabricators, Inc., Dept. AL, 
Schiller Park, Il. 


For more data circle No. 27 on coupon, p. 120 


BEHR PROCESS 


POLAR WHIT 





New Finish and Paint 


New Liquid Raw-Hide Clear Finish 
is said to seal and weatherproof ex- 
terior Redwood and other woods. New 
#1 Clear puts a deep gloss on the 
wood surface, while #2 Satin Dull 
gives a hand-rubbed effect. Also an- 
nounced is the new Behr Process Polar 
White paint, claimed to stay white 
longer, is smog proof, mildew resis- 
tant and quick drying—contains no 
inerts or fillers. Linseed Oil Prod- 
ucts Corp., Dept. AL, 1107 8S. Fre- 
mont Ave., Alhambra, Calif. 


For more data circle No. 28 on coupon, p. 120 


Pallet Dolly 


A completely re-designed line of 
magnesium pallet dollies features ex- 
truded magnesium frames, hardened 
steel axles and phenolic resin rollers 
with factory-lubricated sealed bear- 
ings. Available in capacities to 4000 
pounds, the average model weighs 
only 37 pounds. They are available 
in a range of sizes between 36x36 and 
48x48 inches. Magnesium Co. of Amer 
ica, Materials Handling Div., Dept. 
AL, East Chicago 19, Ind. 


For more data circle No. 29 on coupon, p. 120 
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Flexible Door Stop 


A little bulge makes a big difference 
in an improved, new flexible Spring- 
Eze door stop. According to the man- 
ufacturer, this exclusive Ajax Bulge 
prevents kinking, even when door stop 
is bent severely. 

Home safety remains a top feature 
of the improved flexible door stop. 
Ajax Hardware Mfg. Corp., Dept. AL, 
4351 Valley Blvd., Los Angeles 32, 
Calif. 


For more dota circle No. 30 on coupon, p. 120 





New Leg Staple 


Arrow has added a 5/16” leg length 
staple size to its line of No. T-50 Gun 
Tacker staples. Produced for such ap- 
plications as insulating, ceiling tile, 
siding, roofing, upholstering, flooring, 
packing, shipping, etc., it makes five 
sizes available to fit most every nail- 
ing application. The firm claims that 
many applications require a specific 
size for best results and using a longer 
leg staple than is necessary, may not 
drive the staple home flush. Arrow 
Fastener Co., Inc., Dept. AL, 1 Junius 
St., Brooklyn 12, N. Y. 


For more data circle No, 31 on coupon, p. 120 
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A PERFECT 
INSTALLATION 
EVERY TIME 








ALL 


Kennaframe! 


sliding door wall pocket 


STE 8 t 


® Pretabricated 


® Completely 
adjustable 


®@ Easy to install 
® Warp-proot 
@ Trouble-free 


The simplest and surest way to 
install a 1%" door that slides into 
the wall is to use prefabricated, 
WARP-PROOF KENNAFRAME. 
Adjustable three ways to fit all 
2x4 walls. Takes any kind of wall 
finish, Nails can not pierce steel 
jamb to damage door. Choice of 
two types of hangers. Eight nylon 
wheels per door. 





FREE BUYER'S 
GUIDE describes 
and illustrates the 
complete Kegna- 
track line. Write for 
your capy today. 


KENNATRACK 


INDIA 
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New Lock Line 


Dexter announces a new lock—the 
Regal. The first of the line is the Co- 
lonial Design, a tie bolt key-in-knob 
set with a six-inch diameter rose out- 
side, a 2%” diameter rose inside and 
a 5-inch backset. It is available with 
pe or dise tumbler cylinder, dead- 
ocking or spring latch. Dexter’s tie 
bolt locks all feature the bull-nose bolt 
for easy latching, positive locking. 
This new Regal line of Dexter Life- 
time Locks has solid brass exterior, 
cold-rolled steel interior parts. Avail- 
able in standard or two-tone finishes. 
Lock is reversible for any hand of 
door without disassembly. Requires 
only 1%” diameter hole aecuah door. 
Dexter Lock Div., Dexter Industries, 
Inc., Dept. AL, Grand Rapids, Mich. 


Por more data circle No. 32 on coupon, p. 120 





New Paint Roller 


A new combination Fill Type or Dip 
Type Paint Roller has snap type cover, 
enables the user to fill or empty with- 
out getting } pan on fingers. Handle 
also snaps off and there are no screws 
to loosen. Pour paint into reservoir, 
replace snap type cover and paint. A 
dual purpose roller, it also can be used 
as a Dip Type by removing outer 
sleeve. It rolls paint on without drip, 
spatter or spray, it is claimed. Michael 
Matsakas Products, Dept. AL, 4416 N. 
Broadway, Chicago 40, Ill. 


For more data circle No, 33 on coupon, p. 120 


New Texture Tile Finish 


Textone tiles, featuring a new plas- 
tie wall tile finish, are announced by 
the manufacturer. The new textone 
finish is a mottling effect. Flecks of 
darker tones appear at different levels 
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of the tile, creating the feeling of 
depth. The new texture tile finish is 
available in five popular colors— 
green, blue, yellow, pink and grey. 
Cermak Tile Co., Inc., Dept. AL, 4901 
Brookpark Road, Cleveland 29, Ohio. 


For more data circle No. 34 on coupon, p. 120 





New Casements 


A factory weather stripped fin frame 
aluminum casement window that can 
be installed in a matter of seconds, 
with nothing but a hammer, is being 
offered to homebuilders. The casement 
and integral exterior trim, with fac- 
tory applied weather strip if desired, 
are furnished in a complete package, 
a rigid frame completely assembled, 
ready to be nailed into position in a 
single operation. An optional model, 
a standard aluminum casement, is 
available with a separate fin trim 





What's Your Answer? 
Questions on page 106 
1. There are 125. See editorial page 
48, which lists 16 of them. 


2. Skil Corp. See 
pages 10-11. 


advertisement 


3. Increased sales volume with less 
sales help; allowed salesmen to 
concentrate on big ticket items; 
decreased inventory problems, as 
explained in article beginning on 
page 50. 


4. Pittsburgh Plate Glass Co., whose 
ad is on page 58. 


5. Reduces pilferage, promotes 
quick, orderly handling. See ar- 
ticle beginning on page 60. 


6. Delta Power Tool Div., Rockwell 
Mfg. Co. See ad page 95. 


7. Consistency. (The firm has run 
daily classified ads since 1929.) 
See article on page 70. 


8. Glass substitute window mate- 
rials. See Laminating Corp. ad 
on page 109. 


9. Remodeled showroom according to 
definite plan and formula, to make 
it “easier to buy—easier to sell.” 
See article page 80. 


10. Louisville Cement Co. whose ad 
is on the back cover. 


which can be quickly applied by build- 
ers in the field. J. S. Thorn Co., Dept. 
AL, 8501 Hegerman St., Philadelphia 
36, Pa. 
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New Caulking Gun 


An air pressure caulking gun that 
applies caulking compound in half the 
time normally required with hand op- 
erated guns has been introduced. The 
manufacturer declares that effortless 
caulking is the keynote of the new 
gun, and that caulk is injected deeper 
into the area. The No. 55 Air Pressure 
Gun holds 45 cubic inches of caulk, re- 
ducing the number of re-fillings. The 
barrel is 2 inches in diameter by 14 
inches long. Calbar Paint & Varnish 
Co., Dept. AL, 2612 N. Martha St., 
Philadelphia 25, Penna. 


For more data circle No. 36 on coupon, p. 120 





New Sundial 


This new sundial is of painted metal, 
in colors. It has a diameter of 4%”, 
is mounted on an eight-inch wood base 
pedestal and post. Wood is stained in 
reddish brown and the dials are two- 
toned in red and gold, white and gold, 
blue and gold, ete. The sundial can be 
used without the base in many ways 
outdoors and indoors, too. Earl Prod- 
ucts Co., Dept. AL, Laning St., P.O. 
Box 363, Southington, Conn. 


For more data circle No. 37 on coupon, p. 120 


Electric Heaters 


Electric fan-type heaters to mod- 
ernize the bathrooms, entrance halls, 
etc., are announced by Broan. Both 
models, 1200 watt and 1500 watt heat- 
ers, are built into the wall. Toggle- 
switch or thermostatic control are op- 
tional. Thermostatic control provides 
automatic temperature control from 
60 to 90 degrees. Broan Mfg. Co., Inc., 
Dept. AL, 1669 N. Water St., Milwau- 
kee, Wis. 


For more data circle No, 38 on coupon, p. 120 
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SOL-O-LITE is the big demand line. This low- SOL-O-LITE is right for you, too. . . an 
cost glass substitute makes ideal protective easy-to-handle, popular seller! Get in on this 
material for homes, poultry houses, barns, hog giant market . . . contact your SOL-O-LITE 
houses, porches and many other “uses. jobber or write direct for complete details. 





Retail Price 
(8 per lin, ft. 














NU-V-GLASS . . . White or Green 
Finest quality V4 cotton mesh. Double strand 
twisted cotton netting, pre-treated with weather- 
proofing plastic and bonded with 2-100 gauge 
acetate films. Can’t tear apart — lasts longer! 
Width Roll Ship. Dealer 
Cat. No. Inches Weight Lbs. Price 
NV100 % 32 $42.70 
NV50 % 17 21.35 


Retail Price Retail Price 
18¢ per lin. ft. +4 : 2éc per lin. ft. 























VUE-LITE . . . White or Green CRYSTAL-LITE 

Sturdy, economical cotton mesh. Twisted strands Extra-heavy, window clear plastic. Tough and 

of %4" mesh coated with weatherproofing plas- durable. Flame-proof . . . resists any climate or 

tic material and bonded between two layers of weather conditions. Easily sewed or sealed with 

transparent acetate. Easy to install. Wipes clean hot iron. 

with damp cloth. Width Roll Ship. Dealer 
Width Roll Ship Dealer Cat. No. Inches Weight Lbs. Price 

Cat. No. Inches Weight Lbs. CL100 % 30 $52.00 

VL100 % 3 . CL50 % 14 ; 

VL50 % 16 CL25 36 8 13.00 





Retail Price 
40¢ per sq. yd. 





CLEAR 
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CLEAR PLASTIC medium weight “wy 
Clear plastic — a medium weight crystal clear 
vinyl! plastic. Very tough and durable. Fiame- 
proof—will stand below zero weather. 

Width Roll Ship. Dealer 
Cat. No. Inches Weight Lbs. 
CP 100-36 20 
CP50-36 % 
CP25-36 % 


Retail Price Retail Price 
13sec per lin. ft. : 35¢ per lin. ft. 
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GLAZ-SCREEN 

GLAZ-FABRIK Bright V4", weather-tested mesh galvanized 

Lightweight, durable cloth has 80 threads per wire, permanently bonded with 2-1 geuge 

square inch. impregnated with a very high melt acetate films. Crystal clear to admit more light, 

point paraffin solution. Withstands extremes of maximum sunshine benefits. 

heat ard cold. Weighs 52 Ibs. per 100 yards. Width Roll Ship. Dealer 
Width Roll Ship Dealer Cat. No. Inches Weight Lbs. Price 

Cat. No. Inches Weight Lbs Price % 49 $70.00 

GF100 % 52 $26.68 % 25 35.00 

GF50 % 26 13.35 % 14 17.50 





Retail Price 
13Vec per sq. ft. 


GLAZ-SCREEN 
10 mesh galvanized wire, process coated with 
clear heavy plastic. Flexible — shatterproof — 
cuts with a shears. High ultra-violet ray trans- 
mission. 

Width Roll Ship. Dealer 
Cat. No. inches Weight Lbs. 

28 21 


28 
% 
% 
48 
GS115-48 48 





Retail Price 
17¢ per sq. ft. 


KRAFT STORM 
DOOR 


Retail Price 89¢ each 
per 36" x 64” 


DEALER PRICE 
GLAZ-SCREEN com 
Deluxe 14 x 14 weather-tested galvanized wire, i Carton of 12 
process coated with durable clear, waterproof . (Carton weight) ...20 Ibs. 
plastic. Flexible — shatterproof air tight 
Easy to cut with shears. Made by 2 teete of heey wooed Kraft paper 
Widt . le bonded together with asphalt esive. Large, 
Cat. No. inches Wels ie. — heavy clear plastic window double stitched for 
. 28 32 $ extra strength. With 21’ of weather repellent 
fibre strips and nails for easy installation. 











GS1450.48 if SOL-O-LITE apvertisinc 





and PROMOTION work for you! 
Your customers read about Sol-O-lite in na 


tional publications. Ask for our colorful point- 
ao = of-purchase and direct mail literature. It all adds 


4301 W. NORTH AVE. up to more sales and greater profits for you! 


LAMINATING CORPORATION CHICAGO 39, ILL. 
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Peg Leg Display Board 


Vividly colored in yellow, black and 
brown, with all seven leg sizes and the 
two different metal plates mounted, 
this board tells the complete Peg Leg 
story. Easily mounted on a wall or 
counter, this display is designed to 
catch the attention of the customer. A 
three-inch demonstrator leg is screwed 
into one of the plates to give custom- 
ers a chance to see how easy the legs 
can be screwed on and off, once the 
metal plates are secured. Perry Fur- 
niture Co., Dept. AL, 507 Monroe Ave., 
N.W., Grand Rapids, Mich. 


For more data cirele No. 39 on coupon, p. 120 





ee a ee 


The Multiplier Board 


Cabinet hardware by Washington is 
attractively displayed on this 9” x 9” 
square of 7/8” solid mahogany. Hard- 
ware shown is a large and small cabi- 
net door pull, two Spotlite knobs, a 
back plate, and a 3/8” inset hinge. 
Designed to display in multiples, six 
or more of these Multiplier Boards in 
the different finishes may be arranged 
in vertical or horizontal rows or in 
irregular shapes. A counter stand is 
supplied which makes this nine-inch 
square display suitable for either wall 
or counter. Washington Steel Prod- 
ucts, Inc., Dept. AL, 1940 East 11th 
St., Tacoma 2, Wash. 


For more data circle No, 40 on coupon, p. 120 
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Display Color Card 


A rubber latex color card for Seal 
Rite’s new rubber latex tinting system 
features 60 decorative colors available 
in Vinyl Kote flat wall finish, Vinyl 
Glow enamel and Vinyl Kote masonry 
paint. All colors in the attractively 
printed card are made with only 7 tube 
colorants in three sizes. Sample card 
available. Seal Rite Caulking Co., 
7 AL, 269 Green St., Brooklyn, 


For more data circle No. 41 on coupon, p. 120 





Color Selector 


Fifteen different color tubes and a 
new color selection system is an- 
nounced. The customer may select a 
color chip from the Val-Hues revolv- 
ing, illuminated color selector, or 
take chips home to match drapes, 
rugs or other decor. Each chip has its 
color formula printed on the back. 
When the selection is made, the exact 
shade may be obtained by squeezing 
the indicated Val-Hues color tube into 
the base paint. Valspar Corp., Dept. 
AL, 11 E. 36th St., New York, N. Y. 


For more data circle No. 42 on coupon, p. 120 


Silent Salesman 


Industrial tool display stands to be 
used as a counter or island “silent 
salesman” were designed especially 
for the smaller retailer who handles a 


NE Teme 


limited assortment of Skil industrial 
tools. Up to eight tools can be dis- 
played on the stand and tools are 
viewed from four sides when stand is 
used as an island display. Skil Corp., 
Dept. AL, 5033 Elston Ave., Chicago 
30, Ill. 


For more data circle No. 43 on coupon, p. 120 





Sawhorse Brackets 


The mechanical sawhorse brackets 
for 2 x 4 lumber made by the manu- 
facturer, which heretofore were 
shipped six pair to the container, are 
now packaged in a new two-color dis- 
play carton. The packaging, designed 
to hold one pair of brackets each, is 
printed in red and blue, and spotlights 
use of the item for ping-pong, train 
tables and carpenter’s horses on the 
front. Illustrations on the sides sug- 
gest other important applications ee 
for scaffolding, painters and plaster- 
ers’ platforms, display stands, banquet 
and picnic tables, etc. Step-by-step in- 
structions for assembling are also 
shown. Dalton Manufacturing Co., 
Dept. AL, 20 S. Central Ave., St. Louis 
(Clayton) 5, Mo. 


For more data circle No. 44 on coupon, p. 120 





Floor Stockholder 


A colorful new display not only en- 
courages the sale of Strypeeze Paint 
Remover, but also suggests the pur- 
chase of related items such as sand- 
paper, putty knives, paint brushes and 
steel wool. Easily and quickly set up, 
the sturdy display will hold up to 100 
pounds of merchandise. Strypeeze is 
a semi-paste paint remover that is not 
harsh on the hands and does not con- 
tain benzol. The Savogran Co., Dept. 
AL, 25 Huntington Ave., Boston 16, 
Mass. 


For more data circle No. 45 on coupon, p. 120 
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take a TWAT 
good look at | /\ [ 


one of 10 woods from the 


WESTER N y NE region 


Extremely light and strong for its weight, smooth and 
soft-textured, straight-grained —Engelmann Spruce has 
a wide range of uses from rough construction to fine in- 
terior finish. Its nearly-white color, small knots, ease of 
working suit it for paneling, moulding, window frames 
and built-in furniture. 


Engelmann Spruce comes in 3 select, 5 common, 4 dimen- 
sion grades. You can order it in straight or mixed cars— 
together with other woods from the Western Pine region 
—from most Western Pine Association member mills. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


ENGELMANN SPRUCE 
LARCH 

DOUGLAS FIR 
WHITE FIR 

INCENSE CEDA2 
RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts CHATHAM Cypiar 
to help you sell [/\ JL L///Ai\\) OF AUUL 
write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 

Yeon Bidg., Portiand 4, Oregon 
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Demand the Best 


Patented Dur-O-wal Sets 
the Pace for Reinforcing 
Quality and Performance 


asonry industry leaders 
throughout the nation hail 
butt-weld Dur-O-wal for per- 
formance, quality and economy. 
Masons prefer Dur-O-wal be- 
couse it lays flat . . . works 
fast . . . handles easily. 


The masonry industry pre- 
fers Dur-O-waL because it safe- 
guards the beauty of masonry 
by providing both vertical and 
horizontal reinforcing in all 
types of masonry wolls. 


6 Reasons 
why Dur-0-wal is 
STRONGER, FASTER 
AT LESS COST 


@ Mechanical Bond every 8 
inches of wall @ High Ten- 
sile Steel (100,000 p.s.i.), 
shipped in convenient 10 foot 
lengths @ Double Mortar 
Lock at each weld @ Electric 
Butt Welds place all rods 
ona single plane @ Knurled 
Side Rods lay straight and 
flat due to hardness of steel 
@ Trussed Design causes side 
rods to work together. 


Butt-Weld @ Trussed Design 





GET ALL THE FACTS TOD 


TOLEDO 5, OHIO 


PHOENIX, ARIZ. 


CEDAR RAPIDS, IA. 





the Backbone of Steel 
for EVERY masonry wall 


ou erature 


BIRMINGHAM 7, ALA. Dur-O-wol Products of Ala. Inc 


O-wal Div 


(For more data on advertised products fill in coupon om page 120) 


O-wal Products, Inc., 


Dur-O-wol Div., Frontier Mfg. Co., 


Dept. |-€ 


AY from the Dur-O-wal plant nearest 
now available with new research data from 
independent tests. Request information today. 


SYRACUSE |, N.Y. Dur 


Box 628 


Dur-O-wal, Inc., 165 Utah Street 


- Box 5446 


Box 49 


Cedar Rapids Block C 
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Sell the 


Stock, 
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as described 


Reader's Digest 


Display, 
line 


fast moving, ew a for construction by adhesion 
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MIRACLE ‘DRY WALL ADHESIVE 
For better, faster dry wall jobs 
Cuts costs, speeds dry wall con- 
struction. Especially effective for 
installation of gypsum boards 
to studs in new method proven 
by Builder Andy Place, South 
Bend, Indiana, to effectively pre- 
vent nail popping and board 
warpage. 

MIRACLE (new improved) 
WALLBOARD CEMENT 

Gives greater strength, extra 
waterproofness 

A rugged rubber base adhesive 
that provides the ultimate in 
bonding strength and water- 
proofness for installation of fin- 


ished board or panels directly to 
plaster or masonry walls 


A cinch to sell this do-it-your 
self kit that enables your cus- 
tomers to transform drab cellars 
into colorful gamerooms with 
out the back-breaking job of 
drilling holes in foundations. An 
easy $10.00 “come-on”™ sale that 
means extra tie-in sales, too 


MIRACLE RT1000 ADHESIVE 


For installation of rubber tile 
and linoleum on or below grade 


Featuring outstanding bonding 
strength to concrete, masonry, 
and tle floors, completely water- 
proof RT1000 may be used in 
damp or even wet areas 


MIRACLE SLIP -NOT 

(new non-slip coating) 

Makes stairs, floors, patios 
safer, more beautiful 

Your customers prevent 78% of 
household falls by painting 
amazing easy-to-use Slip-Not on 
eeewer wood, metal, tile or 
porcelain. Four beautiful colors 
Just _ow Watch it sell! 


MIRACLE TUB -CAULK 
White, plus four gorgeous colors 


Applies like toothpaste around 
tubs, sinks, or showers to do a 
permanent waterproofing job 

Colors harmonize with all col 
em bathroom fixtures and tile 
No easier, more economical way 
to glamorize and waterproof at 
the same time. 


DEALERS: If you've just been stock 


ing and selling Miracle’s nationally fa 
mous Black Magic Adhesive or one or 
two of these other products, get wise to 
the extra sales and profits of the entire 
Miracle line. Each sells fast, right from 
display, to your trade and to “do-it- 
yourself” homeowners, too! 


MIRACLE ADHESIVES °''' 


New York 22 
New York 


(For more data on advertised products fill in coupon on 
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ANNOUNCING 


WILSON AIR-COR 
ROOF DECKING 


—makes condensation 
problems a thing 
of the past 


—custom-made to 
your specifications 


No matter what the interior or 
exterior conditions—of climate, 
temperature or humidity—you 
need no longer have a conden- 
sation problem. The solution— 
as presented in Wilson Air-cor 
Roof Decking—is scientific, 
unique, yet amazingly simple. 


Two air channels, running the 
length of each 2’ x 8’ panel, insure 
continuous air circulation across 
the entire roof—automatically and 
in sufficient volume (1945 cubic 
inches a ape to absorb all 
normal condensation. For extreme 
conditions, forced air could be 
used. 


Use this scientifically engineered 
roof decking on flat or pitched 
roofs—and on any type of struc- 
ture. Then apply built-up roofing, 
shingles, slate or metal, as your 
design requires. The panel is de- 
signed for rafter spacing up to 
48” o.c.; nail holes are pre-drilled 
to your order. 


The strength is there; the insu- 
lation value is there. ( With built- 
up roofing and '%.” Homasote, 
the U factor is 0.15.) Here is new 
insurance on air-conditioning in- 
vestments 


Each panel is made up 
of three 2” x 2” wood 
members, | 2” 0.c., hori- 
zontally. On one edge 
is a wood tongue; on 
the other a groove. 
Within the groove a 
sponge rubber gasket 
insures a tight seal. 
The top and bottom 
sheets are weatherproof 
Homasote. According 
to your specifications, 
the top sheet may 


either 40” or 2442” in 





thickness; the bottom sheet (which 
can serve as finished ceiling) may 
have a linen, a striated, a wood-tex- 
tured or a cement-asbestos surface. 


The top piece overlaps 4” on the 
groove side, thus shutting out 
moisture (and also the asphalt of 
built-up roofing). The bottom 
piece has a 45° bevel on each side. 
This overlaps the wood members 
by \42” to insure a tight joint be- 
tween sections. Between the wood 
members—under the top piece— 
a barrier of %” Balsam Wool, 
completely ps in vapor- 
barrier paper, is glued. At each 
end of each panel two wood blocks 

—2” x 2” x 8”—provide for sat- 
isfactory nailing to rafters or 
joists. Panels are easily cut to any 
dimension (or supplied in special 
lengths, to order). 


Sound-deadening partitions and 
sub-flooring — For interior, sound- 
deadening partitions, Wilson Air- 
cor Panels are supplied in 2’, 3’ 
and 4’ widths and in heights up 
to 11’ 2”. The combination of 
Homasote and Balsam Wool cre- 
ates an unusually efficient sound- 
deadening barrier.... For use in 
partition walls, the Homasote 
surfaces are applied as panels bev- 
eled on both sides—and without 
overlap. ... For sound-deadening 
between floors, use the panels as 
sub-flooring; nail the finished 
flooring direct to the wood mem- 
bers of the panels. 


Wiring—An additional advantage of 
the air cores is that electric wiring— 
whether conduit or cable type—may 
be passed across the roof, 
thus wiring the building 
from above. This is not 
only the most economical 
method, but permits the 
placing of light fixtures 
wherever desired. 


Our Engineering Service 
is available to work with 
you on any specific prob- 
lems of roof decking, 
partitions or sub-floor- 
ing. Let us give you 
complete details and 
specifications. Kindly 
address your inquiry to 
Department H-10. 


| HOMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
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insuiaTion 


KITTY KIMSUL represents the " do-it-yourself’’ market 
—and helps you sell to it when you stock KIMSUL 
Insulation. 

Kitty will appear ‘in person” at “do-it-yourself” 
shows throughout the country. She'll be available 
to you on point-of-sale pieces (shown above) and on 
film for your local TV shows. In addition Kitty 
will appear in a new series of ads in the national 
consumer magazines your customers read. 

KimsuL is the ideal “do-it-yourself” insulation — 
the easiest insulation of all to cut, measure and in- 
stall. And remember, KIMSUL is compressed 
to 4 its normal size. Saves you storage space 

gives you far more profit per square foot. 


Now you can offer your customers this denim cob- TT 2 


bler's apron—a regular $2.50 value—for only 8% 
They're being featured in KIMSUL'S national adver- 
tising. And since only KIMSUL dealers will have 
them, this terrific bargain will bring more customers 
to your sales room. See your KIMSUL salesman for 
full details or write: Kimberly-Clark, Dept. A-85, 
Neenah, Wisconsin. 


KIMSUL isin 
INSULATION €73 


Kimberly-Clark Corporation * Neenah, Wisconsin 
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here are the TRUE FACTS! 


the most important part 
of laying hardwood flooring— 


INDEPENDENT LABORATORY 
TEST PROVES: 


POWERCLEATS DO NOT 
SPLIT TONGUES AS 

DO OTHER TYPES 

OF FLOORING NAILS! 


POWERCLEATS DO 
PROVIDE NECESSARY 
HOLDING POWER! 


Because much stress has been laid on withdrawal loads of 
various nails when used for attaching hardwood flooring, we 
requested Forest Products Laboratory to conduct tests involving 
complete flooring panels. The results of these tests 





“Comparative Holding Power of Four Types of Nails 
When Used For Attachment of Oak Flooring” 


Yours Upon Request. Write Today! 


| 


POWERNAIL 








NAIL SCREW 8 PENNY 
| J | TYPE CEMENT) 

INCHES NAIL * COATED 
* CASING 
NAIL’ 


FURTHER PROOF: 
Contractors report: 
Hardwood flooring installed in Private Homes — Ball Rooms — 
Apartment Buildings — Housing Projects —- Gymnasiums . . . 
NO SQUEAKS 
NO FAILURES 
COMPLETE SATISFACTION 


DESCRIPTIVE LITERATURE FURNISHED 
ON R iT 


|OWERNAIL COMPANY 


f 


we MONTANA 


(For more data on advertised products fill in coupon om page 120) 
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include extra bases for extra locations. 
The Will-Burt Co., Dept. AL, Box 503, 
Orrville, Ohio. 


For more data circle No. 47 on coupon, p. 120 





New Ashlie Fittings 


A complete line of auxiliary fittings, 
designed to reduce installation time 
and assure a neater layout, are now 
available for use with large 8” x 8” 
flanged square wireways. The new 
fittings added to the extensive Key- 
stone line include 8” x 8”, 90° elbow 








Telescoping Units 


New telescoping units are made up 
in five types of wheel conveyor and 48 
different combinations. They consist 


1 °o 
of two, three or four 5’-0” sections New Versa-Vise one pull boxes, ND 22%" — = 
and twe. three. or four 10’-0" sections ie : elbows, junction boxes, trough collars, 
= on 2 patna Versa-Vise is the first new vise of bracket and drop hangers, closing 
Elevation at the low end of the line is its kind, claims the manufacturer. It plates and reducing bushings, as well 
2’-0” and varies at the high end. Sec- can be turned to any angle in a hori- as 1”, 2”, 3” and 6” nipples. All fit- 
tions are made in 10” or 16” width zontal circle from an upright position tings are brake formed from heavy 
and can have 10, 12, 16 or 20 wheels or when poe on its side on the base, gauge steel, and feature precision 
per foot of conveyor. The units are to hold the wood horizontally or verti- formed edges for easy assembly with 
said to be ideal for loading and un- cally for easier work. Versa-Vise au- wireways. All units are finished in 
loading trucks, boxcars, or for general tomatically locks in position as the gray enamel for corrosion resistance. 

oaal Ss om. ee yA material is tightened between the Keystone Manufacturing Co., Dept. 
warenouse Use. m8 ows vonvey or jaws. Grips material paper-thin up to AL, 23328 Sherwood Road, Center 
Co., Dept. AL, Ellwood City, Penna. five inches thick without marring, it is Line (Detroit), Mich. 

For more data circle No. 46 on coupon, p. 120 claimed. Attachments at extra cost For more data circle No. 48 on coupon, p. 120 
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QUALITY AND SERVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 











WESTERN WOODS SOUTHERN WOODS 
Fir —Hemlock— Cedar Yellow Pine—A.D. & K.D. 
Spruce — Ponderosa Pine Finish — Boards — Dimension 
Poles— Piling Oak Flooring —Poles—Piling 
Sales Office—The Equitable Building Sales Office—Southern Finance Building 
Portland, Oregon Augusta, Georgia 


“@ (iP) GEORGIA — PACIFIC 
: PLYWOOD COMPANY 


PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Trade Mart High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 























Registered 
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cleaning blades. Stewart 
Inc., Dept. AL, 318-X East St. Joseph 


St., Indianapolis 2, Ind. 


For more data circle No. 50 on « 


Lightweight Router 


Retailing at only $19.95, a new rout- 
er now being marketed by Mall Tool 
is lightweight, versatile, and is said to 
be well-suited to general home work- 
shop use. This compact, sturdily built 
tool is claimed to make clean, uniform 
cuts. A partial listing of jobs it does 
includes: beading, carving, cove cut, 


dado cuts and joints, dovetailing, mor- Tan-Tone Color Syling 


tise and tenon joints, rabbet cuts and 
joints, relief work-plaques, routing, : ; 
etc. Handles for easier holding and ing on the full line 


of 


Industries, 


oupon, p. 120 


Roll-N-Stor System 


A lift truck system, consisting of 
a patented lift jack and engaging 
bracket, in conjunction with semi-live 
platforms, is now available. According 
to the company, the Hamilton heavy 
duty platforms, or skid trucks, are 


Introduction of Tan-Tone color styl- unique in their design and construc- 


Underwood tion, and the special features of the 


guiding of the router are available Sundstrand and Underwood Elliott jack _ and bracket facilitate quick 
extra. Also available are special bit Fisher accounting machines is an- starting and ease of operation. One 
holder adapters which make it possible nounced. Machine cases now have a or more lift jacks can be used in com- 
to use bits with %” shank. Mall Tool two-tone finish, a dark and light shade bination with any number of skid 


Co., Dept. AL, 7725 South Chicago of tan which Underwood has named trucks. The Hamilton lift truck sys- 
ave., Chicago 19, Ill. Tan-Tone. All external ; 


For more data circle No. 49 on coupon, p. 120 


eye-appealing, non-glare satin finish. 
Color has been distributed over 


arts are an , . , . 
- : tem is said to provide low cost, flexible 


the handling in any type of warehousing 


, keyboard to effect a proper balance or storage operation. When not in use, 
Multiple-Vent Roof Fan and to set aside rows o 
This all-aluminum, weather-proof keys from operational keys. Machines, right position and the skid trucks can 
fan unit mounts on roof outside home stands, shelves, drawer 
and pulls from up to three interior auxiliary tops, all in Tan-Tone, are is available in a wide range of plat- 
grilles. Standard seven-inch round designed to blend into a harmonious form sizes. The Hamilton Caster & 
ductwork is used. Only 7%” grille new look unit. Underwood Corp. Mfg. Co., Dept. AL, 1700 Dixie High- 


opening is required in wall or ceiling Dept. 7 One Park Ave., New York 


800 cfm capacity. Three-speed opera- 16, N. 


f functional the lift jacks may be stored in an up- 


units and be stacked. The Roll-N-Stor System 


way, Hamilton, Ohio. 


tion. Sealed motor and fan unit. Self- For more data circle No. 51 on coupon, p. 120 For more data circle No, 52 on coupon, p. 120 
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BUILDERS’ HARDWARE ) 


for 
QUALITY 


PROFIT 


For more than three-quarters 
of a century, IVES has pio- 
neered in the design and 
manufacture of the very 
finest Builders’ Hardware. 
During these years, IVES has 
unfailingly subscribed to a 
policy which assures retailers 
a just profit. 





Specify and Sell the IVES line 
For Quality and Profits 





for the EXTRA QUALITY touch! 


org. 21 
| THE H. B. IVES CO., NEW HAVEN, CONN. 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 

















This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities flooring, lath, cement to proper height 
for loading materials into car or truck, Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No, AL-8. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 
Sales and Service in 


Principal Cities GRAVITY & POWER 


phen ge onend 








3UILDING PropUCTS MERCHANDISER (For more data on advertised products fill in coupon om page 120) 115 











FNEW] LITERATURE 


Packaging and Carloading Guide is 
the name of a 40-page booklet, Cata- 
log No. 16, illustrating up-to-date re- 
inforeing methods with steel strap- 
ying. Strapping tools and machines, 
on & methods of reinforcing and pro- 
tection of shipping containers and 
shipments are some of the subjects 
covered. Signode Steel Strapping Co., 
Dept. AL, 2604 N. Western Ave., Chi- 
cago 47, Ill. 


For more data circle No. 53 on coupon, p. 120 


A Conolite sales kit contains TV 
commercials, proofs of mats, press re- 
leases, descriptive literature, colorful 
banners and a sample of the decora- 
tive plastic laminate. Plans for a 
functional Conolite display-cutting 
rack and confidential dealer price list 
are also included in this sales booster. 
Continental Can Co., Canolite Dept., 
Dept. AL, 205 W. 14th St., Wilming- 
ton 1, Del. 


For more data circle No. 54 on coupon, p. 120 


Literature and new price lists are 
available on Bridgeport Inner-Seal 
rubber weatherstripping and on the 
full line of Inner-Seal Rubber Garage 
door cushion. For literature and prices 
write Bridgeport Fabrics, Inc., Dept. 
AL, Bridgeport 1, Conn. 


For more data circle No. 55 on coupon, p. 120 


Bathtub and stall shower enclosures 
are the subject of a colorful new fold- 
er, The Beautiful Tubdor. The en- 
closures are said to be one-third the 
usual cost, so simple to install a do-it- 

ourselfer can handle it in 30 minutes. 
he enclosures are designed for plas- 
ter, partial tile or full-tile walls. No 
mastic is required. Tubdor, Inc., Dept. 
Aig pore Freeport Blvd., Sacramento, 
alif. 

For more data circle No. 56 on coupon, p. 120 


Seal-A-Matic Awning Window Cat- 
alog gives full details on the new alu- 
minum awning window with its auto- 
matic adjusting device. The patented 
feature is said to eliminate the need 
for any vent adjustment on the job 
site. Weatherstripping and automatic 
adjustment insures complete weather 
tightness. Superior indow Co., 
a AL, 53800 N.W. 87th Ave., Miami, 

a. 


For more data circle No. 57 on coupon, p. 120 


F.C.P. Liquid Bond is the subject of 
a folder describing the various uses 
and advantages of the non-inflamma- 
ble liquid. Said to simplify concrete 
repair jobs, providing a quick way to 
level concrete surfaces, ceramic tile, 
wood floors and plaster walls without 
necessity of sanding, chipping, groov- 
ing or artificial nt of any kind. It 
is claimed that F.C.P. gives a perfect 
bond over damp or dry surfaces, in- 
doors or out. Tamms Ind., Inc., Floor- 
ing Div., Dept. AL, 228 N. LaSalle 
St., Chicago 1, II. 


Por more data cirele No. 58 on coupon, p. 120 
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La Belle Cut Nails is a completely 
revised edition of an earlier booklet, 
describing and illustrating various 
types of cut nails. Providing a 72% 
tighter bond, cut nails are widely used 
to lay hardwood flooring and to anchor 
wood to building blocks. Also in the 
folder is a comparison chart of 
strengths between cut nails and wire 
nails, based on official tests made at 
the U. S. Arsenal at Watertown, Mass. 
Wheeling Cosepens Co., Dept. AL, 
Wheeling, W. Va. 


For more data circle No. 59 on coupon, p. 120 


Compo forms is a concise brochure 
showing the principal uses, features 
and new applications of Atlas Compo 
Forms for concrete construction. Com- 
pletely assembled, true-edged, the 
units consist of strong steel frame 
with plastic-coated plywood face. 
Light weight and easy to handle, they 
are said to be erected in record time. 
Irvington Form & Tank ae Dept. 
AL, Dept. CFB, 20 Vesey St., New 
York 7, N. Y. 


For more data circle No. 60 on coupon, p. 120 


Palletizing of Bulk Materials is the 
name of a new service bulletin, illus- 
trating typical palletizing of Hydrecon 
refractory products. Included in the 
single-sheet bulletin is a complete 
breakdown in tabular form by pack- 
aged unit and arrangement per pallet 
including total drums or bags per pal- 
let and number of containers flat and 
high. J. H. France Refractories Co., 
Dept. AL, Dept. AD, Snow Shoe, 
Penna. 


For more data circle No. 61 on coupon, p. 120 


How to Apply Consoweld Curvatop 
is a 10-page instruction booklet show- 
ing step-by-step how a builder or do- 
it-yourselfer can install the new coun- 
tertop plastic surfacing easily and at 
low cost. Available in standard coun- 
tertop dimensions and in 10 attrac- 
tive patterns and colors, Curvatop can 
be installed on kitchen counters and 
bathroom vanities. Special adhesives 
are available for use in application. 
Consoweld Corp., Dept. AL, Wisconsin 
Rapids, Wis. 


For more data circle No. 62 on coupon, p. 120 


A four-color folder punched to fit 
standard loose-leaf binders gives data 
on Burgess Tote-Saws; Jig Saw Jr., 
new electric tool for youngsters; sev- 
eral types of portable electric spray- 
ers, the Vibro-Graver for industrial 
marking and engraving and the rest 
of the company’s line of low-priced 
tools and appliances. Burgess Vibro- 
crafters, Inc., Advertising Dept., Dept. 
AL, Grayslake, Illinois. 


For more data circle No. 63 on coupon, p. 120 


Two new circulars describe Tropi- 
glas flat, non-sag panels, and expand- 
ed louvers for home and industry use. 
Russell Reinforced Plastics Corp., 
Dept. AL, 6 So. 13th St., Lindenhurst, 
L. t. N. Y. 


For more data circle No. 64 on coupon, p. 120 


A farm broadside for mailing to 
r.f.d. routes with a dealer’s imprint has 
been made available by Masonite. In 
addition to citing the dealer’s experi- 
ence, planning service, materials stock 
and economy for making his yard a 
one-stop shopping center, the broad- 
side offers free plans for a Masonite- 
planned milk house, pole-type barn, 
milking parlor, hog house, brooder 
house and poultry house. Masonite 
Corp. Dept. TR-3-AL, Box 777, Chi- 
eago 90, Ill. 


For more data circle No. 65 on coupon, p. 120 


Paul Heinley’s Movable Shutters 
are completely described in a new 
catalog. Specifications, installation 
data are given and the booklet is pro- 
fusely illustrated with photographs 
of the shutters in typical installations 
as well as many custom applications. 
Paul Heinley’s Movable Shutters, 
Dept. AL, 1620 Euclid St., Santa 
Monica, Calif. 


For more data circle No. 66 on coupon, p. 120 


Storage equipment catalog con- 
tains more than 24 new ideas in space- 
and time-saving storage equipment. 
Described in the colorful book are 
racks, bins, shelves and pallet frames 
for more efficient and orderly storage 
of materials. Both product and in-use 
photographs and specifications are 
provided. Free on request. The 
Frick-Gallagher Mfg. Co., Dept. AL, 
110 S. Michigan Ave., Wellston, Ohio. 


For more data circle No. 67 on coupon, p. 120 


Know Your Hardwoods is a booklet 
describing the advantages of genuine 
hardwoods for furniture, television and 
hi-fi sets. Written for homemakers, 
the booklet explains the desirability of 
bonded furniture, gives tips on the 
easy care of genuine wood furniture. 
Booklet can also be used for sales 
training. Fine Hardwoods Association, 
Dept. AL, 666 Lake Shore Drive, Chi- 
cago 11, Ill. 


For more data circle No. 68 on coupon, p. 120 


The Finishing of Philippine Mahog- 
any is the title of a new catalog. In 
full color, the booklet shows the vari- 
ous finishes possible and the formulas 
used in obtaining them as developed by 
one of the country’s leading paint 
manufacturers for use on the hard- 
wood. Philippine Mahogany Associa- 
tion, Inc., Dept. AL, 111 - Ith S&t., 
Los Angeles 14, Calif. 


For more data circle No. 69 on coupon, p. 120 


A new plastic window frame in 45 
modular sizes is the subject of a de- 
scriptive folder. Plyco units are avail- 
able with snug-fitting aluminum fring- 
ed removable double glazing as well 
as being adaptable to many sizes of 
permanent double F meng . The com- 
pany claims that Plyco Ro set a 
new standard in durability. The Plyco 
Corp., Dept. AL, Elkhart Lake, Wis. 


For more data circle No, 70 on coupon, p. 120 


The 1955 Slide-O-Nette line of slid- 
ing door bathroom cabinets is featured 
in a new brochure. Five new models 
are covered in the folder. The line in- 
cludes fluorescent lighted models and 
a new incandescent lighted unit. All 
lighting is an integral part of the cab- 
inets wired for easy installation. Pre- 
mier Hall Mfg. Co., Dept. AL, 3955 W. 
Fullerton Ave., Chicago 47, IIl. 


For more data circle Ne. 71 on coupon, p. 120 
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Here's why 


Pittsburgh Brushes 


are right for you! 


Want to sell a line of brushes that doa really smooth 
job... work easily .. . and have plenty of carrying 
capacity? Then you want to stock Pittsburgh Red 
Stripe brushes! A complete line of (1) pure hogs’ 
bristle brushes (2) 100% texturized synthetic bristle 
(Pittsburgh's mproved Velvet-Tip synthetic) (3) 100% 
Tynex Nylon (4) scientifically blended mixtures of 
hogs’ bristle and synthetic. All are made in one of the 
world’s most modern plants by experienced, expert 
brushmakers—your guarantee of the kind of brushes 
that not only satisfy customers, but bring them back 
time after time! 


For the address of the Pittsburgh supplier nearest 
you, write: PITTSBURGH PLATE GLASS COMPANY, Brush 
Div., Dept. C-8, 3221 Frederick Ave., Baltimore 29, 
Maryland. 

Maintenance, power-driven and paint brushes 
for every home and industrial use 


PITTSBURGH 


Ked Stiipesnusnes 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates: 


1 Time —20¢ per word for each insertion. 
Minimum charge of $1.00 per line. 

2 Times — 1S per word for each consecutive 
insertion. Minimum charge of 75¢ 
per line. 

Add $1.50 per insertion of blind ads bearing 

box number. 

No agency commission or cash discount 

allowed. 

All ads for classified section must be in Pub- 

lisher's office 14 days preceding date of publi- 

cation. Advertisements are set in uniform 6 

point style. No cuts or cial bord 








HELP WANTED 














allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged 








hen answering box numbers or mailing copy 
for ads ptt meme them to: 
AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





SALES MANAGER — For large retail Lumber 
Yard, located in the Miami, Florida, area. Man 
who can build and control sales organization 
to maximum of (10) outside salesmen. Excel- 
lent salary. and overide arrangement to well 
experienced and qualified person. All replies 
kept in strictest confidence. Address Box P20. 
American Lumberman, Inc. 


Representatives to sell fast moving high vol- 
ume tileboard line to lumber and building 
material retailers. Sales helps, top commission, 
protected territory. Several top _territori 


t be capa of complete management. 
Write full f ~ interview will 
d confidential. Address Box 
F-46 American L , Inc. 





RETAIL LUMBERMAN 
Large firm needs ai d d 


able young man to manage ‘a yard in 
s small ss Kansas foun. ——— 
reedom management. Opport 
unlimited. Appl letter, all 
j= a Hd to 453. 


Ee ee Inc. 








nae with Lone mm ound by 8 

work estima » and selling expe- 
rience. Excellent oppo ity for man Satins 
Pp t ti and a chance to be- 
come part of a well-established progressive 


lumber and mill work com: P Gone 
in fine mill work. Replies’ held strictest 


WANTED Progressive man for Pittsburgh ~ 4 








available. — anelboard Mig. Co., Engle- 


wood, 





Progressive Florida Lumber and Building Ma- 
terial Company interested in employing one 
or two young men experienced in Retail Lum- 
ber and Building Materials — none except 
sober, competent and hard workers need ap- 
ly. Address Box F-42 American Lumberman, 
ne, 





Retail Lumber Store Manager—Chicago Area 
To take charge of store specializing in the 
sale of building materials to the home owner. 
Experience in this line required. Excellent 
| owe Profit sharing. Reply Box F-43 
American Lumberman, Inc. 


MILLWORK 
Established business with steady permanent 
contracts needs Assistant Manager. Must be 
experienced on Detailing, Estimating and Bill- 
ing. Capable man will receive good salary 
plus car allowance, expenses ead bonus. Ad. 
dress Box F-44 American Lumberman, Inc. 





FLUSH DOOR SALESMAN 


Desire services on commission basis of 
qualified door salesman to promote and 
sell Flush doors with other products 
handled by him in the following areas: 
Kansas City, Chicago, Pittsburgh and 
Boston, to wholesale trade only. Fur- 
nish complete work background, age, 
experience and area to be covered. 
Address Box F-4S American Lumber- 
man, Inc. 


GENERAL MANAGER 

iTOCK SASH AND DOORS 

A large stock millwork plant is seeking a 
petent administrator who knows manufac- 

turing, sales and finances. Must have a wide 
acquaintanceship in the field. 

Salary $20-25.000 
All replies heid in strict confidence. 
Contact: J]. L. Overholt WAbash 2-5020 
Wabash Agency 202 S. State Chicago. Ill. 








LUMBER SALESMAN 
Tor growing company in one of several open 
territories. lent mill ti in south 
and west. Present salesmen earning top 
money. 
Curry-Thrash Lumber Corporation 


ox 646 
Meridian. Mississippi 
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FORBES LUMBER & SUPPLY COMPANY 
CHESWICK, PENNSYLVANIA 





Wanted—Manager of retail lumber yard, small! 
town in Central Illinois. Salary and commis- 
Ee. Address Box F-47 American Lumberman, 
inc. 


SALES REPRESENTATIVES 
WANTED 





Material Manufacturer 
Established Subdios Division patos die 
tributorship { 1 es complete 
sales m4 “4 of retail lumber oy —! 
dealers in North New Jersey an ew Yor 
City. Address Box F-52 American Lumber- 
man, Inc. 





SALES REPRESENTATION 
AVAILABLE 





LINES WANTED 
Successful 5 man organizati 


Ai 





tablished 6 


‘ears——now P g—covering Min t 
Wisconsin and Upper Michigan. Write Box 
No. F-53 A i b Inc. 











MISCELLANEOUS WANTED 





Wanted — Building or home improvement ma- 
terial wanted obsolete, surplus, factory sec- 


onds, etc. Any kind or quantity if priced right. 
Tower, G5015 N. Saginaw Rd., Flint Ss. Mich. 





LUMBER & DIMENSION WANTED 





PLYWOOD CUT-OFFS WANTED 
Trailerload or carload 
PLYCUT 


1240 Webster Ave., Bronx, N. Y. 





Want a car of 6/4 #1 Common, Plain White 
. palachian stock. 

One car, 8/4 1 Face and better, Basswood. 

One car, 8/4 #2 Com. & Btr. Basswood. 

Address Box F-54 American Lumberman, Inc. 





BUSINESSES FOR SALE 





For Sale or Lease long established retail lum- 





SITUATIONS WANTED 





Experienced millwork salesman seeks the next 
step — millwork sales promotion. and 
Country sales experience. Prefer Middle West. 
Address Box F-48 American Lumberman, Inc. 





MILLWORK SURVEY & DETAILING 
A firm of mill men offers a quantity survey 
and detailing service. Years of ri 


ber yard in Mountain oi] and uranium 
won e e . yard space, og ot — i 
parking. . Inven a - 
tely $110,000. es pment ap- 
ely $20,000. Will sell or retail $30 
accounts receivable $200,000 will 


dress Box E-43, American Lumberman, Inc 





FOR SALE 
Old established retail Lumber and Building 
material yard and pla mill, located in 
Central New York on the N.Y.C.R.R. and Barge 
1, in a community of 33,000. Present op- 
erators wish to retire. Write Box F-23, Ameri- 
can Lumberman, Inc. for complete information. 





Results guaranteed. Your inquiries invited. 
Address Box F-49 American Lumberman, Inc. 





Want to represent large reliable lumber mill. 
Commissio nl thern Louisiana. S 


° m only. Sow 
dress Box F-50 Tescslous Lumberman, Inc 





FOR SALE Profitable lumber and building a 4 

ply business including plete hardware in 

center of the most productive farming area in 

Northern is. Complete stock. Business 

has large farm pickup SS it ya 
edness. opport 

4 “ Dew F-24, American 








ie 


Experienced lumberman, 55, d 





as manager or assistant. Will consider buy- 
i sma ard between Pennsylvania and 
Nebraska. Kddress Box F-51 American Lum- 
berman, Inc. 





SALES REPRESENTATIVES 
WANTED 


FOR LEASE OR SALE 
$300.00 monthly leases lumber yard — 20 miles 
from Chicago on 4 lane hway. Option to 
buy. Must able to bu ventory approxi- 
mately —— Rf yy js 
at ow ven . Can 
pros a. — Address Box F.26. American Lum- 
rman, Inc. 








Lumber Yard in Southern Connecticut 
Wholesale & Retail 

This year will do approximately 2!/, million 
}- Be Business has increased over 50%, 
annually for past 7 years. Stock dollar for 
dollar, plus good will. peng, yeeee on land. 
Far only need apply. dress Box F-56 
American Lumberman, Inc. 





Representative for advertising estab- 
36 years. Call on retail | and 

building materials 

Jersey and two or three 

¢ of retail advertising or 

on ti — ~ ph he, bonus Aa. 

executives. ‘ ° 

dress Box F-21, American 


Retail Lumber. Hardware, Cabinet Shop. 
P mill. 4)/ ones - ample ines 
room. 5 room ern quarters. Plenty 
xine lumber available. Located West Central 
irkansas. Fast industrial city. 4 
Trucks. All equipment less than $50,000. 
Plus agg Address Box F-59 American 
Lumberman, Inc. 
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BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 





YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck. Good profitable yard. Been in business 
for 40 years. Will inventory. Address Box F-25. 
American Lumberman, Inc. 





Retail Lumber Business located in Western 
Pennsylvania, doing $190,000.00 business year- 
ly. Equipped with mill work shop, 4 Redi Mix 
concrete trucks, sand and gravel bins, bulk 
cement bin, clean stock of merchandise and 
hardware. For more details and information 
write Box F-38, American Lumberman, Inc. 


SAN DIEGO, CALIF., LUMBER YARD and 
Property for sale, or would be willing to make 
a syndicate to manage the yard with active 
or silent partners. Fine Blvd. 





location, in a 
fast building town. Start with new invento 

old yard, Buildings, office and store. Could 
be a gold mine to right parties. Write for more 
details. Address Box F-40, American Lumber- 


man, Inc. 





Retail Lumber yard and building material 
business established for 15 years in one of 
the largest and fastest growing cities in 
Nevada. Reno. Non Pp and 
building supply market. Located on main 
boulevard in town and next to railroad. 
Ample buildings, approximately 9.000 square 
feet under roof. early gross over 700,000. 
High net profits. Will sell buildings and 
equipment at cost, but owner prefers to dis- 
pose of own inventory. Write P. O. Box 1328, 
Reno, Nevada. 








SOUTHERN CALIFORNIA LUMBER YARDS 
FOR SALE 


Advise amount you wish to invest; also see 
our ad in previous issues. 

Twohy Lumber Co., Licensed lumber yard 
brokers for over 40 years. 714 W. Olympic 
Bivd., Los Angeles 15. 


CARPENTERS APRONS 
Write fer prices and iniormation. 
THE MINNESOTA SPECIALTY co. 

Minneapolis. Minn. 





DOUBLE YOUR INCOME from your news- 
pa ow pe hag —_ our low cost 
Timber. rr’ REE proofs write 
to —?P LILLY £7 ADVERTISING. Box 167, Long 
Beach 1, California. 





TIMBER & TIMBERLAND 
FOR SALE 





2080 acres poss Ranch and Timberland. Price 
$31. run 350 cows or 2500 sheep. This 
is well 1 A Will ider '/, trade, small 
clear sopestee pases. L. L. SPAFFORD, 
LANC. MINN. 








WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kiln Trucks, in stock 


$6.00 each. 


M. K. FRANK 
480 Lexington Ave., New York 17. N. Y. 





STEEL RAILS 
16#, 20H, 25H, W#. ISH, 40H and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





LUMBER & DIMENSION 
FOR SALE 





For Sale: Lumber and Building Supply in 
Pueblo, Colorado. Best location in Pueblo. 
Will lease real estate, etc. Sales volume extra 
good. Reason for selling, nearly sixty years 
in lumber business. Address W. G. Brown, 
Lamar, Colorado, Owner 





Retail Lumber and Fuel yard, central Wiscon- 
sin. Annual sales $100,000. Buildings and 
Equipment $28,000. Inventory $20,000. Liberal 
terms. Owner retiring after 36 years same 
a Address Box F-57 American Lumber- 
man, Inc. 


FOR SALE 
Retail Yard Central Michi 
than $5000.00 per month 
to double or better. No cats or dogs—clean 
inventory. Terms on Real Estate. My age 
is 76—reason for selling. Largely Cash & 
Carry—Low operating expense. Addross Box 
F-58 American Lumberman, Inc. 


an doing better 
an be increased 





BUSINESS OPPORTUNITIES 





SOAP MANUFACTURING 
SOUND INVESTMENT 


Manufactures and distributes its own well- 
known brand throughout the Midwest. Well 
established chain and independent markets. 
Profitably operating 35 years and_ ideally 
located in busy community within 50 miles 
Chicago. Gross sales over $200,000 show good 
net return. Low overhead and production 
costs assure continued profitable operations. 
Conservative asking price of $300,000 including 
all equipment, inventory and miscellaneous 
assets of equal value. Financing available. 
Address Box F-55 American Lumberman, Inc. 





LUMBER MILL — EST. 1919 


Wholesale-retail, present sales $6,000 month. 
Ohio, 10 acres, R.R. siding, complete 


equipment, owner retiring, ced to sell. 
APPLE CO. BROKERS CLEVELAND. OHIO 
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Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly: 
Al Clements Lumber Co. 
P. O. Box 908 


Eugene, Oregon 


Phone 6-253! TWX EG.-049-U 





USED MACHINERY FOR SALE 





We are changing to a 72° carrier and lift 
truck package and offer for sale | two year 
old Ross straddle carrier Series 70 modo! 6663— 
60° capacity. Price $3175.00 


f.o.b. our plant. 
This machine is like new and a bargain at 
the above price. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ill. 





Equipment For Sale—Three Semi Trailers for 
sale. McGarry roller equipment—$300.00 each. 
William C. Schreiber Lumber Co., 2255 58. 
Lumber Street, Chicago 16, III. 





FOR SALE 


We will shortly release for sale a 6-10-Al 
Stetson-Ross Planer in practically new condi- 
tion, d and with all S-R 
suggested attachments. Ales one V-54"-C 
Mershon resaw migd by 8S. A. Woods. Write 
us for details. 


HUSS LUMBER COMPANY 
1350 W. Fullerton Ave.. 
Chicago 14, Illinois 
Phone §-1700 








SALES AIDS 
(begins on page 110) 





Portable Electric Router 


The first Skil router, designated as 
Model 299, is claimed to be a low-cost, 
lightweight, compact tool, conserva- 
tively rated at 1% h.p. An exclusive 
feature of the router, Skil states, is a 
new type control switch, which can be 
conveniently operated without remov- 
ing hands from guide handles. The 
tool has a precise cutting-depth ad- 
justment with positive locking control. 
Tests of the new router, it is reported, 
show the tool gives extreme power 
output to maintain cutting speed 
under heavy loads. Accessories are 
collets for 4", 5/16”, %” and %” bit 
shanks, router bits and template 
guide. Skil Corp., Dept. AL, 5043 El- 
ston Ave., Chicago 30, Ill. 


For more data circle No. 72 on coupon, p. 120 





SASHCO tae 


Tension Screen Display 


A new Sashco Tension Screen 
counter or window display uses a 
screen to draw customer attention. 
The screen can be unlatched from the 
display to show how it works, demon- 
strating the ease of adjustment and 
installation. At the top of the display 
the main selling features of the screen 
are illustrated and on either side the 
slogan “They last a lifetime” is con- 
spicuously prominent. Southern Sash 
Sales & Supply Co., Dept. AL, 818 
Twentieth St., Sheffield, Alabama. 


For more data circle No. 73 on coupon, p. 120 


119 





For the best 
Storm and Screen Door Hardware 


poet bK 


oi; 
fe 


With or without key locking. Fast, simple “ONE BORE” PUSH-PULL LATCH 

installation . . . just drill three 4" holes, Gueranteed quality .. . 8 million in use 
Adjustable for %" to 1%" doors, re today. Fast application .. . just drill 
versible. one |" hole. Easy latching spring strike. 


NO. 90 DOOR CLOSER 
be Self lubricated. Enclosed 


shock absorber spring. 


NO. 80 DOOR CLOSER 
AND CHAIN PROTECTOR 
With chain hold up spring. 
Self lubricated. 10 year 
gvarantee 





IDEAL HINGES 


Plated or Stainless Stee! or 
Solid Brass. Available with 
Bronze Oilite Bearings 


Write for full description, price and delivery on these and other items. 








_ PHONE Wenhee 9- 3651 
1. Le TEE 


TWX $C270 











IDEAL BRASS WORKS, Inc. 





Jdeak 


250 E. Sth St. ° St. Pavi 1, Minn 


“What's New” Items 


Advertised Products 


Nome 





GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PINE sos 


Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Mfrs. of 
Genuine 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 


Established 1842 — Member N.A.W.L. 











“WHAT’S NEW! 
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211 S. Main Street, Kokomo, Ind. 
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Steamed American Wainut - Wild 
Cherry + Plain, Quartered, rift 
sawn soft textured White Oak 
and Red Oak + Honduras, African, 
Philippine Mahogany + African 
Limba + Burma Teak + Delta 
Red Gum + Tidewater Red and 
Pecky Cypress - Birdseye Maple- 


Send for Full De- 
tails, Samples and 
Prices 


Soft textured hardwood lumber— Sutternut + Hard Maple + North- 


carefully manufactured and kiln 
dried at our own mill. Headquarters 
in the central west for all foreign 
and domestic species. We have the 
hard to get items in any thickness 


ern Birch + and many others. 


Chester B. Stem, Inc. 
527 Grant Line Road 
New Albany, Ind. 








for overnight shipment 


ANCO Pallet Truck 


FOR BAGGED GOODS. SHINGLES 
LATH, CASE GOODS 


TILT TRUCK up onto nose plate wheels for 
running under of out beneath the pallets 
A light pull will tilt “p to 1000 ibs., loads 
into perfect-balance rolling position. 


SATISFACTION GUARANTEED! If not sat 
isfled ofter 10 dey trial, return truck(s) 
for your money bock. 























ANTHONY TRUCK CO., Paducah, Ky 
Send price and literature to: 
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Address City 
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\ local radio station manager has a box with a coin slot in it 
placed conspicuously on his desk. A sign on it states; “Help 
Stamp (ut so Bo 

* * * 

/ mployer “Myrtle. who told you that you could neglect your 
fice duties just because I give you a kiss now and then? 

VU yrtle: “My attorney.” 

> * * 

Motto for today: Do right and fear no man. Don't write and 
Tear no woman 

Report in a newspaper: The police could discover no reason 
for suicide. The man was unmarried 


+ * * 


\ hick town is one where if you see a girl dining with a man 
old enough to be het father—he is 


+ * + 


O. What's the difference between an old maid and a fat lady? 
1. The fat lady is trying to diet 


+ ” + 


Shingles—as fundamental to building as the 2x4—an item of 
constant demand—a fact not a fad in construction. 

What grade, quality and name do you stock? Is it a brand 
known to the customer, accepted in the field and proven through 
use Are your shingles famed for beauty and durability? Are 
they of classified quality bearing the comforting term Certigrade ? 
Are they priced right, like Homestead Brand Shingles? 

Are your shingles items that must be pushed or do they have 
built-in customer pull? Do you sell them or do they sell them 
se Ive sr 

In other words, are you stocking Homestead Brand Shingles 
from the MAUK Lumber Co. ? 


* * + 


Simple Celia says the traveling salesman’s motto is “Wine 
H’omen and slong.” 
Se 


She wed him for life and then discovered he didn’t have any 


* * + 


She: “You bad hoy. Don't you kiss me again.” 
He: “1 won't. Im trying to find out who has the bourbon at 
this party - 
ee 6 


Do You Know How Dep't 

Deo you know how to tell a dream from a nightmare? Catch her 
without makeup 

Do you know how to cure your wife of being a fly-by-night 
Swatter 

Do you know how to boost sales in your yard? Stock MAUK 
Lumber Co. products 


*-_ * * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


122 (For more data on advertised products fill in coupon em page 120) 





The choice of 
farm, home 
and industry 


RED | 
JACKET | 
o PUMPS : 


THE PUMP 

YOU DON'T SEE 
CAN'T HEAR 
NEVER LUBRICATE 


NO COSTLY PIT 
OR PUMP HOUSE 
REQUIRED 


V2 H.P. TO 3 H.P. SIZES 


FOR PUMPING 
LEVELS DOWN TO 
1000 FEET 


CAPACITIES TO 
1650 GALLONS 
PER HOUR 


One of the most compact, 
attention-free and easy-to-sell 
pumps ever offered. clusively 
designed with high-qualit 
materials, precision assembled, 
makes the Red Jacket “Submerga” 
the most wanted water system 
pump all over America. a and 
join the many Red Jacket dealers 
who are enjoying nice profits from 
the easy sale of this popular 
pump and associated items. Write 
today for the name of your nearest 
Red Jacket jobber. Complete 
colorful brochure and performance 
data available free on request. 


RED JACKET 


water 
service 
products 


RED JACKET 


MANUFACTURING CO. 
Dept. ALB-85, Davenport, la. 


The Choice That's Made Friends''—Since 1878 
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Meet the new Champ 


— with super strength and 


stamina for operating exter- 


ior sliding doors with ease. 


e 


This rugged, new hanger incorporates 
many of the finest features found in the 
No. 52 and No. 88 Hangers so popular 


with the trade for years. 


The hangers have large 2% inch diameter 
wheels, truck and large, hardened steel 
roller bearings. A flexible hinge joint al- 
lows the door to swing out under pressure 
but door is held rigid normally. Made in 


either Japanned or Hot Galvanized finishes. 


The No. 59 Covered Trolley Rail is espe- 





cially designed to serve the swift, gliding 
hanger wheels with an even, perfect tread. 
The cover is spot welded to the rail. No 
brackets are required, as the rail itself 


forms a continuous bracket. 


The splice joint of the cover is dovetailed. 


Rail is made in 6, 8 and 10 foot lengths. 


* * * 








BETTER PLASTICITY 


To build the best possible concrete-block walls, the brick- 


layer must use plastic mortar. The mortar must be plastic 
enough to stick to the long head joint. It must not drop 
off the edges of the block when the block is swung up, 
and lowered into place. It must remain plastic long 
enough to enable the bricklayer to tap the block down 
to the line, easily and accurately. 

Brixment mortar provides this necessary plasticity. More- 
over, it stays soft and plastic long enough to let the 
bricklayer level, plumb and straighten the unit and adjust 
it to its final position in the wall before the mortar stiffens. 


Louisville Cement Company . . . Louisville 2, Kentucky 





